Wel. XXXI, No. 3575 


ee! 


Published Weekly at 
2666 Penobscot Bldg. 


ry Hardtop Highlights Buick's New Styling for '57— 


P Buick's “‘shoulder-high" 1957 models have new bodies, new frames, larger engines and higher horsepower. Roadmaster, Super 


Century models are rated at 300-horsepower while the high-volume Special delivers 250. 
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TRUCK SECTION 


$8 Per Year, 25c Per Copy 


a497 Models Reviving 
Sales Boom; Dealers 


Obtain Higher Gross 


Reports from Fieid Rosy as Volume and Profits Rise; 
Demand Exceeds Beginning Rate of ’55s; 
Waiting Lists Back in Some Areas 


pot 
* 


Larger windshields, three-piece 


windows and a pair of hardtop station wagons are other features of the new line. (Story and other pictures are on Page 62.) 





Rate Rises Third Week in Row... 


Output Heads Toward °56 Peak 


By Martin L. Whitmyer 
Staff Writer 


AR output gains were recorded | 


‘for the third week in succes- 
n last week as U. S. auto assem- 
climbed to an estimated 116,- 

31 units. 
The total exceeded pre- 
nmgeover weekly averages and 


cated further increases toward | 


» 1956 peak of 149,995 cars built 
he second week of January. 


Last week’s output was 7 per- | 


eent below Automotive News’ 
three-year index, but showed a 
12 percent boost from the previ- 
ous week’s 104,269 cars. The 


previous week’s operations were | 


169 percent below the index, 


The same week a year ago, 167,- | 


304 cars were built. 
* = * 

oe increase helped give the in- 

dustry an estimated 389,289 cars 
for the month—a 104.1 percent gain 
Over the 190,709 cars turned out 
during September, but still some 
24.8 percent off October a year ago, 
when the manufacturers rolled 517,- 
863 cars from the lines. 

Truck production for October 


AMC Realigns; 
Chapin Heads 


Auto Division 


MERICAN MOTORS last week 
announced realignment of the 
company’s autonomous divisions, 
ection of two new executive vice- 
idents and a secretary and 
@ppointment of an automotive 
icy committee. AMC’s automo- 
tive division 
henceforth will be 
headed by Roy 
D. Chapin jr. a 
newly - chosen 
executive vice- 

president, 

Under the re- 
alignment, the 
company will 
have three sepa- 
rate divisions, in- 

zs stead of four as 

D. Chapa jr. in the past. These 

_be automotive, appliance and 

ecial products. The fourth divi- 

export and subsidiaries, will 
(Continued on Page 8, Col. 1) 


| totalled an estimated 96,234 units 
| —# 0.8 percent improvement over 
the 95,399 units turned out in 
September and 0.4 percent above 
the 95,816 trucks rolled from the 
lines during October a year ago. 
Chrysler Corp., beset by a labor 


Page 28. 
Page 2. 


Page 3. 


dispute the previous week, showed 
the biggest gain of any manufac- 
turer last week, Last week’s corpo- 
rate output totalled 19,500 units, as 
compared with 13,879 during the 
previous week, when all Detroit 
(Continued on Page 69, Col. 3) 


Inside Automotive News... 


Equipment sales boost profits of truck dealers. 
New-model introductions spark buying, ordering. 


Wichita dealer trial—bootlegging test. 


New-car and truck registrations and new-car prices, Page 46. 
Detroit auction, Page 6; other auctions, Page 40. 
Production by makes, Page 69. 


By Robert M. Lienert 
Associate Editor 

brag ape predictions that 

the 1957 model year would re- 
store boom times in new-car sales 
are proving accurate, according to 
field reports from dealers who have 
new models. 


Most happily, another predic- 
tion is not panning out. Fore- 
casters who said tight credit 
would hamper sales of 1957s have 
been wrong, at least for the pres- 
ent, according to the experience 
of dealers thus far in the new- 
model season. 


Dealers contacted last week by 
AUTOMDTIVE News could scarcely 
hide their elation over the ’57 mar- 
ket situation. They had figures to 
back up their optimism, too. 

os x * 

HE consensus of dealers who 

are now in the new-model sea- 

son is this: 

1. Sales volume is matching— 
and in some cases exceeding—the 
1955 rate. There is no comparison 
with the introduction season of 
1956 models — the ’57s are way 
ahead. 

2. Gross profit is soaring. Deal- 
ers in scattered areas report that 
a hold-the-line policy on dis- 
counting is bearing fruit. A dealer 
association in one city claims an 
average gross four times better 
than it was on ’56 models at the 
comparable point in the model 
run. 

3. Cars are arriving from the 
factory reflecting better quality 
control. 

4. For the first time in many 
years dealers have waiting lists— 











Studebaker's -Golden Hawk, the only American production car with a supercharger, goes on display Thursday (Nov. 8.) The 
engine develops 275 horsepower. A fiber glass overlay in the hood houses the supercharger. Other sport models are Silver Hawk 
coupes which are available in V-8 and six-cylinder models. Studebaker said 25 percent of 1957 production will be devoted to 

| Hawks. (Story and other pictures are on Page 64.) 





with delivery taking up to eight 
weeks in some instances. 

5. Customers are offering larger 
downpayments and seeking briefer 
repayment periods, with credit ap- 
plications having little trouble gain- 
ing the approval of lending insti- 
tutions. 

Even the dealers in lines who 
have yet to introduce their new 
models are happy. Except for the 
few “real dogs,” ‘56s are cleaned 
out entirely. These dealers are in 
ideal shape to get rolling on ’57s. 
Observing the flurry over ‘57s in 
neighboring dealerships, they are 
champing at the bit. 

+ - « 
Pewee by AUTOMOTIVE 
News last week, the car-finance 
(Continued on Page 4, Col, 4) 


Auto Prices Up 
Average of 7.3% 


Plymouth Closes 
Gap on Chevrolet 


By John K. Teahen Jr. 
Staff Writer 

Pe rourn has gained on Chev- 

rolet in comparative price struc- 
ture, but has lost ground to Ford. 
And Ford has replaced Chevrolet 
as the lowest-priced of these three 
fast-selling lines. 

Plymouth’s 1957 prices are 
$69.50 to $170.50 higher than the 
tags on 1956 models. The in- 
creases averaged 5.2 percent. 
Other manufacturers disclosing 
their 1957 figures last week were: 
Pontiac, up 8.4 percent; Oldsmobile, 
up 11.4 percent; Cadillac, up 10 per- 
cent; DeSoto, up 9.3 percent on 
comparable models, and Dodge up 
5 percent. 

With only a few makers still to 
be heard from, the 1957 price in- 
crease averages 7.3 percent, All 


manufacturers, except Nash and 


Hudson, have raised prices, The two 


American Motors lines announced 
(Continued on Page 67, Col. 1) 


Top. Cars 


New-car registrations for eight 
months, plus 27 states for Sep- 
tember: 

1956 Pos. 
1—1,130,209 
2— 952,385 

403,612 
356,688 
328,364 
265,379 


Make 
Chev. 
Ford 
Buick 
Plym. 
Olds, 
Pontiac 


1955 Pos. 
1,107,941— 1 
1,074,264— 2 

536,946— 3 
477,723— 4 
415,689— 5 
374,071— 6 
257,699— 7 
200,811— 8 
101,165—10 
106,499— 9 

86,140—11 

69,046—13 

71,978—12 

22,225—16 

33,268—15 

37,455—14 

Imperial 8,815—17 

Cont'l 

Misc. 39,199 
Total All Makes 

4,328,489 5,020,934 
Further details on Page 46. 
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Salesmen’s Bid Fails... 





Baltimore Dealers 
Defeat Union Drive 


By Joseph M. Callahan 
Staff Writer 
STRONG drive by the Retail 
Clerk Union to organize auto 
salesmen in Baltimore has been 
defeated as the result of action by 
the Automobile Trade Assn. of 


Maryland. 
EE] National Labor Rela- 
tions Board to Earle 
Shawe, labor relations counsel for | 
the dealer association, informing 
him that Local 692 had withdrawn 
its petitions for representation | 
elections at five Baltimore dealer- | 
ships. 

Shawe, said the Retail Clerk’s 
organizing program began about 
six months ago in Baltimore,| 
shortly after the arrival of two new | 
organizers, Charles Osterling and_| 
Richard Johnston. He said their 
arrival was coincidental with the | 
transfer of the national headquar- | 
ters of the Retail Clerks Union to 
Washington. 

Initially, Shawe continued, the 
organizers got a fairly good 
reception from the salesmen and 
the union signed up a substantial 
number of members — partly 
because sales were in the summer | 
doldrums. The union produced 
membership cards for 30 percent 
of the employes. 

In a few weeks the union organ- 


Wiles Under Knife; 


Crusoe Suffers 
Heart Attack 


DETROIT, — Reports at press 
time indicated that Lewis D. 
Crusoe’s condition was “satisfac- 


The union drive’s 
end was marked 
recently by a tele- 
gram from the 











Ivan L. Wiles L, D. Crusoe 
tory” after a heart attack and Ivan 
L. Wiles was “doing fine” after 
surgery. 

Crusoe, executive vice-president 
in charge of car and truck divi- 
sions, Ford Motor Co., suffered a 
coronary occlusion at his home 
about 9 a.m. Oct. 27. 

He was taken to Henry Ford 
Hospital and was still there at 
press time. 

Wiles, executive vice-president in 
charge of dealer relations at Gen- 
eral Motors Corp., underwent ab- 
dominal surgery at the Mayo Clinic, 
Rochester, Minn. 

It was not known how long he 
would be at the clinic, according 
to GM. 


Coming Dee. 3... 


“Auto Selling Guide for 1957,” to be 

various models and mechanical chan 

each car. 

used-car merchandising, dealer public 

in the 1957 models, major specification 
So that we may print sufficient c 


address your request immediately to— 


Detroit 2 


| of interstate business. 


| to avoid violations of the labor law, 





Auto Selling Guide for ’57 


Automotive News is proud to announce a history-making four-color 


issue, just prior to opening of first National Auto Show in 16 years. 


The 28-page section, which will contain no advertising, will devote a 
page to each standard American-made car for 1957. Besides photos of 


photo of each make), the section will highlight the top selling features. of 


The section, to be printed on 60-pound gloss enamel paper stock, will 
also offer illustrated articles by leading authorities on new-car selling, 


The “Auto Selling Guide for 1957” will be a must for every dealer, 
salesman, manufacturer and supplier—for constant reference throughout 
the year. If you'd like to have an extra copy or two place your order today. 
Extra copies of the 28-page section will sell for 50 cents each. 


AUTOMOTIVE NEWS 
2666 Penobscot Bldg. 


izers, asked the Baltimore office of 
the NLRB to conduct representa- 
tion elections at Berger Motors 
(Oldsmobile), Defoe Motor Co. 
(Ford), McKenna Pontiac, D. S. & 
D. Motors (Dodge-Plymouth) and 
McSweeney Pontiac, and at two 
other dealerships. 


* * 


Large Dealers Picked 


“TPHEY tried to get one of the 
stronger dealers in each of the | 
major lines,” Shawe said. 
With one exeception, the dealers | 
immediately contested the election 
on the grounds that the NLRB did 
not have jurisdiction because these 
firms did not do a sufficient volume 


+ 


By contesting the election, the 
dealers and their labor counsel 
delayed the polls about 60 days, 
permitting management to try to 
win back the loyalty of their 
salesmen. A positive program, 
consisting of employe “education” 
and other measures was quickly 
implemented. 

The dealers’ chances were also| 
helped by normal turnover of per- 
sonnel, 

However, the dealers were alerted 





such as offering extra inducements | 
to employes or taking any punitive | 
action against an employe because 
of his labor activity. 


* * * 


Issues Discussed 


HAWE said he did urge the 

dealers to acquaint the employes 

with the issues involved. 

Nevertheless, one dealer was 
charged by the union with an un-| 
fair labor practice in the discharge 
of an employe, but the local labor 
board ruled that the charge was) 
completely without merit and that} 
the employe was discharged for a 
valid reason. 

Eventually the NLRB in Wash- 
ington ruled that it did have 
jurisdiction in five of the dealer- 
ships and that two dealerships did 
not do enough business to permit 
NLRB jurisdiction. 

Then, two days before the elec- 
tions, Local 692 withdrew its claim 
to represent the salesmen and the 

(Continued on Page 69, Col. 4) 


°57 Chrysler Corp. Cars 


Use More Aluminum 


DETROIT. — Chrysler Corp.’s 
1957 four-door sedans will carry 
an average of 85 pounds of alumi- 
num, compared to an industry 
average of 45 pounds, according 
to Reynolds Metals Co. Last year 
the Chrysler Corp. cars had an 
average of 75 pounds of aluminum 
and the industry average was 
35. 

Reynolds reported that Chrysler 
Corp. had initiated more alumi- 
num applications than any other 
manufacturer, being the first to 
offer three types of aluminum 
grilles, extruded window frames, 
wheel covers, hood moldings and 
headlamp doors and bezels. 
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| Cleveland Dodge Dealers Stage Teen Preview— 

Pointing out new interior features of the 1957 Dodge to a group of teen-agers is 
Alvin Podway, president, Podway of Lakewood, Cleveland. Thousands of high school 


students visited 12 Dodge dealerships in the Greater Cleveland area during special 
“Teen-Age Sneak Previews” of the '57 Dodge line. 
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“37 Models Are 
Ford, Chrysler Report 


DETROIT, — Chrysler Corp. and 
Ford division last week reported a 
very favorable public and dealer 
response to their 1957 models. 

Chrysler reported that it was 
“greater acclaim” than ever be- 
fore in the history of the corpo- | 

ration. 

Ford said more than $1 billion 
worth of 1957s have been ordered 
by dealers for delivery in 1956. The | 


21,000 AMC Orders 


DETROIT. — American Motors 
said last week that dealer intro- 
duction of 1957 models had been | 
its most successful new-car debut 
in history. AMC said it had re- 
ceived orders for 21,000 cars. 








1957s were called the greatest suc- | 
cess since Model A introduction in | 
the late 1920s. 

“There are now 16 percent more 
hourly workers in car assembly 
plants than at the peak period for 
the 1955 model,” said R. S. Mc- 
Namara, Ford general manager. 

“Even taking into consideration 
the... 
said Byron J. Nichols, Chrysler 
group marketing general manager, 
“we have not the slightest doubt | 
that the 1957 Chrysler Corp. models 
have hit the market with an impact 


| outstripping any past years.” 


Nichols said Chrysler conducted a 
nationwide telephone survey of its 
dealers. Hubert S. Hawke 
(Plymouth), Tampa, Fla, was 


| quoted as saying that 2,700 people 


had visited his showroom by mid- 
afternoon of introduction day. 
McNamara said that more than 
seven million persons visited the 
7,000 Ford showrooms across the 
nation, which he said was more 
than the number that went to | 
showrooms during the first full | 
weekend after the 1956 model in- 
troduction day. | 
Ford dealers, he said, have ex- | 
pressed more enthusiasm than ever | 
before over the new cars. 
Among those reached in the| 


Ostrander Upped — 
By Ford Motor | 


DEARBORN. — S. W. Ostrander| 


has been appointed special assign- | 
ments vice-president of Ford Motor | 
Co. and K. D. Cassidy has been 
named group 
executive for 
the steel, general 
products and 
manufacturing 
services divisions. 

Ostrander for-| 
merly was group) 
executive for the} 


| at least 700 more cars in ’57 than 





three _ divisions} 
and Cassidy was) 
general manager) 
of the steel divi-| 
sion. 

Cassidy will be succeeded by W. 
J. Reilly, formerly general manu- | 
facturing manager for the steel 
division, i 


S. W. Ostrander 





Market Hits 


Chrysler phone poll was Lou Sap- 
penfield (Dodge-Plymouth), general 
manager of George W. Bowers 
Dodge-Plymouth, Chicago, 

He reported 8,000 had visited 
the firm by mid-afternoon of 
opening day. “We’re going to sell 


Wider Use Seen 

For ‘Air Ride’ 
GMC to Offer System 
To Trailer Makers 


By Pete Wemhoff 
Editor, Automotive News 
PONTIAC.—GMC will offer itg 
air suspension system to truck. 
trailer makers in “package” form 
this year, General Manage: Philip 
J. Monaghan told a national pregs 
preview of 1957-model GMC trucks 
here last week. 
He predicted that the entire over. 
the-road hauling industry will con. 








R,. C, Woodhouse P. J. Monaghan 


;vert to the air suspension system 


in the near future, 


Richard C, Woodhouse, general 
truck sales manager, estimated 
1957 truck sales for the industry 
at 1,135,000 (comprising about 
200,000 for export and Canada), 
compared with 1,110,000 for 1956, 
GMC expects to increase its share 
of the market, especially in the 
heavy-duty models which will offer 
the new air suspension system for 
the first time. 

GMC’s air suspension, which re. 
places heavy steel springs with rub- 
berized nylon air-filled bellows, has 





our best previous year,” he said. 

Paul Frank, general manager, | 
Fry Plymouth, Denver, was quoted | 
as saying: “My salesmen wrote 11 
orders in the first couple of hours. | 
They hardly can wait for cars to} 
really begin coming through.” 


* * * | 
Police Escort Parade 


Of Chrysler-Line Cars | 


PROVIDENCE. — (UTPS) — A| 
motorcade of Chrysler Corp. cars| 
for 1957 had a police escort through | 
Rhode Island in a “Preview Parade” | 
the day before last week’s showing | 
in dealer showrooms. 

Paul Goldman, Inc. (Dodge-Plym- 
outh), Valley Falls, R, L, invited| 
all Chrysler line dealers to partici-| 


sented in the motorcade. 





Business | 
Barometer 


Auto Production — 138,269 cars, 
trucks in week vs. 193,545 year ago. 

Business Failures — 267 in week || 
vs. 230 year before. 

Department Store Sales—Down 
3 percent from year before. 

Freight Loadings — 828,741 cars 
in week, a decline of 337 cars from 
year before. 
Gasoline Stocks — 173,087,000 | 


1 


barrels, a decline of 975,000 barrels 
in week. 
Jobless Claims — 172,500 
week vs. 181,800 year before. 
New-Car Registrations — 4,- 
328,489 in 1956 to date vs. 5,020,934 || 
year ago. 


in || 


New-Truck Registrations—64é,- 
373 in 1956 to date vs. 651,505 year 
ago. 

Oil Stocks — 281,557,000 barrels, 
an increase of 2,099,000 barrels in 
week. | 


Steel Output — 101 percent of || 


capacity estimated vs. 

week earlier. 
Used-Car Prices — $784 in Octo- 

ber vs. $815 in September. 
Wholesale Prices — 115 percent 
of 1947-49 index vs. 115.2 percent 
week earlier. 
* 


101.2 percent || 


Common Stocks 
Ge. Oct. 


24 
5% 6 
73% 74% 
57% 58% 
45%, 46VYo 
5% 5% 


1956 
Low 


5% 
60 
51% 
40% 
5% 


High 
8% 
87 
63% 
49, 
10% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


been in use on GM coaches for the 
past three years and has more 
than % billion miles of travel on 


| record, Monaghan said. 


Monaghan described air suspen- 
sion as the most important new de. 
velopment in the trucking industry 
today. 

“Its use will open an entire 
new area in the reduction of 
truck and trailer maintenance 
costs, increased payload potential 
and decreased freight damage,” 
he said. 

Monaghan told. the newsmen 
about the truck of the “near fu 
ture” which, with air suspension, 
would allow and accelerate the 
trend toward the use of light 
weight alloys in the construction of 


exuberance of our dealers,” | Pate. Twenty-two cars were repre-| the truck. 


“With the reduction of road 
shock, vibration, stress and strain, 
We can now substitute aluminum 
for iron and steel or, where steel is 
required, reduce its gauge @ 
weight,” he said. 

Regarding future engines, Mon- 
aghan said the efficiency of current 
types would be improved, and it 
was also possible that a single new 
engine type would be discovered 
so economical and efficient that 
other fuel options may be discon 
tinued, “or perhaps the engine of 
the future will burn almost any- 
thing in the way of fuel.” 

Monaghan foresaw improved 
automatic transmissions and elec 
tronic sensing devices that would 
keep the engine and transmission 

(Continued on Page 66, Col. 4) 





‘Incredibly’ Good 
Car Outlook Seen 
By MEMA Chief 


NEW YORK. — There is an “it 
credibly” favorable outlook for the 


automotive industry in the nex 
decade, according to A. H. Eicholt 
general manager of the Motor & 
Equipment Manufacturers Assn. 

Eichholz said the favorable out 
|look was the result of these facts: 

1, More cars five years and oldet 
on the road than at any time 2 
history. 
| 2. An expected 15 percent populé 
| tion increase by 1966. 
| 8. Disposable income — whats 
l\left after taxes — is expected ® 
rise from iast year’s $140 billion 
$200 billion in 1966. 

4. The nationa! highway prograll 


| more traveling by. automobile 
5. The mass movement towatd 





Average 37.65 38.17 


suburban living, with its trend 
|ward multiple-car ownership. 








|which will be a great incentive ff 








8 .8F3 4 | \ | 


3 


vergag EF ager 














el on 


spen- 


‘smen 
nsion, 


light 


ion of 


road 
train, 
Linum 
eel is 
Ze or 


Mon- 
irrent 
nd it 
e new 
vered 
that 
iscon- 
ne of 










Sealers tell me 


By John 0. Munn 


RE is much conversation and 
many. rumors that the 
O™Mahoney-Celler law will promote 
chain-store operation, automobile 
supermarkets and bootlegging. 

Banish the thought! The bill, of 
course, is not directed against these 
troublesome practices with which 
the trade has always suffered- 
particularly during the past three 
years. As we all know, it is a 
“Good Faith” law and applies to 
the dealer as well as the manufac- 

r. 
The act will help stabilize the 
industry. It will help both man- 
ufacturer and dealer. One of the 
contributions to the manufacturer 
ig that its operation will help 
allay the accusation of acting in 

a monopolistic manner. 

It will help the dealer because it 
limits the manufacturer’s sales 
effort to persuasion rather than 
coercion. IT am sure manufacturers 
are going to like this new method 
of conducting their relations with 
dealers. Perhaps it will take some 
time for them to get adjusted to it 

in the long run, it will prove a 
blessing for all. 


* * * 


Boon to Service Dealer 
I POINT out again that while the 
law will protect the dealer’s in- 
terest, it is not intended to ease 
competition. Any dealer, to obtain 
full benefits from it, will need to 
be a better businessman than ever. 
He always will have aggressive 
competition. 

This is as it should be and what 
we all desire. But the effect of the 
law will bring recognition to the 
service dealer. It will bring rewards 
to the dealer whose first interest is 
service to customers. It will put 
a@ premium on that type of opera- 
tion. 

The chain operator or the 
dealer who promotes on the basis 
he is a direct dealer or volume 


District Meetings 
Scheduled for 


Missouri Dealers 


JEFFERSON CITY, Mo. — A 
series of district meetings have 
been scheduled this month by the 
Missouri Automobile Dealers Assn. 

The schedule is as follows: Dis- 
trict 2—Nov. 15 at Macon, 6:30 
p. m. at Jefferson Hotel. 

District 4—Nov. 16 at Columbia, 
6:30 p.m. at Daniel Boone Hotel. 

District 5 — Nov. 12 at Joplin, 
noon at cafe; Nov. 12 at Springfield, 
6:30 p.m. at Riverside Inn. 

District 6—Nov. 13 at Sikeston, 
6:30 p.m. at Rustic Rock Inn; Nov. 


14 at Farmington, noon at Shell| 


Chateau Cafe. 
District 7—Nov. 14 at St. Charles, 
6:30 p.m. at St. Charles Hotel. 
Meeting dates have not yet been 
set for District 1 and District 3. 
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Washington Column 






dealer and therefore sells for less 
than his competitors — eventually 
will realize he is leading from 
weakness rather than strength. 
The terms “direct dealer” and 
“yolume dealer” are catch 
phrases. The public is wise to 


them. 

Every dealer is a direct dealer 
nowadays, except the dealers who 
work under a Cadillac distributor- 
ship, and they usually have a direct 
contact with the additional line 
which most of them handle. 

> * * 


Supermarket Debunked 


— dealer, large or small, 
pays exactly the same price for 
his cars and parts. The public 
knows this, so when a dealer infers 
that volume gets a better price, the 
public becomes suspicious of his 
entire operation. 

There never will be an automobile 
supermarket, either. Those dealers 
who started last year with the idea 
of selling all makes of new cars 
are a very disappointed group. Most 
of them already have or are plan- 
ning either to limit their operation 
to used cars or to obtain some fac- 
tory franchises. 

A supermarket just does not 

have a chance in this field. Such 
a dealer pays more for his cars in 
the first place. Then, in many 
states, the dealer who is not fran- 
chised must title his cars first 
and pay the sales tax before he 
can offer them for sale. They thus 
become “used cars.” 

His cost of merchandise is higher 
than the franchised dealer, and 
because his cars have been reduced 
to used-car status, he has to sell 
them for less than the authorized 
dealers. Therefore, he finds himself 
in a precarious position with his 
cars costing him more while he has 
been forced to sell for less. 

So even if the so-called super- 
market has a low overhead, there 
is not a sufficient margin to leave 


a profit. 
= 


Time to End ‘Giveaway’ 


ures and four minutes” 
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NADA Issues Simple Guide... 








Car Cost Formula 


WASHINGTON, — The “four fig- 
formula 
espoused by Carl E. Fribley, NADA 
president, has been put out in a 
simple form for dealers to figure 
their actual cost of selling a car. 

This is how the formula works: 
The first figure is all expenses 
directly related to selling costs. 
This should be divided by the 
number of new cars sold in the 
year to date. 


This division will give the dealer| $ 


a per-car selling cost which must 
be added later to the factory in- 
voice. 


The next figure is the total of all 
other expenses except selling. From 
this figure subtract the gross 
profits of all departments except 
the new and used-car departments. 

When the figure is divided by 
the number of cars sold in the 
year to date, the dealer will have 
his general overhead cost per 
new car. 

The dealer then gets his true sell- 
ing cost per car by adding the 
factory invoice cost, the per-car 
selling expense and the per-car 
overhead. 

NADA has advised every dealer 
to use this form at least every quar- 
ter. It would be a good idea, NADA 
said, for every dealer to apply this 
formula to his financial statement 
as early in November as possible. 

“The final figure on the formula,” 
said NADA, “will be the amount 
the dealer must wash out on every 
new-car deal just to break even.” 

Many dealers, according to 

NADA, say that when all dealers 

know the true cost of selling each 

car, some of the in 
auto marketing will disappear. 

Equally important, NADA 


pointed out, dealers are finding out 
that a knowledge of these selling 
costs can spell the difference 


between profit and loss in a dealer-| $ 


ship. 
The following can be made up 
on a form to help the dealer 
quickly figure the formula: 
1. Total selling expense, 6............ : 
2. number of new cars sold, 


(a.) Item 1 divided by Item 2 
gives selling expense per new car, 
; 3. all other expenses, ex- 
; 4. gross profit 


cept selling, $............ 





Draw for Show Space— 

The first avto show featuring 1957 
cars will be held Nov. 9-17 at Hillsdale 
Shopping Center, San Mateo, Calif., spon- 
sored by the Burlingame-San Mateo Mo- 


tor Car Dealers Assn. Joan Beckett, Miss 
California of 1957 and official hostess of 
the show, draws lots for exhibition space 
while Harrison Doane (Ford), left, associa- 
tion president, and Jerry Bromberg (Pon- 
tiac), association vice-president, look on. 


Wire-Tap Wrangle Featured 
In $6 Million Dealer Suit 


By Pat Henry 

Staff Correspondent 
WICHITA. — A motion that the 
defense counsel be allowed access 
to certain wire recordings was de- 


| nied at the pretrial hearing in the 


$6,150,000 antitrust suit brought by 


A®> now for the bootlegger. The|two Wichita used-car dealerships 
factory, the franchised dealer | #84inst 12 new-car dealers and the 
and the public all are stacked| Wichita Automobile Dealers Assn. 


against him. The O’Mahoney act 
also works to his disadvantage. 


not forced to take more cars than 
he can sell in his market. If he 
should have an excess, he would 
benefit selling them, at a price, 
in his market to build service 
customers and do a good job with 
his local registrations, rather than 
lump them off to an out-of-town 
buyer. 

Some persons have said this law 
interfers with the manufacturers’ 
ability to prevent bootlegging. For 
instance, they say, “take a dealer 
who has been taking 100 cars a 
month and selling half of them to 
bootleggers for a small profit. Fac- 
tories are restrained from reducing 
this dealer’s allctment to 50 cars a 
month for fear of being sued by 
the dealer for profits lost on 
reduced sales.” 

You can banish that thought, too. 
This law does not endanger the 
manufacturer who refuses to ship 
cars to a dealer who wholesales 
them. No, the O’Mahoney Act is not 
a cure-all for all the troubles of the 
trade, but it certainly doesn’t stim- 
ulate or encourage them. 





we always will have a few 
greedy dealers who will sacrifice 
the ethics of the trade for their 
own selfish personal gain. We will 
have competition which substi- 
tutes price for value or service. 
But the new law will bring stabil- 
ity and will make it worthwhile 
to utilize both our cash and life 
efforts in sound selling. 

This “Good Faith” law works two 
ways. We, as dealers, must find the 
way to take the fullest advantage 
of the benefits it can bestow. The 
only alternative is to continue giv- 


ing away our profits as we have 


been doing for the last three years. 
One expert estimates this “give- 


away” at $2,490,000,000 a year or 


$8.3 million a day. 


The jury trial of the case will 
begin sometime after Jan. 1 in the 


Now, the franchised dealer is | U. 8. District Court of Judge 


Royce Savage of Tulsa. 

Plaintiffs in the action are Don 
Schmid Motors, Inc., and Johnnie 
Eagle Motor Co., who contended in 
suits filed in August, 1954, that the 
franchised dealers prevented them 
from advertising new cars as such. 

The disputed wire recordings con- 
cern several meetings of the 
Wichita Automobile Dealers Assn. 
which the plaintiffs’ counsel said 
would be used for impeachment 
purposes only during the trial. 

George Powers, attorney for the 
defendants, contended that the 
recordings were obtained secretly 
and that the defense should be 
allowed to hear the evidence. 
Judge Savage disagreed, 

Raymond Dickey, the plaintiffs’ 

counsel! charged the defendants 
with conspiracy to bring about un- 
due restraint on the used-car 
dealers in the sale of new and 
used-cars, conspiracy to monopolize 
or attempt to monopolize the sale of 
new cars, conspiracy to fix or main- 
tain car prices and interference in 
interstate commerce. 

Dickey further alleged that the 
franchised dealers tried to cut off 
the defendants source of supply by 
arrangements with the factories 
and trade associations. 

Noting that both Wichita 
papers, the Eagle and the Beacon, 
were named co-conspirators, 
Dickey said that the nonfran- 
chised dealers could not adver- 
tise any car in the papers’ 
classified sections which had less 
than 1,000 miles on the speed- 
ometer or was less than 30 days 
old. This was later amended to 
4,000 miles and 90 days, 

Dickey also alledged that both 
papers, because of dealer pressure, 
eventually refused to accept classi- 
fied ads from Schmid or Eagle. 





Both newspapers began accepting 
ads the day after the suit was filed, 
according to Dickey. 

In answer to the charges, defense 
counsel said that one of the papers 
had adopted a code of ethics for 
used-car advertising in the classi- 
fied sections for its own protection, 
not because the dealers forced 
adoption of the code. 

Eagle claims that his losses 
amounted to $900,000 due to the al- 
leged actions of the defendants. 
Schmid said his losses were $150,- 
000. Both seek treble damages, 

Named in the original suit were 

Belford Motors, Butts Buick, 

Butts Cadillac-Olds, Dick Price 

Motors, Evans Motor Coa. 

Ferguson-Olander Co.. Hobbs 

Chevrolet Co., R. D. McKay Motor 

Co., Spencer Auto Service Co., 

Price Auto Service Co., Yingling 

Chevrolet Co. and Zogimann 

Motor Co, 

But these changes have occurred: 
Belford Motors is out of business; 
Butts Buick is now Ben Robinson 
Buick; Butts Cadillac-Olds is now 
Hamilton Cadillac-Olds, and Evans 
Motor Co. is now Spencer-Faust 
Plymouth, Inc. 


On the House 


Indicating an 


from departments other than new 
and used-car, §............... 35. overhead 
(subtract Item 4 from Item 3), 
; (b.) overhead per new-car 
(Item 5 divided by Item 2), §........... 

Then the factory invoice cost 
is added to per-car selling ex- 
pense (a.) and per-car overhead 
(b.) to give true cost. 


Buffalo Dealers 
7 
Establish Own 
. 

Supply Firm 

BUFFALO.—Beset by mounting 
operating costs, some 30 Buffalo- 
area auto dealers have formed a 
new company to handle operating 
supplies and similar items used by 
the dealers themselves, It is be- 
lieved to be the first such opera- 
tion to be set up in Buffalo. 


The company, Jobbers Automo- 
tive, Inc., 165 Georgia St., will be- 
gin operations shortly. 

President of the new concern is 
Fred D. Gillogly. Other officers are: 
Vice-president, Martin J. Echten- 
kamp; treasurer, James D. Moulder, 
and secretary-general manager, 
Robert Lundquist. Directors are 
Edward E. Tunmore, Robert F. 
Hunt, David E. Waite, Franklin J. 
Jerge, Alfred I. Wray, Joseph R. 
LaSpisa, Gillogly, Echtenkamp and 
Moulder. 

The dealers in the organization 
expect to cut their operating ex- 
penses by buying their supplies in 
volume and obtaining lower prices. 


R.I. Dealers 
Elect Pierce 


PROVIDENCE. — Robert W. 
Pierce, a Chevrolet dealer in Paw- 
tucket, has been elected vice- 
president of the Rhode Island Auto- 
mobile Dealers Assn. 

He succeeds Frank W. Blaney, 
who resigned after retiring from 
the auto business a month ago, He 
had been a Buick dealer here. 


Pierce has changed the name of 
his dealership from Pierce-Crook 
Chevrolet to Pierce Chevrolet. His 
former partner, Frank Crook, died 
several years ago and his new part- 
ner is Robert W. Pierce jr. 


Sioux Falls Auto Show 


Scheduled Nov. 21-25 


SIOUX FALLS, S. D.—The Sioux 
Falls New Car Dealers Assn. will 
hold its 41st annual auto show Nov, 
21-25. 

During the show South Dakota’s 
entry in the Miss Universe contest 
will be selected. 


Pritchard Packard Sold 


WARREN, O. — Assets of 
Pritchard Motor Car Co. (Packard) 
has been sold to James Humanson 
for $4,200. He also assumed mort- 
gages totalling $13,000. The sale 
was conducted by the Internal Rev- 
enue Service to satisfy a $6,200 
claim for delinquent withholding 
taxes. 


upward trend in higher priced 


trades or late model tradeins on 1957 cars, the 
Chicago-area Ford dealers report an increase of 
15.8 percent in the value of their used-car inventory 


during the first 


20 days of October while the num- 


ber of units remained constant. . . . GMC truck’s 
press preview last week was a model for brevity 
and newsworthiness... . 

Leo I. Herman is the new secretary-manager 
of the Wyoming dealers association. .. . Chicago 


dealer directors have adopted a resolution, call- 
ing on all facets of the trade to help eliminate 


Wemhoff 


bad advertising practices. 
succeeds Frank W. Blaney, resigned, as vice- 


. . . Robert W. Pierce 


president of Rhode Island association. .. . 

Missouri association has elected John Laukemper (DeSoto- 
Plymouth) to succeed Hollen Carlisle (Ford) as director, and George 
Routszong (Cadillac-Oldsmobile) to complete term of B. H. Jameson 
(Ford), deceased. . . . Texas association has added five new members. 


. .. Chicago association is urging 


its members to have their locations 


analyzed in the face of a threatened rezoning ordinance. 


—Perre Wemuorr, Editor, 
Automotive News 
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Profits Per Deal Also on Upswing or 


‘57s Revive Boom in Selling 


(Continued from Page 1) 
manager of a leading Midwest bank 
denied that new-car credit was 
tight. It is slightly relaxed, if any- 
thing, he said. 

“Because of the newness and de- 
sirability of the ’57 models,” he 
said, “it is a bit easier to satisfy 
banks. 

“Of course,” he added, “we fol- 
low a policy of judging individual 
cases, but downpayments have 
been larger overall on paper we’ve 
handled thus far on ’57s.” 

However, loans tend to be larger 
on the average, he said, adding that 
his bank had noted a tendency for 
buyers to “go for the flossier jobs.” 

Paper on ’57s is coming in “in a 
very good stream,” he said. 

He concluded that he saw “little 
possibility” of credit getting any 
tighter in the near future. 

* 


LONG-TIME dealer in Detroit 
bore out the banker’s state- 


Olds Will Offer 
3 Dual Carbs 
Early in 1957 


MESA, Ariz. — Oldsmobiles 
equipped with fuel injection and 
with three dual carburetors were 
demonstrated here last week at the 
General Motors 
Desert Proving 
Grounds. 


Jack F. Wol- 
fram, general 
manager of Olds- 
mobile, revealed 
that the three- 
dual job will be 
offered as op- 
tional equipment 
early next year, 
but said that the 

J. F. Wolfram fuel-injection sys- 
tem is still in the experimental 
stage. 

The car with the three two-barrel 
carburetors turned up 300 horse- 
power with 10-to-1 compression 
ratio and 100 octane gas. 

The fuel-injection system was de- 
veloped by the GM engineering 
staff and Rochester Products Divi- 
sion, and was adapted to the 
Rocket engine by Oldsmobile en- 
gineers. 

While the desert tests demon- 
strated gains in performance and 
efficiency, Wolfram said that there 
still are problems to be overcome. 
One of these is to develop a unit 
at a price in keeping with the 
functional advantages. 


Judd to Move Deal 

CINCINNATI.— William M. Judd 
(Chrysler - Imperial - Plymouth) 
Plans to move his dealership from 
Hyde Park in Cincinnati to Forest- 
ville, about nine miles from down- 
town Cincinnati. Construction of 
the new dealership has begun. 








Lead Trucking Industry— 


Top officers of the American Trucking 
Assns., Inc., are shown after their election 
at the ATA's 23rd annual convention in 
New York. From left are Guy W. Rut- 
land jr., Motor Convoy, Hapeville, Ga., 
first vice-president; R. C. Williams, center, 
R. C. Williams, Inc., Russell, Kans., presi- 
dent; and C. J. Williams, Hillside Transit, 
Milwaukee, board chairman. Not shown 
are A. E. Cudlipz, second vice-president; 
E. W. Krause, third vice-president; James 
B. Godfrey jr., fourth vice-president; Harry 
lL. Gormley, secretary, and James M. 
Akers, treasurer. (Story on Page 30.) 


ment. “Credit is no different than 
it has been for the last year,” he 
said, “and money from the cus- 
tomer is a lot easier. 

“Buyers are having less diffi- 
culty swinging a downpayment 
than they did a year ago,” he 
continued, “and most of our buy- 
ers want only 18 to 24 months. 
Last year they wanted 30 to 36 
months, and a lot of them got 
the 30.” 


The general manager of a vol- 
ume Ford dealership said he had 
noted a sudden prosperity among 
prospects, He said, however, that 
he figured it was a “change in 
thinking” rather than a change in 
economic conditions. 

Demand for top-drawer models 
has been staggering, he said. Ex- 
clusive of fleet and house deals, he 
said, his dealership has 44 unfilled 
orders. Of these, 23 are for Fair- 
lane 500 hardtops and an addi- 
tional four are for Fairlane 500 
sedans. 

* * > 
CHEVROLET dealer said hard- 
tops are “hot, particularly in 
the Bel Air series.” While he de- 





Minneapolis Widens 
Licensing Ordinance 


MINNEAPOLIS. — A new or- 
dinance licensing Minneapolis 
new-car dealers for the first time 
and tightening used-car dealer 
regulations was passed by the 
city council last week. Under the 
ordinance the used-car dealer 
license jumps from $34 to $50 a 
year. New-car dealers will have 
to pay $50, and a combined license 
will cost $75. 

There are about 150 used and 
50 new-car dealers in this city. 
Fees collected are expected to 
provide funds for stepped-up en- 
forcement by a full-time 
licenses inspector. 










By F. C. Livingstone 
Special Correspondent 

LONDON, England. — The auto 
show here at Earl’s Court has 
shown that British buyers are going 
to get more value for their pound 
notes. 

Autos have either been cut in 
price — often quite drastically 
—or more powerful engines are 
offered at the same price as be- 
fore. This is said to be in con- 
trast with U. S, trends toward 
higher prices. 

Auto makers have also cut their 
profit margins, which drew praise 
from Sir Anthony Eden, prime 
minister, in his speech opening the 
show. 

This rise in value has been 
brought about, auto makers here 
say, despite higher costs resulting 
from wage boosts and more costly 
materials. 

Standard Motors has cut the 
price of one sedan model by $42, 
another by $126 and the Van- 
guard III by $110. Standard also 
offers two new models at the 
same price of old models but, 
Standard said, with superior per- 
formance. 

With high-octane gasoline now 
available, British auto makers said 
they have been able to design more 
powerful engines even for smaller 
models. 

Among the cars with increased 
engine power are the Morris Minor 
and Austin A-30, both manufac- 
tured by British Motor Corp. The 
Morris Cowley also has a greater, 
capacity power plant. 

Jaguar Mark VIII has a new 
engine with 20 percent more power, 
Bentley Continental has undergone 
modifications which have resulted 
in 13 percent more power and the 
Singer Gazelle, which replaces the 
Hunter, has 42 percent more power. 
Few, British cars for 1957 are not 
improved in performance. 

However, quite a number of the 
autos in the show are beyond the 
reach of the average Briton, 
especially in these days of “credit 


British Cut Auto Prices 


Trend Revealed at Show Counters U. S. Policies; 
Eden Praises Auto Makers 


clined to quote figures, he said he 
had “quite a few” unfilled orders— 
mainly for hardtops, and that cus- 
tomers were faced with a 30-day 
wait for delivery. 


Biggest engines are best sellers, 
he added. 


One Detroit dealer said he 
noted a “higher quality” market 
thus far in the '57 season. “Our 
floor traffic is less than it was 
when we introduced the 55s, but 
we’re writing more business on 
a more favorable basis,” he said. 
Credit is “about the same,” he 

said. 

Dealers have one point of con- 
cern—the increased cost of floor 
planning. A year ago, most were 
paying 3% to 4% percent for whole- 
sale finance, Some now are paying 
as high as 6 percent and in small 
towns, dealers say they are having 
trouble obtaining floor-plan money 
at any price. 

* * + 


T IS the aim of most dealers to 
cut down on stocks to keep 
finance overhead in line, but they 
admit that is difficult to accomplish 
because the variety of models and 
options this year is wider than ever 
before. 


“We sell very few cars out of 
stock,” said one dealer, “but we 
have to keep a wide selection on 
hand, anyway, to give the custom- 
ers something to look at.” 

Dealers are also concerned 
about the slowness of delivery of 
new models, but figure that will 
work to their advantage in the 
long run. 

Most cite the improved work- 
manship on cars received from the 
factory, and are quick to credit the 
makers for stricter quality control. 

Slow delivery was applauded by 
another dealer—despite his backlog 
of orders—who said grimly, “I 
keep remembering that '55 produc- 
tion race.” 





squeeze” which makes long-term 
financing difficult. 

The U. S. was well represented 
with 15 makes on view. They were 
Buick, Cadillac, Chevrolet, Chrysler, 
Dodge, Ford (U. S. and Canadian), 
Hudson, Lincoln, Mercury, Nash, 
Oldsmobile, Packard, Plymouth, 
Pontiac and Studebaker. 

It will be sufficient to quote just 
one price to show how U. S. autos 
are priced beyond the reach of most 
British buyers: A Chevrolet Cor- 
vette is listed here at $9,170. And 
that is without the new fuel- 
injection system. 

But the ordinary auto buyer has 
plenty to choose from. There is a 
better and much wider range this 

(Continued on Page 69, Col. 1) 


Brooks’ Open House Pays Off— 





Basso Lends A Helping Hand— 


Domenich Basso, second from left, of Domenich Basso, Inc., (DeSoto-Plymouth), Los 


Angeles, turns the service facilities of his 


new-car warehouse over to Romer Packer, 


DeSoto regional service manager. Packer will use the facilities to conduct a series of 
two-day clinics to acquaint dealer service personnel with servicing of the 1957 DeSoto 


models. 








Truck Industry to Prosper, 
Ford’s Reid Tells TBEA 


By Jack Weed 
Truck Editor 

CHICAGO.—Continued prosperity 
and greater increases in volume 
for the truck industry for at least 
the next six years were predicted 
here last week by Thomas R. Reid, 
civic affairs director, Ford Motor 
Co., at the convention of the Truck 
Body and Equipment Assn. 

Reid, speaking before the 
largest annual meeting ever held 
by the group, said that it made 
no difference which political 
party won the election. 


The basic ingredients of the eco- 
nomic picture were so well formed, 
he said, that nothing but a war or 
a catastrophe could stop the up- 
ward swing that is now in progress. 

Reid said, however, the only soft 
spot in view for the next 20 years, 
rested in the lack of technicians 
to build and operate labor and 
time-saving machines now in the 
planning stage. 

He said it was known that Rus- 
sia was far ahead of this country 
in its planned educational program. 

The 9th annual convention of 
the TBEA had the largest attend- 
ance and the greatest number of 
exhibitors. More than 3,000 trades 
people attended the various ses- 
sions and it was claimed that 
Monday’s attendance alone was 
greater than the combined at- 
tendance of the full three days of 
last year. 

Carl J. Stahl, Stahl Metal Prod- 
ucts Inc., Cleveland, was elected 
president for the coming year; 
Fearson S. Meeks, S. J. Meeks & 
Son, Washington, was elected first 
vice-president; Franklin B. Platt, 
F. B. Platt, Inc., Chicago, second 
vice-president, and Paul R. Hafer, 
Boyertown Auto Body Works, Inc., 
Boyertown, Pa., secretary and 
treasurer. 

Newly-elected directors include I. 


e 


Cokes and hot dogs, coffee and donuts, and 1957 Chevrolets were mixed into a 


very successful open house at Ellis Brooks Chevrolet in San Francisco. The owner, 


Ellis Brooks, felt that if he gave away enough hot dogs and donuts, he was bound 
to sell a few cars. Results: Given away—coffee, 285 gallons; hot dogs, 4,500; donuts, 
189 dozen; Cokes, 2,400; lollipops, 105 dozen. Sold—new Chevrolets, several dozen. ' Houston, is president. 


Levitch, General Body Mfg. Co, 
Kansas City; J. F. Reagan, W. F. 
Lacey & Sons, Medford, Mass; 
Walter Carlson, Heil Co., Milwau- 
kee; R. A. Garner, Truck Equip- 
ment Co., Atlanta; John W. Turn 
age, Aetco Equipment (©, 
Pittsburgh; A. Dangler jr, 
Hercules-Galion Corp., Galion, 0,; 
Sam Morrison, Morrison Sted 
Products, Inc., Buffalo; E. E. Mil- 
lern, Dekalb Body Co., Dekalb, Ill; 
G. E. Houghten, Metropolitan Body 
Co., Bridgeport, Conn.; G. E. Herr, 
Marion Metal Products Co., Marion, 
O.; Henry S. Maday, Maday Body 
& Equipment Corp., Buffalo. 

Holding directors include Rob- 
ert Campbell, Hercules-Campbell, 
Portland, Me.; John H. Hanlon, 
Grand Island, N. Y.; Arthur §& 
Hoffman, Buckeye Truck Body 
Builders, Inc., Columbus, O.; Emil 
H. Koenigur, Keonig Iron Works, 
Houston; John H. Shields, Su- 
perior Coach Corp., Lima, O., and 
Henry Lacey, W. F. Lacey & 
Sons, Co., Bedford, Mass. 

Atlanta was chosen as the meet- 
ing spot for next year’s convention 
and the closing date of the associa- 
tion’s fiscal year was changed to 
Nov. 1, 


Chrysler Division 
Realigns Jobs 


In Manufacturing 


DETROIT. — A realignment of 
manufacturing officials at Chrysler 
division has been announced fol- 
lowing the appointment of A. M. 
Fleming, former manufacturing 
vice-president, as vice-president on 
the president's staff. 

Lloyd S. McCune has been named 
to the new position of general oper- 
ating manager. He joined the divi- 
sion in 1934 as a foreman in the 
trim division and has held several 
key manufacturing positions. 

G. T. Poirer has been named to 
the new position of general manu- 
facturing manager. He formerly 
was general manager of manufac- 
turing. 

M. T. O'Donnell has been ap 
pointed to the new post of pro- 
gramming manager. He joined 
Chrysler Corp. as a tool and die 
engineer in 1936. 

A. E. Kress has joined Chrysler 
division as production manager 
after 22 years with another auto 
manufacturer. 

F. A. Steward has been named 
production control manager, a neW 
position. F. A. Wunderlich has been 
assigned to the staff of the presi- 
dent. 


A.R.A. Plans to Expand 


Air Conditioner Sales 


FORT WORTH. — A.R.A. Mfg. 
Co. here has announced plans to 
expand sales of its automotive aif 
conditioners into. markets in other 
areas. 

The firm has transferred its 
company-owned branch system to @ 
franchised distributor operation by 
selling its outlets. J. A, McF addin, 
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ALL WE HAVE TO SELL IS PROFIT! 


Your present line plus a ‘Jeep’ franchise means: 


e You spread your investment in Sales and Service facilities over two lines. 


© You can add substantial gross profits, with only a small addition to your present investment. 


® You make more efficient use of your Sales and Service force, by expanding their range of prospects. 


What happened to the 712 new dealers who joined the Willys 
team in 1955? Greatly increased net profits and best profit year were 
reported by many. This was accomplished by spreading investments in 
facilities and Sales and Service personnel over both their existing line and 
the ‘Jeep’ vehicle line. 


These new dealers—and many others who added the ‘Jeep’ franchise to their 
present operation—were amazed when they compared the average gross 
profit per sale on ‘Jeep’ family vehicles with that of their present line. After 
the final washout, sales of ‘Jeep’ family vehicles resulted in much larger 
retained gross profits because: 


Willys dealers have no wheeling and dealing competition down the street. 


Used ‘Jeep’ vehicle resale value is far greater than that of most auto- 
motive products. (For example, two-year-old Universal ‘Jeeps’ sell for 
90.2% of Factory list price.) 


49.8% of ‘Jeep’ retail sales are clean deals. 


‘Jeep’ vehicle sales generally include substantial additional profits from 
the sale of special equipment (either at the time of original sale, or later 
when owners have new jobs to do). 


The jeep family of 4-Wheel-Drive vehicles 





‘Jeep’ Truck 


Universal ‘Jeep’ 





‘Jeep’ Station Wagon 


You can get into this profit picture The success of most dealers who 
dualed their existing line with the ‘Jeep’ franchise in 1955 was so great that 
it would be worth while for you to consider adding the ‘Jeep’ franchise to 
your present line. As Willys dealers are established only on a market potential 
basis, the number of open points is limited, but eaeh offers a substantial 
future to the right man. 


Here is all you do Get the detailed facts and see what they can mean to 
you—facts about gross profit comparisons after the washout, facts about 
spreading your investment over a wider base — giving up nothing, but adding 
profits—facts about ‘Jeep’ service and parts income and special equipment 
sales. If you’re serious about increasing your 1956 net, fill out and mail the 
coupon below. You'll be under no obligation. Do it now! 


WILLYS... Keptpt terete + age 


the company 
on the 
move! 
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Dealer Development Department 
Willys Motors, Inc., Toledo 1, Ohio 


Without obligation, please have a representative call and 
give me information about the ‘Jeep’ family franchise. 


Name 
Address 
a eee 
Business__._._._™ Position 
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Dstumiondent Jobbers 
Warned of Big Firms 


By C. K. Cates 
Staff Correspondent 

DALLAS, — Texas automotive 
parts and equipment dealers were 
urged here to cooperate in a move- 
ment to combat what was described 
as a growing competitiveness of 
major companies with the inde- 
pendent automotive service indus- 
try. 

The speaker was Robert Phelps, 
of Washington, director of the 
Greater Wash, Automotive Trade 
Assn., who addressed a luncheon 
session of a two-day meeting of the 
Texas Automotive Wholesalers 
Assn. 

More than 500 wholesalers and 
manufacturers of automotive 
parts, equipment and accessories 
were in attendance. 

Phelps told the gathering that the 
anti-monoply committee of the au- 


Wider Inventory 
A Key to Profit, 
Tire Dealers Told 


ST. LOUIS. — Exceptional profit 
opportunities lie ahead for tire 
dealers and retreaders if they or- 
ganize efficiently and well and ac- 
cept the responsibility for better 
management of their business, ac- 


cording to H. D. Tompkins, vice-| 


president, Firestone Tire & Rubber 
Co. 


Addressing the National Tire! 
Dealers & Retreaders Assn., Tomp- 
kins also urged the retailers to 
expand their inventories to include 
products for the car, 
garden. 

“If you handle only passenger- 
car tires and retreads,” he said, 
“the most business you can expect 
to get from a family in any one 
year is an average of $32.” 

By selling auto supplies, major 
appliances, television and radio, 
hardware, recreation items, house- 
wares and lawn and garden equip- 
ment, the potential business from 
an average family jumps from $32 
to $361 a year, Tompkins said. 

“And,” he concluded, “when you 
add the average family with a car 
and a home and the home supplies 
they need, to the truck and tractor 
owners and the potential they can 
give you, this $361 figure becomes 
$558.” 


Recommending the addition of a 
budget department in retail stores, 
he said, “There's no limit to the 
number of things the public is 
ready to buy. If you’re not organ- 
ized to sell on the budget plan, you 
can be pretty sure there’s someone 
else who is.” 





home and) 


| 





tomotive Service Industry, of which 
he is a member, has the support of 
12 national, state and regional 
groups in its campaign. 

The speaker denied any “implica- 
tion” that car and truck parts not 
supplied by the manufacturers are 
either “inferior or unfit or unsafe 
for use.” 

“All car manufacturers get a sub- 
stantial portion of their parts from 
parts manufacturers and these self- 
same manufacturers, in most cases, 
sell the identical product both to 
the car manufacturer as well as to 
the independent automotive whole- 
saler,” he added. 

The attack was made against 
the major auto manufacturers 
and rubber, truck and oil sup- 
pliers. 

Phelps said that if the trend — 
which has grown postwar—contin- 
ues, “the big companies soon will 
completely control the automotive 
service market, wiping out the in- 
dependent businessman.” 

William J, Rogers, regional direc- 
tor of the U. S. Department of 
Labor, Wages and Hours Division, 
discussed wages and hours regula- 
tions at the opening session of the 
manufacturers’ and wholesalers’ 
fourth annual open booth confer- 
ence. 

Kindel Paulk, Wichita Falls, pres- 
ident of the association presided. 








American Brakeblok Makes Safety Film— 


The above picture was taken on location of 


“Will You Come Back?""—a special 


film starring Preston Foster, sponsored by American Brakeblok division, American 


Brake Shoe Co., Detroit, 
brakes. 


to make motorists more aware of safe driving and safe 
The film is part of a giant safety campaign American Brakeblok will launch 
early in 1957, with the cooperation of NAPA jobbers. 


The national campaign will 


also feature a series of brake clinics for servicemen in over 50 key cities 


S-P Stockholders Approve 
Curtiss-Wright Pact 





By Joseph M, Callahan 
Staff Writer 
DETROIT.—In a wild, disorderly 
meeting last week, Studebaker- 
Packard stockholders voted in 
favor of their management’s “pro- 
gram” with Curtiss-Wright Corp. 
Although the management pro- 





57 Stunts Introduced 


N. Y. Dealers Urge Public to Shop Competitors; 
Parking Lots Used in R. I. 


NEW YORK. — Several dealers 
in the East have introduced some 
1957 merchandising stunts along 
with their 1957 cars. 

Two neighboring Levittown 
(N. Y.) dealers—one selling Ford 
and the other Chevrolet—are con- 
ducting a friendly sales contest 
in which they urge potential 
buyers to shop their competitor 
across the street. 

Providence dealers are exhibiting 
their new cars on downtown park- 
ing lots with salesmen nearby to 
make sales presentations. 

The Levittown, For d-Chevrolet 
promotion was held Oct. 19, Chev- 
rolet’s introduction day, and con- 
sisted of two adjacent advertising 
pages—one for Levittown Ford and 
the other for Konner’s Chevrolet, 

Both ads were identical, except 
for pictures of the cars and the 
dealers’ name. Both urged the 
public to comparison shop the 
two cars. 

A Levittown Ford official said, 


Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Oct. 31 

(Sold 108 cars out of 148 entered.) 
BUICK —'56 Special Riviera, $2,300* 
(ps). '55 Special 4-dr., $1,355. ‘54 
Super Riviera, $1,400*, ‘s1, 355°; Spe- 
cial Riviera, $1,335°; 4-dr., $1, 015; 
Century Riviera, $1, 325°. 63 Super 
4-dr., $725*. '52 ‘Super Riviera, $550*; 

Special 4-dr., 
CADILLAC "35 (62) Hardtop, $2,840° 
"52 (62) fa. -» $1,205*. "51 (61) 


re Bel Air (6) conv., 
‘SS Bel Air (6) Hard- 
top, $1,225; 2-dr., $1,210; 4-dr., $1,- 
185; Two-ten (6), 2-dr., $1,050; Del- 
ray, $930. ‘54 Bel Air "Hardtop, $1,- 
150. °53 Two-ten Hardtop, $810°; 
station wagon, $780, $705; conv., 
$600. "52 SL Deluxe 4-dr., $425°. °51 
SL Deluxe 2-dr., $325. 
CHRYSLER — '55 NY 4-dr., $1,885* 
(ps). '50 Custom coupe, $170. 
DODGE—’54 Coronet 2-dr., $850. '53 
Coronet 2-dr., $510. '51 4-dr., $225. 
FORD — ‘56 Country sedan, $1,675; 
Fairlane (8) 2-dr., $1,525*, $1,405; 
Custom (8) 2-dr., $1,430, ‘55 Coun- 
A, sedan, $1, 530°; Fairlane (8) Vic- 
toria, $1,530°; 4-dr., $1,380°, $1,225°; 
 * 425°, $1, 300°; Custom (8) 
$1,175; 4-dr., $1,100. "54 Ranch 
Wagon, $1, 240; ‘Crest (8) 4-dr., 
$895*; Custom (8) 2-dr., $740; 4- 
dr. ogee: Custom (6) 4-dr., $740, 
$725. 53 Ranch Wagon, $775: Crest 
(8) Victoria, $760; Custom (8) 4-dr., 
$720, $700, $440°; 2-dr., $685; Main 
(8) 4-dr., $805; Custom (6) 4-dr., 


ROLET— 
$1,700° (ps). 


$530; Main (6) 2-dr., $460, "52 Coun- 
try sedan, $675*; Custom (8) 4- 
dr., $465, $450. '51 Deluxe (8) Hard- 
top, $350; 2-dr., $290. ‘37 2-dr., $185. 
KAISER—’'52 2-dr., $255. 
MERCURY—’56 Custom 2-dr., $1,515*. 
‘55 Custom Hardtop, $1,500°. ‘54 
Monterey Hardtop, $1,130°%; 4-dr., 
$960°; 2-dr., $890. °52 4-dr., $435°. 
NASH—'55 Ambassador 4-dr., $1,420; 
Rambler station wagon, $1,210. ‘54 
Rambler station wagon, $970. ‘51 
Rambler station wagon, $290. 
OLDSMOBILE—’55 (88) Holiday, $1,- 
960° (ps); Super 4-dr., $1,725°. ‘54 
(88) Holiday, $1,435*; 4-dr., $1,355°. 
‘63 (88) 4-dr., $900°; 2-dr.. $875°. 
"52 (88) 4-dr., $290°. ‘51 (88) conv., 
. 


$320°. 

PACKARD—’'55 Clipper 4-dr., $1,505*. 
‘52 Clipper 4-dr., $160°. 

PLYMOUTH—'56 Fury Hardtop, $2,- 
225; Plaza (6) 2-dr., $1,325. ‘55 
Plaza (6) 4-dr., $980. '53 Cambridge 
2-dr., $485. 

PONTIAC—’56 Star Chief (8) Cata- 
lina, $2,235* (ps). '55 Star Chief (8) 
Catalina, $1,600*, $1,575*, $1,510°; 
Chieftain (8) Catalina, $1,460°, ‘54 
Star Chief (8) conv., $890*; Chief- 
tain (8) 4-dr., $790°, '53 Chieftain 
(8) Catalina,’ $810°; 2-dr., $730°, 
$675; 4-dr., $635. °51 Chieftain (8) 
2-dr., $350; 4-dr., $340°. 

STUDEBAKER—'55 Commander 4-dr., 
$820. "53 Commander Hardtop, $590. 
‘37 Terraplane sedan, $100. 

MISCELLANEOUS — ’54 International 
Carryall, $525. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 40, 41, 42, 43, 48. 





ping, 


posals were assured victory by 
the fact that management had 
proxies for 79 percent of the 6,- 
440,455 shares, some 300 to 400 
stockholders ignored this and 
many proceeded to vent their 
anger and dissatisfaction. 

Among those roundly denounced 


| from the floor were James J. Nance, 
| former S-P president; Defense Sec- 


Harold E. Churchill, 


retary, Charles E. Wilson; Paul G. 


Hoffman, former chairman, and 
Roy T. Hurley, president and chair- 
man of Curtiss-Wright. 

Even the current S-P president, 
chairman of 


|the meeting, was told that he 
“People came in all day long, shop- | 


comparing, bringing in our} 


rival’s literature, prices and sales-| 


men’s cards. They seemed to get 


a big kick out of the invitations to) 


shop us, test drive us and make 
on-the-spot comparisons.” 
Konner’s sales manager asserted, 


“This has undoutedly been the) 


biggest day we have had in our 
entire history. Sales have been up 


a good 200 percent over announce-| 


ment time last year.” 

The Levittown sales manager 
declared that within 24 hours 
after the ad appeared his sales- 
men had completed 43 deals, with 
substantial grosses. 

Other nearby dealers also 
reported large opening day crowds 


and sales, but none reported more) 


than 75 percent more business this 


year than last year on opening day.) 
Officials at the two Levittown) 


dealerships said that the stunt was 
So successful that the two-page ad 
is scheduled to run again in the 
near future. 


strong brand loyalties and that they | 
will cross over and buy the car| 
they like best. 

These dealers feel that by en- 
couraging potential buyers to do 
what they are going to do any- 
way—shop other dealers — both 
dealers get a competitive jump on 
their fellow dealers. 

Jack Berzon of Hoffman- 
Manning, the agency which 
arranged the promotion, said, “To- 
day’s automobile dealer is an 
aggressive, alert merchandiser who 
constantly seeks sound, new ideas.” 

In Providence, a new Ford and 
Chevrolet were on display last 
week on two parking lots on Wash- 
ington St., a short distance from 
the City Hall. 

One salesman reported that his 
company had sold several cars 
from the parking lot, although 
tight money was slowing sales 
considerably. 

At week’s end, the Rhode Island 
Motor Vehicle Dealers License 
Commission recommended that the 
parking-lot dealers pay the $50 fee 
for a dealer’s annex permit. 


Wilkening Leases Plant 

PHILADELPHIA. — Wilkening 
Mfg. Co. has leased a one-story 
building, comprising 65,000 square 
feet of floor space, at 42nd and 
Woodland Ave., here. Wilkening has 
another plant in southwest Phila- 
delphia. 





should step down from the rostrum 
because he wasn’t running the 
meeting right. 

The approved management 
“program” provided for (1) the 
reduction of the par value of S-P 
stock from $10 to $1 a share, (2) 
issuance of five million additional 
shares and (3) permission for 
Curtiss-W right to buy the five 
million shares for $5 each any 
time in the next two years if it 
wishes. 

A possible roadblock to the meet- 
ing was cleared the day before 
when the Federal Court in Detroit 
refused to grant a temporary in- 
junction against the meeting. The 
writ had been sought on the 
grounds that false and misleading 
statements had been issued by the 
company to the stockholders. How- 
ever, the charges will be further 
aired at a trial Nov. 13. 

Sol. A. Dann, a Detroit attorney 
and leader of the opposition forces, 
had the floor much of the time dur- 


jing the morning session, objecting 

The reasoning behind the promo-| 
tion is that the largest segment of | 
the buying public does not have} holders had been told that $35 mil- 


strongly to management’s voting of 
the proxies because the share- 


(Continued on Page 68, Col. 1) 
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Charges Hurled 
At Airing of Mass, 


Insurance Rates 


BOSTON.—A hot hearing on the 
proposed compulsory automobile 
liability insurance rates for 1957 
ended tumultuously when the 
charge was shouted that they hag 
been “fixed” for the benefit of the 
insurance companies. 

Joseph A, Humphreys, insurance 
commissioner, found himself under 
attack by spokesmen for the insur. 
ance companies as well as for the 
public at the hearing where — jp 
contrast to other years—both sides 
protested, on different grounds that 
the rates were too low. 

Rep. Harold W. Canavan said ip 
effect that the rates had been set 
so low that the insurance com. 
panies could appeal them in the 
expectation of winning an increase 
of $6 million to $10 million. 

Edmund L, Twomey, chief coun. 
sel for the insurance companies, 
accused Humphreys of setting rates 
without consideration for the logs 
statistics for 1955, a year in which 
he said “the companies .. . lost at 
least $5 million in writing compul- 
sory automobile insurance in Mass. 
achusetts.” 

The insurance companies had 
asked for an increase of 22 percent 
in the total premiums collected 
from Massachusetts motoritsts in 
1957. Under that proposal, 31 com- 
munities with high loss ratios 
would have received rate increases 
ranging up to $6, while 21 others 
with better accident records would 
have had rates lowered by as much 
as $5.50. 

Twomey said there was already 
a prospect of a $10 million loss by 
the companies in 1956. 

In the closing stages of the hear- 
ing, the shouting broke out when 


| Twomey said he would like to ask 


Humphreys some questions about 
the rates. Humphreys replied he 
had “no intention of answering 
questions.” 

Humphreys will announce the 
fixed rates later. 


White Sales, Net 
Hit New Highs 


CLEVELAND. — Sales of White 
Motor Co. for the third quarter and 
first nine months of 1956 estab- 
lished the highest levels for these 
periods in the history of the com- 
pany, Robert F. Black, chairman, 
and John N. Bauman, president, 
announced last week. 

Dollar volume for the nine 
months ended Sept, 30 amounted to 
$157,410,249, an increase of 21 per- 
cent over the total of $129,602,854 
in the same period of last year. 
Net-income for the first nine 
months also set a new high of $5, 
011,118, compared with $4,319,904 
for the first nine months of 1955. 

Sales for the third quarter 
amounted to $44,884,792, as com- 
pared with $44,498,199 a year ago, 
while net income aggregated $1,- 
446,715, in contrast with $1,411,398 


in the third quarter of 1955. 





Chrysler-Plymouth Sign 5 New Dealers— 
Shown signing Chrysler-Plymouth franchises are five new dealers in the Los Angeles 


area. 


It is estimated that their combined sales of new cars will reach 10,000 units 


for 1957. Seated, from left, are Stanley S. Ogner, Danny McGroo Chrysler-Plymouth, 
Culver City; Fred Tremiti, Harry Apple, Inc., Los Angeles; John Zwahlen, San Vol 
Motors, Inc., Alhambra; Frederick Richman, Dave Fair Chrysler-Plymouth, Inc., Reseda: 


and George Harger, Harger-Haldeman, South Gate. 


Standing: Fred K. Dell, Chrysler 


Los Angeles regional manager; Cort Coleman, Chrysler Los Angeles city monagefi 
Gene Rees, Chrysler Western zone representative; and Dave Fair, Dave Fair, Inc. 











More advertisers 








place more linage in 


THE INQUIRER 





Philadelphia newspaper 


Advertising linage is the final measure 
of a newspaper’s sales power 








ie 
eS ie 


Che Philadelphia Mnguirer 


Constructively Serving Delaware Valley, U.S.A. 


Exclusive Advertising Representatives: 


LOS ANGELES 
FITZPATRICK ASSOCIATES 
3460 Wilshire Boulevard 
Dunkirk 5-3557 
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Chapin Heads Autos... 
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Divisions Realigned 
By American Motors 


(Continued from Page 1) 


be absorbed into the appropriate 
product operation. 

President George Romney said 
the company’s increasing interest 
in export markets in both the 
automotive and appliance field 
make it desirable to bring export 
activities into closer coordination 
with the domestic organization. 


The executive appointments, 
Romney said, are being made to in- 
crease decentralization of manage- 
ment responsibility. 

+ + + 

A. CHAPMAN, who has been 
* vice-president of operations, 
will become the second executive 
vice-president and general manager 
of the appliance division. Chapin, 
who has served as vice-president 
and treasurer, will be general man- 
ager of the automotive division, as 

well as executive vice-president. 


E. W. Bernitt, vice-president of 
manufacturing and procurement, 
automotive division, becomes vice- 
president of operations for that 
division. 

Richard T. Purdy, vice-president 
and manager of the automotive ex- | 
port division, becomes vice- 
president of finance and treasurer. 

Charles T. Lawson, executive 
vice-president, appliance division, 
joins Romney’s staff as vice- 
president. 

J. L. Brown jr. has been elected 
secretary. He will continue as vice- 
president and assistant to Romney, 
and was also appointed to the auto- 
motive policy committee. 

Through the automotive policy 
committee, the chief executives 
of the automotive division will 
formulate basic automotive poli- 
cies, Romney said, In addition 
to Chapin, Bernitt and Romney, 
who will serve as chairman, the 
committee will include J, J. 
Timpy, vice-president, and Roy 
Abernethy, vice-president of auto- 
motive marketing and distribu- 
tion. 

Chapin became treasurer of 
American Motors in April, 1955, and 
was elected a vice-president in 
January, 1956. He also is a director 
of the corporation. 

At the time of the Hudson-Nash- 
Kelvinator merger in May, 1954, he 
was assistant sales manager of 
Hudson, and was elected assistant 
treasurer of the new corporation in 
October, Chapin started in the Hud- 
son engineering department in 1938 
as an experimental engineer, me- 
chanic and test driver. He later was 
associated with Hudson in manu-| 
facturing, production planning and 
sales. 





* * = 


_—, formerly was general 
manager of the Kelvinator divi- 
sion and chairman of the corpora- | 
tion’s appliance division operating | 
committee. The latter division em- 
braces Kelvinator and Leonard 
household appliance products; | 
laundry equipment manufactured 
by Altorfer Bros, Co., an American 
Motors subsidiary; commercial re- 
frigeration products, and plastics 
operations. 


joined the company 
in 1937 as Nash plant engineer. 
He was named production man- 
ager for the corporation in 1951, 
and manager of manufacturing 
for both automotive and ap- 
pliance divisions in 1953, 





Bernitt joined Nash Motors in 
1938 and was plant engineer at 
Milwaukee and Kenosha for several 








AUTO-TURNTABLE_s 






PLUGIN! 


Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 
trical outiet. For indoor or outdoor display. 
Write for free literature. 

AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 


years. He was promoted to staff en- 
gineer at Detroit and then returned 
to Kenosha as general works man- 
ager in 1948. He served in this ca- 


2 British Firms 
Charter Own Ship 


LONDON. — Ford Motor Co. 
of England and British Motor 
Corp. have jointly chartered a 
ship to help ease the shipping 
shortage which has hampered the 
delivery of British vehicles to the 
U. S. 

A Dutch freighter, chartered 
by the two firms, will carry 500 
Fords and 120 MGs to San Fran- 
cisco. The two firms still have 
nearly 1,500 autos awaiting cargo 
space for the U. S. 








|Baits continues as vice-president 


pacity for six years, before being 
named vice-president in 1954, 
Purdy joined the company in 

1950 as government contact rep- 
resentative in Washington, In 
1953, he was appointed assistant 
to the vice-president in charge of 
finance, export and subsidiaries. 
In 1954, he was named manager 
of the automotive export division, 
becoming vice-president early this 
year, 

Lawson, who takes on new staff 
responsibilities, formerly was vice-| © 
president of appliance distribution. 
He joined the company in 1939 as 
household sales manager, becom- 
ing general sales manager in 1941 
and vice-president in charge of 
Kelvinator sales in 1943. 

Brown succeeds Andrew Hood, 
who is retiring after 36 years with 
AMC and Hudson. Brown joined 
Nash in 1947 and was elected a 
vice-president of AMC in October, 
1954. 

Walter L,. Jeffery continues as 
vice-president and general manager 
of the Kelvinator division. Stuart G. 





© Anew kindof FORD 


* 


Ford Spectacular in Columbus, O.— 

Ford dealers in the Columbus (O.) area gather to inspect the new Ford display 
shortly after it was completed by Columbus Outdoor Advertising Co. The spectaculor, 
designed by J. Walter Thompson Co., Detroit, is approximately 60 feet in length and 


and general manager of the special 
products division, which specializes 
in products for military use. 


25 feet high. Letters forming the word “Ford” are 10 feet in height. There are 2,85 
light bulbs in the letters and the ‘running border’’ around the display section. 
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With the Burroughs Sensimatic 
you mechanically speed up your 


accounting without changing 





your factory-approved system! 
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me Introduces 
ir- Enamel 


or Cars, Trucks 


OIT. — A new type of air- 
ary automotive enamel that re- 

no waiting time between 
‘Boosts has been introduced here by 
Acme Quality Paints, Inc. 

The new product, called Acme 
Super Fleet-X, combines the desir- 
able qualities of lacquer and syn- 
thetic enamel, according to Glenn 
Hicks, Acme technical service di- 
rector. It dries to a brilliant luster 
requiring no rubbing or polishing, 
he said. 

Tests have shown that a painter 
gan put on two coats in just under 
% minutes. Drying time is approxi- 
mately 20 minutes, and dust pickup 
is said to be negligible. 

Using a lacquer undercoat, the 




















en Partially because of the lower pres- 
ong Mesure, there is practically no over- 
8% Bspray, and the paint is almost 


odorless, Hicks said. 







| 


When the Sensimatic takes over on your dealer 
journals—or for that matter, all your account- 
ing records—it pulls out all the stops! 

Following your present factory-approved 
system, you can prepare your daily Distribu- 
tion Journals in one-third the time it takes to do 
them by hand. (Totals for each column print 
automatically across the page with a simple turn 
of a knob and touch of a single motor bar.) 
And, even more amazing, a Sensimatic lets you 
complete your monthly financial statement in 
hours! No wonder users call it the 
fastest accounting machine of them all! 


just 2% 





enamel is sprayed at lower air pres-| 


sure, 40 to 50 pounds, at the gun.| 
| how to apply Acme Super Fleet-X enamel 





Painting Tips— 


Blondell Hunter, right, salesman, Acme 


Quality Paint Co., Detroit, gets tips on 


from Edward George, district manager. 
The new product is said to be more 


'‘ durable than other enamels. 


Easy to operate? Yes, even beginners become 
fast-working experts in practically no time. 
And that’s because your Sensimatic is so auto- 
matic that it actually makes most of the 
accounting decisions for you. 
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1956 Highway Deaths Estimated at 42,000... 


Drivers Blamed for Rising Toll 


By W. M. McCarty 
Staff sania” 

CHICAGO.—The blame for high- 
way deaths rests with the driver, O. 
E. Hunt, retired executive vice- 
president of General Motors, told 
the National Safety Conference 
here. 

Such deaths this year may pos- 
sibly reach 42,000, the conference 
was told by Ned Dearborn, direc- 
tor of the National Safety Coun- 
cil 

The “slaughter on the highways,” 
Dearborn said, has reached the 
point of a national emergency. He 
added that unless something is 
done, the 1966 tol! could reach 54,- 
000. The 1955 death toll was 38,300. 

Hunt said highway deaths would 
continue to rise until “the man 
behind the wheel” fully understands 
his moral responsibility. He 
declared that frightening and 
threatening drivers could not do 
the job alone. 

Conceding that some traffic law 
requirements are arbitrary and un- 


Burroughs 





reasonable, Hunt insisted that the 
only hope of reducing the traffic 
toll lies in changing the attitude 
of many drivers. 

Dearborn said he believed that 
the sheer magnitude of the traffic 
toll would eventually shock 
Americans into drastic action, 

He said the attack against in- 
creased fatalities must include 
better enforcement, more driver 
education and more effective ad- 
ministration of driver-license 
statutes. 

However, Arthur S. Johnson, 
vice-president of engineering for 
American Mutual Liability Insur- 
ance Co., said it is almost impossi- 
ble to get safety messages across to 


mature, subjective, defensive per- 
son” who makes life tough for 
safety engineers. 

One way to handle chronic 
| traffic-law violators was described 
|by John C. Kerrick, manager of 
| Oregon’s driver’s license division. 
Kerrick said he thought the plan 








achine that prepares 
times faster! 


What’s more, today’s Sensimatic will stay 
modern tomorrow. If your system changes, you 
simply change the “sensing panel” —the master 
control that provides automatic operation—to 
adapt your Sensimatic to any new procedures. 

It will certainly be worth your while to get 
all the facts on how much time, effort and 
expense the Sensimatic promises to save you. 
Call our nearest branch office and ask for our 
free booklet on Automobile Dealer Accounting 
Systems. Or write to Burroughs Corporation, 
Detroit 32, Michigan. 


“Burroughs” and “‘Sensimatic” are trademarks 
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was one of the most effective in the 
nation. 

If an Oregon driver is arrested 
three or more times within a 
year, Kerrick said, he gets a 
letter telling him to mend his 
ways. If he should be arrested 
again the next year, he receives 
@ summons to a conference. 
There, his alibis are heard and 

then the fallacies in them are 
pointed out in a “kind of across- 
the-table salesmanship job of sell- 
ing him the idea he can do better,” 
Kerrick said. 

License suspension follows if the 
driver does not respond to this 
counseling. The reaction to the 
system is usually pretty good, Ker- 


the “egotistical fathead and the im-| rick said. 


Kerrick labelled “a waste of time” 
the periodic retesting of licensed 
drivers. He said the lame and the 
aged do not necessarily cause a lot 
of accidents. 

His view in this regard was sec- 
onded by Dr. M. N. Newquist, 
medical director of Texas Co., who 
said that emotional stability is 
probably more essential to safe 
driving than is quick reaction time. 

The mature driver, he said, 
usually has a better safety record 
than the young driver, who may 
be physically sound but emotion- 
ally immature. 

William H. McGaughey, Ameri- 
can Motors Corp. vice-president, 
said that limiting auto horsepower 
or making governors mandatory is 
not the answer to the safety prob- 
lem. 

Proper car design, is the most 
potent safety factor available at the 
present, he said. 

Louis B. Seltzer, editor of the 
| Cleveland Press, urged every citizen 
|}to demand, support and accept 
“rough, tough traffic law enforce- 
ment” from traffic officials. 

He called for driver education 
for every high school student; strict 
driver license examinations which 
would weed out the unfit; tough law 
enforcement which would bring vio- 
lators into court; stern justices in 
traffic courts who would revoke li- 
censes of wilful violators, and con- 
tinuing public education. 

Forst Lowery, manager of the 
Greater Minneapolis Safety Coun- 
cil, told the Congress that most 
effective traffic law enforcement 
can be gained by working with 
the people, not against them. 

Denying the needs for such terms 
as “crackdown,” “speed trap” and 
“tag quotas,” Lowery called for 
better communication with the pub- 
lic. 

However, the public is quick to 
resent strong-arm methods and 
secret police techniques, he said. 

Winners of the 25th national fleet 
| safety contest conducted by the Na- 
| tional Safety Council were honored 
at a luncheon sponsored by General 
| Motors. 

W. L. Shaffner, who retired 
Nov. 1 as director of the fleet 
section of GM, was presented 
with a citation by the council for 
his contributions to safety. Also 
present among GM fleet sales 
personnel was George V. Kieffer, 
who succeeds Shaffner. 

Among companies honored were 
Denver Chicago Trucking Co. 
which won in two classifications, 
Oscar Mayer and Co., and Borden 
Co. 





ADVERTISEMENT 


BATTERIES 


HOW MUCH MONEY was 
spent for them by truck fleet 
operators last year? 


The greatest survey of the roll- 
ing market ever made shows— 


$37.1 MILLION 


FLEET OWNER KNOWS new 
market figures for 108 other 
major automotive products. 


See Pages 26-27 
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A report on “Operation Demonstration'- 
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1500 DEALERS TIE IN...UP TO 130 USED CARS PER DEALER SOLD IN 3 DAYS. Jiviei: 
The firs 
a “Opera’ 
1500 ne 
“In 3 days far exceeded “Copped 66 sales” “Sold 122 in 3 days!” “Sales reach 48 — still “A grand total of 100 in just 
normal fall quota” Pontiac Dealer—Virginia Chevrolet Dealer—Pa. climbing” used cars!” across t 
Chrysler-Plymouth Dealer Ford Dealer—Idaho Dodge-Plymouth Dealer—Pa. 
—Rhode Island Conceiv 
“Moved 50 used cars” “76 sold ...expect to - ase si . announ 
“Sold 130 in 3 days!” Nash-Willys Desler—Pa. . ” Still selling! Hope you make it - | 
Ford Dealer—New Jersey — close ot be he agp Pontiac Dealer—Mass. annual promotion!” | an 
Chevrolet Dealer—Cal. = s 
“Unusually high no-trade | “Sold more in 3 days “Thanks for the assist- a a mil 
deals on expensive than we normally sell “Sales climb to 65 in ance — just when we “A tremendous over 13 
54’s and 55's!” in 10!” 3 days!” needed it!” success!” “Opera 
Cadillac Dealer—Oregon Chevrolet Dealer—Mo. Chevrolet Dealer—Md. Buick-Cadillac Dealer—Ohio Oldsmobile Dealer—N.C. ff 
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All car-makes were represented — Cadillac, Chrysler, Ford, etc. 





Buyers and their cars...up to 130 cars sold per dealer 


|-co-sponsored by LOOK and NADA 





USED-CAR PROMOTION 


to repeat promotion next year 


5 
; 
; 
: 


“Operation Demonstration” is a brand new idea in automotive selling. 
Developed by LOOK and National Automobile Dealers Association, it 
marks the first time competing dealers throughout the industry have 
joined together to sell used cars. 


The first promotion NADA has ever co-sponsored with any magazine, 
“Operation Demonstration” ran September 6, 7 and 8 in all 48 states. 
1500 new-car dealers tied in. Sales ran up to 130 used cars per dealer 
in just 3 days. An estimated $10-million worth of used cars were sold 
across the nation. 


Conceived to promote used-car sales by new-car dealers before new-car 
» 2nouncements—“Operation Demonstration” won immediate dealer re- 
» 8ponse. Dealers paid a cost price of $15 for LOOK-NADA selling kits. 
) Many staged gala events to back the promotion. They ran over a third 

of a million lines of ads in newspapers with an aggregate circulation of 
i Ver 13.5 million. 


| “Operation Demonstration” is another example of LOOK’s power to 





People who read each issue of LOOK are not cold statistics. They know 





stimulate enthusiastic dealer cooperation. To dealers, the 19,500,000 . 


that LOOK reaches into every sales area and community . . . that LOOK 
inspires confidence in their customers, creates excitement at the point 
of sale. 


Pictures and sales results document this report on “Operation Demon- 
stration.” For details, contact Walter Kiplinger, Director of Promo- 
tions, NADA, or your LOOK representative. For information on up- 
coming LOOK automotive promotions write: Fred Talento, Automotive 
Merchandising Manager, LOOK, 488 Madison Ave., New York 22, N. Y. 


ON THE BASIS OF THESE IMPRES- 
SIVE RESULTS, LOOK AND NADA 
WILL CO-SPONSOR THE PROMOTION 
AGAIN NEXT YEAR. 


LOO 
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1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
1 2. Every dollar of ine and oj! taxes, collected by states and feder 
governments, applied to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
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Quality Is More Important 
Than a Fast ‘57 Buck 


OME of the makers aren’t getting those new models out 
as fast as the selling force would like to see them roll. 


Put another way, you could say the makers aren’t turning 
them out as fast as they could if they weren’t so careful 
about quality control. 


Yet the increased emphasis on quality control is one of 
the brightest spots in the auto picture. 


We've said in the past that the new models merit solid 
selling. They also merit high quality-control standards. 


From an opportunistic standpoint, dealers may lose a few 
sales right now because quality controls hold down produc- 
tion. But from the long-term pull, they will gain a lot more 
if the factories hold fast to quality standards and refuse 
to ship cars that they know will bring back illwill. 

It doesn’t take much to start a whispering campaign. 
And the worst sort of thing that could happen to a maker 


is a story going around that new models are beautiful out- 
side but junk inside. 


It doesn’t take much to start such talk, either. 


Our continuing reports from auto dealers indicate that 
the makers have worked mightily in recent months to ship 
cars in better condition. 


The quality-production emphasis fits in with the whole 
new accent of the industry in improving relations within 
‘the industry and with the public. 


So-we urge dealers not to get impatient with the slowness 
of production of new models. 


What they lose now, they will regain throughout the year. 





Coming 
Events 


Dealer Conventions 


Nov, 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 


Nov. 4-6—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, 


Nov. !1-13—Kentucky Automobile Dealers 
an Sheraton-Seelbach Hotel, Louis- 
ville, 


Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 


Dec. 2-4—Ohio Automotive Dealers Assn., a 


Cleveland, 


Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 


Dec, 7-8 — Montana Automobile Dealers 
Assn., Rainbow Hotel, Great Falls, Mont. 


Jan, 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, 


April 45—Illinois Automotive Trade Assn., 
Pere Marquette Hotel, Springfield, Ill. 


. © © 
Auto Shows 
Nov. 15-25—Los Angeies Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 


Nov. 21-25—Sioux Falls Auto Show, Coli- 
seum, Sioux Falls, S, D. 


Nov. 24-Dec. | — International Autorama, 
Commercial Museum, Philadelphia. 


Dec. 8-I6—National Automobile Show, 
Coliseum, New York. 


Dec. 15-20—Miami Auto Show, Dinner Key 


Auditorium, Miami. 

Dec. 28-Jan. 6—Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 


Jan. 4-13—Seattle Auto Show, Civic Audi- 
torium, Seattle, 

Jan, 4-13—Second International Automo- 
bile Show, Mexico City, Mex. 

Jan, 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 

Jan. 5-13—Chicago Auto Show, Interna- 
tional Amphitheatre, Chicago. 

Jan. 5-13—Washington Auto Show, Na- 
tional Guard Armory, Washington. 
Jan. 5-13—San Francisco Auto Show, Civic 

Auditorium, San Francisco. 

Jan. &13—Phoenix Automobile Show, 
Phoenix Coliseum, Phoenix, 

Jan. 18-26—Iindianapolis Auto Show, Man- 
ufacturers Bidg., Indiana State Fair 
Grounds, Indianapolis, 

Jan. 19-27 — St. Louis Auto Show, Arena, 
Oakland Avenue, St. Louis, 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, Detroit 
Artillery Armory, Detroit. 

Jan. 21-26—Cincinnati Automobile Show, 
Cincinnati. 

Jan. 26-Feb. 2 — Rochester Automobile 
Show, Wer Memorial Exhibit Hall, 
Rochestr, N. Y, 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 1!-17—Albuquerque Auto Show, Colli- 
seum Bidg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 14-17 — Asheville Auto Show, City 
Auditorium, Asheville, N. C. 

Feb. 15-17 — Richmond Auto Show, 
Memorial Auditorium, Richmond, Calif. 


Feb. 17-23 — Syracuse Automobile Show, 
Onondaga County War Memorial Bidg., 
Syracuse. 


Feb. 20-24 — Hartford Auto Show, Con- 
necticut State Armory, Hartford. 


Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, $. C. 


March 2-10—Kansas City Auto Show, Ex- 


— cnn See Auditorium, 
7. 2. 
General 


Nov, 1-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 7-9—American Finance Conference 
Convention, Hotel Commodore, New 
York, 

(See CALENDAR, Page 63, Col. 1) 


30 Years Ago... 
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‘The Other Side ... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, 


Ferguson Record 

I would like to assist Harry 
Ferguson in “getting the record 
straight.” I am probably the only 
“no” man Ferguson has ever run 
into in his life. This probably con- 
tributed considerably to any dis- 
pute between us. 

When I read what you published 
from him in your issue of Sept. 17, 
I was flabbergasted and speechless. 
I could not give an articulate 
answer for my throat only seemed 
to want to make a noise like a 
long, juicy raspberry. 

I wish to make it very clear that 
I certainly did not start any of 
this controversy. The position is 
that a reporter (not from AuTomo- 
tive News) presented himself at my 
door and said he had heard that 
I had been paid a certain amount 
of money. Whilst the figure he 
mentioned was not quite right, it 
was near enough to convince me 
that somebody had been chattering. 

Whilst I did not slam the door 
in his face, I exacted a solemn 
promise from him that he would 
not mention Ferguson’s name, if I 
discussed things in any way with 
him. But the promise was broken. 

When I joined forces with Harry 


The Big Stories 


Automobile production this year will exceed 1925 by 160,000 vehicles, 
according to Alfred Reeves, general manager, National Automobile 


Chamber of Commerce. 


David C. Fenner, chairman, motor vehicle conference committee, 
speaking before the National Safety Congress, urged that all states 
give their police the means of depriving drunken drivers of their 


licenses. 


Packard reports total sales for the year ended August 31, 1926, of 
$77,363,954, against $60,475,989 for the preceding fiscal year, an increase 


of 28 percent. 


September production in Canada of 16,953 vehicles marked an in- 
crease of 11 percent over the 15,261 units produced in August, and an 
advance of 32 percent over the total of 12,804 reported in September, 


1925. 


—From the files of Automotive News. 





if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Ferguson at the beginning of 199 
I thought we had the world at our 
feet. I had over 40 years e- 
perience of providing revolution- 
ary ideas that worked to the motor 
industry. I had learned everything 
from the ground up in the hardest 
of schools without any assistance, 
financially or otherwise, from any- 
one. The Ferguson Research Co. 
was formed to develop my patents 
and ideas. 


To suggest, as Ferguson does, 
that none of my ideas are being 
used is a very brave statement, for 
whatever may have been done in 
the four-and-a-half years since the 
split came, if the chassis is to do 
what is claimed of it, the funda- 
mental basis of my ideas must be 
used. Dare I suggest that Fergu- 
son’s statement is one of the most 
monumental statements ever made? 


When Ferguson and I were what 
you Americans call “buddies,” my 
shoulder was in more or less con- 
stant pain from the pats he gave 
me for my work, I have letters in 
which it is said that Ferguson had 
spent something approaching £100,- 
000 (over a quarter of a million 
dollars to you) on developing my 
ideas. Ferguson has been in the 
motor industry all his life, and it 
is rather a poor commentary on his 
knowledge as an automobile engi- 
neer if he should have spent 
vast amount on something that is 
worthless. ... 


Mr. Ferguson is quite correct in 
saying that there was no court 
action between us, as this matter 
was settled out of court, at a much 
lower figure than I considered jus 
tified. . . . He is also right when 
he says that the settlement was not 
for my patents, for these had been 
handed over to the Ferguson 
Research Co. at the time of its 
formation. In fact, those patents | 
were the only reason for its foun 
dation. 

To keep the record straight, ! 
fully admit that the unhappy com 
ditions from the end of 1950 drove 
me to booze far more than I liked. 

(See LETTERBOX, Page 63, Col. 1) 










o & > 
=. = 


BETS RAS SBT OBS Tta KR -woAT AP 


Ske sase ters ads 


es Te 


“PARK HERE” 


A football Saturday in Ann Arbor. And all 
up and down Main Street, on the way to the Stadium, 
the litany of fall fills the air. 


“Park here,” chant the kids as they steer 

out-of-town cars into their folks’ backyards. “Park here.” 
If you’ve heard it, you know the wonderful sound 

of it on the clear autumn air. 


New York has its own special sound in the fall. 

The rumble of the Big Town in full stride. Fall is the time 
for selling automobiles. In New York itself — and 

in its rich suburban areas. 


And the place to sell both is in The New York Times. 
Tip-off on its sales power: Advertisers of all kinds 

of products and services use it more than any other 
newspaper to sell New York, city and suburbs alike. One 
reason for this double sales pull—steadily growing 
circulation, especially in the suburbs. 


Use The New York Times more yourself. 
The more you do, the more automobiles it sells for you — 
this fall and all year ’round. 


Coming Sunday, December 9: 
The New York Times National Automobile Show section 
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Stiffer Traffic Laws 
Aim of Three States 


a problem of traffic safety is 
drawing increased attention in 
various states. A special program 
for submission to the 1957 Legisla- 
ture has been drawn up in Kansas 
by the Governor's Highway Safety 
Conference. The Colorado Citizens 
Traffic Safety Committee has 
received proposals for new state 
safety laws. Stiffer penalties for 
drunk driving are being considered 
in California. 

In Kansas, 
bills would: 

1. Modernize traffic laws by 
making them conform with the 
uniform motor vehicle code 
adopted in numerous states. 

2. Impose a 60-mile-an-hour day- 
time speed limit and a 55-mile-an- 
hour limit at night. 

3. Provide for state financial aid 
to high school driver’s training 
courses so that “no driver’s license 
would be issued to any new driver 
until that driver has completed a 
behind-the-wheel driver training 
course.” 

4. Expand the State Highway 
Patrol from its present 165 troopers 
to 250 within the next two years. 

5. Revise the driver’s license law 
to “bring it up to date.” 

* * * 

ROPOSALS for new state laws 

providing an absolute speed 

limit and a point penalty system 
were included in a legislative pro- 
gram recommended to the Colorado 
Citizens Traffic Safety Committee 
by State Patrol Chief Gilbert 
Carrel. 

Pointing out that Colorado now 
has a “prima facie” speed law, 
Carrel said “we can develop an 
effective enforcement program 
only if we have an absolute speed 
law to work with.” 

He explained the point penalty 
system would consist of a gradu- 
ated number of points given motor- 
ists for various types of moving 
violations. The length of license 
suspension and revocation would 
depend on the total number of 
points a driver might run up. 

Gov. Ed C, Johnson, who created 
the citizens commnittee as one in a 
series of steps to combat the rising 
toll of highway deaths, urged it to 
come up with specific traffic safety 
recommendations and to try 
to develop “sufficient sentiment in 
the state so the 4ist General As- 
sembly will take up what has 
developed into the state’s biggest 
problem.” 


proposed legislative 


* a * 


_paives the absolute speed limit 
and point system proposals, 
other recommendations submitted 
by Carrel included: 

1. Request for a change in the 
state law to insure drivers the 
privilege to refuse chemical tests 
for intoxication but also give the 
department of revenue the power to 
suspend or revoke a license if the 
driver does refuse. 

2. Strengthening of the motor 
vehicle inspection law and provi- 
sions for penalties. Carrel said 
presently there are no definite 
procedures providing penalties 
when inspection stations issue 
stickers without proper inspec- 
tions. 

3. Transfer of responsibility for 
testing and approval of automotive 


devices from the Colorado depart- 
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ment of highways to the motor 
vehicle division. 

4. Provision that all traffic must 
stop when schoo! buses are loading 
or unloading children, Colorado is 
the only state that does not have 
this law. 

* * * 
LANS to seek enactment next 
year of a California law making 
jail sentences mandatory for all 
persons convicted of drunk driving, 
including first offenders, were an- 
nounced by State Motor Vehicles 

Director Paul Mason. 

“State officials have clear evi- 
dence the people of California are 
expecting immediate and effective 
action to reduce highway traffic 
hazards,” Mason said. 

“As a step to curb that particu- 
lar source of danger, I shall 





recommend an amendment to 
Section 502 of the Vehicle Code 
to make jail sentences mandatory 
for all offenders, including first 
offenders.” 

As outlined by Mason, the pro- 
posed amendment would make 
mandatory jail terms of not less 
than five days and not more than 
30 days for first offenders and of 
not less than 90 days and not more 
than one year for second and sub- 
sequent offenses. 

The judge would have discretion- 
ary power to levy a fine of from 
$50 to $500 in addition to the jail 
time, on first offenders. Subsequent 
offenders could be fined from $200 
to $1,000. 


Highway Group 
Honors Stratton 


In recognition of the Illinois pro- 
gram for informing the public 
about the state’s division of high- 
ways, the National Highway Users 
Assn. Golden Milestone trophy has 
been awarded to Ill. Gov. William 
G. Stratton in Chicago. 


In his presentation speech, Arthur 








Gee 


“We follow a policy of low- 
pressure selling. You will have to 
urge us to take your order.” 





C. Butler, Washington director of 
the NHUA, stressed the importance 
of informing the public about what 
is being done and planned regard- 





ing the highways. 
Stratton spoke briefly on the im- 





portance of continuing highway im, 
provement in Illinois because of the 
State’s location in the heart ¢& 
America. 


Detroit Schools 
To Buy 82 Cars 


The Detroit Board of Education 
has budgeted $106,000 for the pup 
chase of new cars to be used ip 
driver-education classes in Detrojt 
public schools. 

When the cars are delivered dyp. 
ing November, it will mark the first 
time that Detroit schools haye 
bought cars for driver education, 
In the past, dealers lent cars tp 
the schools. 

State funds will help pay for the 
cars. 

* * * 


Canada Shell Honored 


The 1956 winner of the Canadian 
Good Roads Assn.’s “Oscar” is Shell 
Oil Co. of Canada in recognition of 
a nation-wide safe driving cam. 
paign. The association praised the 
company’s efforts on behalf of 
safe driving in Canada. 
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Years of manufacturing experience—plus con- 


tinuing field and laboratory research—have re- 


sulted in many engineering refinements and 
advanced features on the improved Timken® 


“3-FOR-1” Letter Series Driving Axles. 


MAXIMUM 


INTERCHANGEABILITY! 


You have your choice of 3 final drives, 
with each one interchangeable within 
its Letter Series—using the same hous- 


ing, hubs, drums, brakes and axle shafts. 


With Timken “3-ror-1” driving axles, housings, 
axle shafts, differentials, bearings, brakes, hubs 
and drums—are completely interchangeable within 
each capacity range, and are standard production 
items, readily available. This means smaller re- 
placement parts inventory—lower maintenance 
costs—and more time on the road. 


Whether your trucks are engaged in on-the-road 
or off-the-road delivery and hauling, specify the 


improved TDA “3-ror-1” Letter Series Driving 


Axles for longer operating life — greater flexibility 


— lower-cost maintenance. 


HYPOID ° 
SINGLE-REDUCTION! 





A rugged: single-speed power train that pro- 
vides the very maximum in single reduction 


performance. 
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Sliding Glass Doors in Auto Showroom— 


Aluminum sliding glass doors provide for easy and rapid exit and entry of cars in 
this Southern California new-car showroom. Shown is o sliding unit combined with a 
conventional swinging door. Openings of 24 feet or more are being used. Installa- 
tion data is available from C. E. Munson, vice-president, Ador Sales, Inc., 2345 W. 
Commonwealth Ave., Fullerton, Calif. 


Meeting the Practical Problems... 
Case Histories of a Salesman 


Eprror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * * 


Dead Ed: 

MAN and his wife with their 

son and daughter-in-law 
dropped in the other day and, 
after getting acquainted, I found 
that the parents were along to 
help the younger couple buy a 
car. 

Generally, this situation is no 
picnic because you must satisfy 
four people instead of two, plus 
knowing the parents came to see 
that the kids weren’t cheated. 

The first thing I did was to 
ask the youngsters what they 
had in mind. The answer came 
from the father, not the son. 
That put me on my guard. Pop 


had to be led to believe that he | 





knew what was best for the kids, 
even if they didn’t agree. 

Pop said the youngsters should 
have a six-cylinder two-door with 
heater and automatic transmis- 
sion in one color, either dark 
blue or green. 

+ ok * 
“jIO,” SAID son John, “I want 
a V-8 hardtop with radio, 
heater, automatic transmission 
and white wall 
tires.” 

“John,” said 
Pop, “you 
know you 
can’t afford 
that.” 

I found my 
spot to get back 
into the deal. 
“Look,” I said, 
“neither of you 
are aware of the 
price difference 
between the two cars.” I gave 





Only on the improved 
Timken “3-for-1” Letter Series Driving Axles 


will you find these ‘ eARoAUEAD features 


Improved Hypoid Gears! Rede- 
signed offset and increased Hypoid 
gear diameter provide longer gear 
life, smoother performance, and 
quieter operation— without sacrific- 
ing strength or ratio advantages. 


Refined two-speed shift collar and 
cross shaft! Improved design gives 
positive locking action, virtually 
eliminates axle slipping out of gear 
—reduces gear wear and mainte- 
nance. Each set of teeth performs 





SINGLE-SPEED 
HYPOID-HELICAL 
DOUBLE-REDUCTION! 


This advanced single-speed dov- 
ble-reduction fina! drive delivers 
consistently high performance 
either on or off the road. 
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but one function, driving or locking. 
Improved torsion-flow axle shafts 
—plus new differential gears! More 
splines per shaft and increased root 
diameter give greater torsional 


strength, longer life. 


Famous time-proved differential — 
rugged, reliable and smooth! Extra 
strong gear body and teeth, plus 
hot-forged trunnion, give long 
trouble-free operation even under 
the roughest kind of treatment. 






HYPOID-HELICAL 
DOUBLE-REDUCTION! 


This final drive gives you the 
most advanced two-speed dou- 
ble-reduction gearing available 
today. It’s the ideal drive for all- 
around performance —either on 
or off the road. 


mais 
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available today. 


Hot forged steel axle housing! The 
rectangular form of these high-car- 
bon steel housings is the lightest, 
strongest shape of housing that is 


improved “P’’ Series Power Brakes 


and “DH” Series Hydraulic Brakes! 
Available in a complete range of 
sizes, these advanced brakes offer 
the most dependable stopping 
power—lower maintenance cost— 


easy adjustment and longer service. 
©1956, R S & A Company 


Plants at: Detroit, Michigan 





Oshkosh, Wisconsin * Utica, New York 
Ashtabula, Kenton and Newark, Ohio 


New Castle, Pennsylvanic 
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AXLES 


ROCKWELL SPRING AND AXLE COMPANY 





WORLD’S LARGEST MANUFACTURER OF 
AXLES FOR TRUCKS, BUSSES AND TRAILERS 
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Pop a little wink, Well, Ed, in the 
confusion the usual sales resist- 
ance was omitted. 

I didn’t care too much which 
one I sold, just so I sold a car, I 
went to work on the figures. 
When I finished, I showed both 
sets of figures to them. The hard- 
top cost $570 more than the two- 
door. 

+ * + 
“@EE,” said Pop to son John, 
“what did I tell you? The car 
I chose is all you need.” And 
‘Mom primly nodded agreement. 

“It might be cheaper,” re- 
torted John, “but it’s not what 
we want and we may as well 
keep what we’ve got.” 

“John,” I said, “you’re abso- 
lutely right. You don’t buy a car 
very often and it’s an important 
step in your lives. But, like your 
Dad said you can’t afford every- 
thing you want.” 

I looked at Pop. He nodded 
sagely. “Now,” I said, turning back 
to John, “let me show you some- 
thing.” 

* + + 
I DROPPED the automatic 
transmission and the radio. 
That narrowed the difference to 
$284. “You can always get a radio 
later, if you want one,” I ex- 
plained. 

“You and I know,” I turned 
back to Pop, “he could get along 
with the six, but after all we've 
got to make some concession to 
youth.” 

Then I spoke to John. “You 
wouldn’t mind sacrificing the 
automatic transmission and the 
radio if we could work it out 
for you to get your hardtop, 
would you?” 

But Pop wasn’t easy. However, 
after a bit, he asked to see the 
hardtop. We walked to the lot 
where we kept our stock. I 
showed them the hardtop—and it 
was colorful, too—then the six in 
solid color, standing not 10 feet 
away. 

“Dad,” said Mom, “it certainly 
is a more attractive car.” 

Pop was licked. We wrote up 
the deal for the hardtop and I 
a everyone was happy about 

—Bert Simons. 


DuPont Offers 


Safe Tar Remover 


WILMINGTON, Del.—A new tar 
remover which duPont said is safe 
to use on the new acrylic lacquer 
automobile finishes is being mar- 
keted by E. I. duPont de Nemours 
& Co. under the trade mark Dis- 
solvo in its No. 7 line. 

Harry R. LaTowsky, specialty 
sales manager, said it has been on 
the market since last February, 
“and it is entirely safe.” The label 
states the product is safe for the 
new finishes. It also is safe for use 
on conventional finishes, said La- 
Towsky. 


Raiche Ford Moves 


DERRY, N. H. — Raiche Ford 
Sales, Inc., has held its grand open- 
ing at its new location on the Route 
28 Bypass. 


BRAKE LININGS 


HOW MUCH MONEY was 
spent for them by truck fleet 
operators last year? 


The greatest survey of the roll- 
ing market ever made shows— 


$40.7 MILLION 


FLEET OWNER KNOWS new 
market figures for 108 other 
major automotive products. 


See Pages 26-27 
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AIRFOAM makes interiors Premolded AIRFOAM replaces AIRFOAM gives custom lookt 
roomier, more luxurious expensive handwork— and custom rides 
looks even richer 
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THE WORLOS FINEST, AIOST MIODERN CUSHIONING 
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Cross Section Compares “Old” and “New” Seat Constraction 


Solid area indicates space saved by switch- 


| And AIRFOAM eases 
/ makes new 
_  R-0-0-M for 
cComfort-and sales: 





Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


UNTIL THEY MAKE PEOPLE SMALLER, the problems of combining 
style with room for comfort will be Number One Headaches. At least for 
manufacturers still struggling with outdated upholstering materials and 
methods. 


THE SOLUTION HAS BEEN FOUND by growing numbers in the indus- 
oe peenciting new seating ideas AIRFOAM can be your try. They recognize AIRFOAM as a completely new and different cushioning 

ecome practical with AIRFOAM greatest sales-aid in years “ P . . 
medium—and, working closely with AIRFOAM Development Engineers, have 


already achieved wonders in new-space engineering. 
EA ar 







OLD-TIME BULKY ASSEMBLIES ARE OUT. Smart, compact AIRFOAM 
Seat-Units are adding style, glamour, comfort—and R-0-0-M! 


HAVE YOUR LINES THIS NEW SALES-MAGIC? If not as yet, they 
could very soon! Goodyear, Automotive Products Dept., Akron 16, Ohio. 
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Contest Winners Take Delivery— 


Mr. and Mrs. Montgomery Simons, Cincinnati, are shown at the DeSoto factory| make today must be satisfactory to 
accepting their prize from R. G. Mahler, DeSoto sales promotion manager, for winning | our customers tomorrow. 


DeSoto’s “Winning Ride" contest. The couple also received a 30-day trip to France. 


ae) 





How They're Pushing Sales .. . 





Dealer Ad Ideas 


‘Meet the Family 


N AN invitation to “meet our 
family of employes,” Bluefield 

Motors, Inc. (Studebaker), Blue- 
field, W. Va., printed caricatures of 
the owners and sales, service and 
office personnel. 

The ad featured a letter signed 
by L. J. Compton, president, 
which said, “It’s a real pleasure 
for me to extend this personal 
invitation. 

“Come in and get acquainted with 
us, our product, our fine employes 
and our service facilities.” 

* + * 


Buy-at-Home Bid 


N A jointly sponsored ad, seven 

new-car dealers in Phillips 
County (Helena), Ark., advised 
their prospects, “Your local auto 
dealer can serve you best.” 

The ad continued, “The sales we 


“Your local dealer can serve your 


— 
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SERVICE -TBA 
NEW AND USED CARS 





PROFIT PROTECTION 
LESSON ONE in how to increase overhead absorption 


How much does it cost you to open up in the morning? 
$100? $1000? And how much of this fixed cost can you 
expect to get back through service profits? 


This simple Pennzoil formula gives you the answer: 
A motor oil so good it eliminates all prevalent engine 
operating complaints, plus a customer relations plan 
so effective it keeps profitable service business 
rolling in. 

For your customers: Top engine performance, for keeps 


Pennzoil with Z-7 is The Tough-Film® motor oil with 
an aill-oil body that outperforms and outlasts all others 
—in actual staying power, in protection against the 
power-stealing effects of carbon and other deposits, 
in prevention of excessive wear to cam lobes and 
valve lifters. By keeping engines cleaner than ever 


Get the complete Pennzoil profit story NOW! 
Call the Pennzoil distributor nearest you, listed in the yellow pages of your phone book; 


car more conveniently, and at less 
expense to you... 

“Your local dealer does not pad 
finance charges or insurance. 
Often buyers will go elsewhere 
. . . hoping to get a better deal. 
Some few may. But in most in- 
stances if they had checked with 
us we could have offered a bet- 
ter deal for the same car. 

“The automobile dealers of Phil- 
lips County don’t offer ‘comeons’ 
and ‘gimmicks’ in an effort to talk 
you into buying a new car. They 
offer you their years of dependable 
service, lower cost financing and 
smaller carrying charges.” 

* * 


42 Years of Service 
“T)EPENDABILITY” was the key 
to an ad placed by Frank W. 
Diver, Inc. (Chevrolet), Wilming- 
ton, Del., which identifies itself as 
“a reliable firm for dependable 
service.” 
“Perhaps no measure of value 


before possible, this different kind of 100% Pennsyl- 
vania oil maintains timing, stops sluggishness and 
loss of power—not for just a few miles after an oil 
change, but for keeps. A sure way to keep your cars 
sold—and your customers,-too! 


For you: Customer relations to boost your service profits 


The Pennzoil Kontax System®—national favorite of 
car dealers for over 20 years—sells your service and 
merchandise on the basis of actual customer need . . . 
when it’s needed, to customers who need it. This plan 
calls every shot. It brings in more traffic and more 
profitable items per repair order . . . develops regular 
customers . . . keeps you in touch with prospective 
car buyers. Result: bigger service profits and in- 
creased overhead absorption—sure-fire protection 
for your profits on car sales! 


MEMBER PENN. GRADE CRUDE OIL ASSN. PERMIT NO. 2 





or write Pennzoil, Box 78, Oil City, Pa. 





as 
is as important as dependability,” 
the ad said. “Our organization, 
with over 42 years of experi 
has been built on the solid foun. 
dation of dependability .. . 
“You'll be dollars ahead if yoy 
take advantage of our 42 yvars of 
experience selling quality automo. 


biles in Wilmington.” 
+ + * 


Auto-Biography 
IS Is Our Story,” read the 
headline in a newspaper ag 
used by Luhring Motor Co. (Dodge. 
Plymouth), Norfolk, Va. 

“It was 28 years ago that Luh. 
ring first opened the doors, ang 
the people of Norfolk began realiz. 
ing what dependability in automo. 
biles really meant. 

“Setting the pace, Luhring hag 
pioneered through the years with 
progressive automobile merchap. 
dising.” 

The ad then recalled features of 
Luhring merchandising and service 
policy and invited customers to ip. 
spect the dealership at any time, 

“Luhring will continue to grow,” 
the ad said, “and to offer you the 
freshest ideas in anything auto. 
motive...” 

* + + 


Introduction Followup 


| ig! A big “Thank You” ad, Ernie 

Majer, Inc. (Ford), Spokane, 
thanked customers “for jamming 
our showroom for the presentation” 

of 1957 models. 

“We apologize,” the ad con- 
tinued in boxcar type. “Honestly, 
folks, we sincerely apologize for 
being unable to give personal at- 
tention to all of you .. . It is re- 
grettable that all of you could 
not enjoy the thrill of close, per- 
sonal inspection. 

“In order to make amends for 
any failure to give you personal 
attention during the first days of 
our ’57 Ford show, we're setting up 
three Demonstration Days . . . For 
these days we'll call in all field rep- 
resentatives ... to give you your 
FIRST FREE RIDE in the 7% 
Ford...” 


Octane Averages 
. s 
97 or Higher in 
e 
20-City Survey 

WILMINGTON, Del. — Motor 
gasoline in 20 cities in the U. & 
had average premium numbers of 
97 or more in October, according 
to a survey by the petroleum 
chemicals division of duPont. 

The national average stood at 
96.8 octane numbers. This figure 
represents a weighted average cal- 
culated by taking into account the 
volume of gasoline sold in different 
regions of the country. The national 
average on regular gasoline was 
89.5. 

Houston had the highest pre 
mium average in the country with 
a rating of 98 octane. Atlanta, Bal- 
timore, Dallas and Fort Worth 
were next with an average of 978. 
In the regular field, Pittsburgh had 
an average rating of 92.2, with Bal- 
timore and Boston having regular 
averages of 92.1 each. 

Gasoline samples for the October 
survey were purchased by duPont 
representatives from service sta 
tions in 49 cities. 


AMC Ups Cardoze 
To Used-Car Post 


DETROIT. — The appointment 
of Harry E. Cardoze jr. as national 
used-car manager of American 
Motors Corp, 
has been an- 
nounced by Fred 
W. Adatms, direc- 
tor of advertising 
and merchandis- 
ing. 

Cardoze, form- 
erly used-car 
manager of Nash 
division, now will 
be responsible for 
Rambler, -Hudson 
and Nash used- 
car merchandising. 

A 40-year veteran of the automo 
bile business, Cardoze joined N 
in 1946 as assistant manager of the 
marketing and Analysis Depart 
ment. 





H. E. Cardoze #. 


Corning to Expand 
CORNING, N. Y. — Corning 
Glass Works has announced it 
build a new glass manufacturing 
plant at Greenville, O. 
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‘altel CHRYSLER 


‘The most glamorous Car in a generation 


Chrysler on-the-move presents . . 

Sweeping new advances in the doumatic Forward 
Look styling which so many other cars are only now 
beginning to copy. 


teams with a mighty V-8 engine developing up to 
$25 h.p. to give you high velocity getaway and match- 
less passing power when you want it. 

Smaller, smarter wheels and bigger, softer tires, 


New Torsion-Aire ride . . . a completely different optional double headlights, massive glass areas and 
kind of motion without lunge, lean or lurch . . . based many other Chrysler advances make The Mighty 
on entirely new principles of automotive suspension. Chrysler the world’s most modern motor car. Every- 

New pushbutton TorqueFlite transmission which thing in it is new. See it now at your Chrysler Dealer’s. 


TO THE STAFF: 

The public has seen this Chrysler announcement ad —— and 
you've seen the cars, inside and out. You darn well know 
this is the greatest new car in the industry —— in style, 
engineering, everything! Looks like a RED-HOT year for all 
of us lucky enough to be selling Chryslers! Best wishes 


for your biggest year in history! 
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With Correspondent George L. Glaser... 


A Day in Earl’s Court 


LONDON, England. — The 4ist 
British Auto Show opened at Earl’s 
Court here with an address by F. A. 
Perkins, of the British Society of 
Motor Manufacturers and Traders. 

In attendance were Harlow H. 

Curtice, GM president; Henry 
Ford If, Ford Motor Co. presi- 
dent, and P. Dreyfuss, of Renault 
of France. 

Perkins admitted that British 
manufacturers are handicapped by 
the lack of parts and repair facili- 
ties in many foreign markets, but 
he said a drastic improvement is 
under way in this respect. 

He ridiculed the recent press 
criticisms about the reduced British 
car production, claiming that the 
total exports of automotive goods, 
parts and cars were worth $49 mil- 
lion more in the first eight months 
of 1956 compared to the same pe- 
riod last year. 

However, it is foolish to blame 


the Germans for the loss of sales 


for they also “can oniy cook with 
water.” Whatever they did, they 
caused the British automotive 
lion to make a mighty roar. 
Perkins said there are only three 
dynamic countries today — United 
States, Russia and Germany—and 
all three reward extraordinary ef- 
fort with extraordinary benefits. 
He spoke in favor of an economic 


union between Great Britain and} 


other European countries because 
Britain, due to the loss of its col- 
onies, is strictly a European power 
now. 

He also urged free trade with 
Germany, noting that for many 


years Germany was England’s best} © 
customer and vice versa. Perkins| 7 
also complained about the difficulty} © 


of raising investment capital 
England. 

One of the top attractions at 
the show was the Buick Cen- 
turion with its TV rear-view mir- 
ror. 

Also attracting attention was the 
latest Rover gas turbine model. 


This turbine drives all four wheels, | 


making for greater safety on the 
European roads. 

The British Body & Car Makers 
Institute exhibited a miniature car 
whose four wheels were driven by 
individual hydraulic motors which 


were powered by a hydraulic gen-|nounced that its 1957 taxicab—| He said that with today’s rising | 


erator driven by the engine. 
Commenting on the American 

cars at the show, Harry Mundy, 

my friend and technical editor of 


The Autocar, a British automo- | 


| Rolls-Royce with aluminum body 
panels and TV in the rear com- 
partments. 

| There were also large displays by 
| British parts and accessory firms, 
|many of whom were using Ameri- 
| can service equipment. 

| Many of the British firms an- 
|nounced that they were now offer- 
ing warranties for parts and labor 
for up to 12 months. 

The British manufacturers now 
supply air conditioning, or “refrig- 
| eration” as they call it, for export 
| cars. 
| A noticeable trend at this year’s 
|}auto show was the decline of the 
| clutch pedal. This trend took two 
directions—toward more automatic 
| transmissions and toward other 
| gadgets which eliminate the clutch 








By Ruth M. Eddy 
| Staff Correspondent 
PROVIDENCE. (UTPS) 
Jake Kaplan, 36-year-old owner of 
| Foreign Cars Ltd., is a very happy 
man because for- 
eign car sales are 
zooming in Rhode 
Island and his 
sales doubled in 
the past year. 
Kaplan,who 
sells Volkswagen, 
Jaguar, Mercedes- 
Benz, Porsche, 
Alfa Romeo, Tri- 
umph and Hill- 
man, is so opti- 
mistic that he 
recently doubled his showroom 
space by purchasing the former 
Nash building next door for $110,- 


Plymouth Offers 
°57 Taxicab with 
30 Special Items 


DETROIT. — Plymouth has an- 





| roomier, wider and more powerful 
with styling, body structure and 
chassis changes — is available 
| through its dealers. 

Plymouth said the taxicab comes 


in cars which do not have enough | 





Jake’s Sales Up 100% ... 


| Foreign-Car Whiz 


horsepower for automatic trans- 
missions. 

Most of the automatic trans- 
missions for the smaller cars 
come from the British Borg- 
Warner factory. This year the 
Borg-Warner transmission is in- 
stalled in the six-cylinder British 
Ford. ‘ 
The Rolls-Royce and Bentley cars 

are equipped with GM’s Hydra- 
Matic. GM reportedly will also in- 
stall the Hydra-Matic in most of 
its 1957 European cars. 

The low-powered cars have elim- 
inated the clutch pedal by using 
such gadget as the Manumatic 
which permits the driver to shift 
without clutching. The Manumatic | 
causes the gears to be shifted by) 
electrically disengaging the clutch. 
Overdrives were much more com- 
mon this year. 





000 and spending another $20,000 
to remodel it. He now has a full 
block of frontage. 

Four years ago when he started 
Foreign Cars, Ltd. Kaplan re- 
called, “Some people ‘in the know’ 
said I’d never make it. They said 
these cars were selling to the sports 
crowd, but there would be no great 
demand for them. And I had an 
inventory of $125,000.” 

However, Kaplan’s optimism and 
persistence have been vindicated 
and foreign car sales in Rhode 
Island have risen from 147 in 1950 
to 379 in 1955. He expects foreign 
sales will double this year and 
will continue rising for another 
five years, at least. 

“Sales of foreign cars are not 
limited to the sporty set, any- 
more,’ Kaplan commented. “I 
feel one of the reasons Mr. Aver- 
age Citizen likes these cars is 
because of the ‘sporty’ feeling 
they give him. His cares seem to 
melt away when he gets behind 
the wheel of one of these small 
| jobs. It’s something different and 
| exciting for him.” 





gas prices, economy of operation is | 
|an important selling point. 

| Kaplan attributes much of his in- 
j}ereased sales to his complete 


foreign car service department | 


tive publication, said that with 
the lowered ground clearance and 
wider and longer 1957 cars, the 
Americans seem to have designed 





with 30 special features built in at| which is manned by eight trained | 
the factory. Only local installations| mechanics and a fulltime service 
necessary are top light and meter.|manager. There is also a separate | 
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Convertible— 


dels Unveiled 


This Ford Zodiac Zephyr convertible was one of many new models unveiled during 


| the British auto show at Earl's Court, London. 





Vauxhall's Estate Car— 


The Vauxhall Grosvenor Estate Car is shown with the rear seat in its normal posi- 
tion. Trim is in a wide variety of contemporary designs and colors. 





Electrie Assn. 


Mulls Aid 


For Gas Station Mechanics 


DETROIT. — The Automotive 
Electric Assn. has appointed a 
special committee to study service 
training in connection with the gas- 
oline service station market, 
according to Ernie H. Robinson, 
president. 

He said there is a decided trend 
among station operators to pro- 
vide more services to motorists, 
such as ignition, carburetor and 
motor tuneup work. 

Members of the committee are: 


Plymouth also offers 29 addi- 


|foreign car parts department. | J. B. Lightburn, chairman, Purola- 


themselves out of the world mar- 
kets. 

However, this doesn’t matter 
much in Britain since in all 1955 
the entire quota for cars imported 
from the U. S. was only 528 units. 
Furthermore, anyone buying a U.S. 
car has to pay 33 percent import 
duty plus a 60 percent purchase 
tax based on the wholesale value. 

Mundy is a real gentleman-re- 
porter. He went around with his 
hands in his pockets and his ste- 
nographer at his side and dictated 
what he observed. 

Incidentally, Anthony Vander- 
well, the British bearing tycoon, 
has just completed a new bear- 
ing factory, testing his new bear- 
ings in an Austin in Germany. 
The bearings reportedly stood up 
very well. 

The British, like some of the 
French, have learned the hard way 
that some of the bearings in their 
low-priced cars do not stand up on 
the German Autobahn where you 
ean roll along the super highways 
with the gas pedal on the floor. 

Austin introduced an automatic 
transmission on the Princess Four 
at the show. This is a six-cylinder 
car almost as big as U. S. cars. 
Austin also exhibited its popular 
four-door station wagon in the 95 
series. 

Also shown were the Austin 
Healy sports car which has a 
six-cylinder engine, a four-door 
station wagon by Ford of Eng- 
land, a station wagon by Gen- 
eral Motor’s Vauxhall, and a 
smoother -looking Jaguar Mark 
Eight, a new four-door sedan by 
Standard Motors, the new four- 
cylinder Amazon by Volvo of 
Sweden and the Bentleys and 


| tional special items which may be 
|}ordered separately and still pro- 
vide advantages of factory installa- 
tion 

Standard equipment is the new 
Torsion - Aire suspension system. 
This reduces to eight the number 
of lubrication points in the entire 
chassis, Plymouth said. 

Pushbutton Powerflite transmis. 
sions are optional at extra cost. 
Cabs are powered by either the 


six-cylinder or V-8 engines. 
= * > 





Plymouth Suspension— 


Plymouth's new front suspension is said 
to be suited to taxicab service. Ball 
joints are combined with torsion bar 
springs. Principal parts of suspension, in- 
cluding torsion bar, are shown in white. 


| He continued, “I believe our serv- | 
|ice department is one of the best 
service departments for foreign 
cars in the East. I know how 
|important service is from my own 
| personal racing car. Good service 
|has been a part of: my business 
since I sold my first car.” 

Kaplan, who also does a large 
American used-car business at 
his Trinity Auto Sales, doesn’t 
feel that foreign-car sales cut 
into the American-car market. 

“In my opinion they’re not in 
competition at all,” he emphasized. 
“People buy foreign cars for sec- 
ond cars, for sport cars, for sum- 
mer fun, for driving to and from 
work. And many buy the larger 
foreign cars for their main family 
car, with the purchase of a good 
American-made used car for ‘sec- 
ond.’ So it evens out.” 








Kaplan said that used cars bring |» 


him a greater profit, and he has 
expanded his used-car operation 
until it also fills a complete block. 
He also has two used-car annexes. 

Discussing advertising, Kaplan 
declared, “I believe in keeping 
my name before the public. I 
use classified advertising for my 
American cars, and display ads 
more regularly for my foreign 
car sales.” 

Kaplan has been racing Jaguars 
since 1952. His first car was a 
Jaguar XK 120 M and he now 
owns a 1956 D. Jaguar. He has 
won several trophies, 

Commenting that he works six 
full days a week and some eve- 
nings, Kaplan concluded, “But I 
love it. I own my business—with 
no floor plans.” 





tor Products; Max Smith, Electric 


| Auto-Lite Co.; Ed Lape, United Mo- 
tors Service; Wendell Smith, Leece- | 


Neville Co.; Ed Duffy Weatherhead 
Co., and Russ Garrick, Trico Prod- 
ucts. 

The purpose of the committee, 
said Robinson, is to study the serv- 
ice station market to determine the 
best ways and means of utilizing 
the association’s technical service 
information and develop a training 
program to enable service station 
operators to better service the pub- 
lic. 

Robinson said the AEA has 
developed manuals on auto electri- 
cal and fuel systems as well as on 
motor tuneup. 

Also included is a procedure 
and diagnosis form to help 
mechanics do a better and more 
complete tuneup job, he added. 

J. Howard Reed, executive secre- 





°57 Golden Hawk Wins 


Swiss Beauty Contest 


SOUTH BEND. — The 1956 
Studebaker Golden Hawk won the 
grand prize in a Concours d’Ele- 
gance for automobiles which 
climaxed the three-day Festival 
of Zahle, Switzerland. 

High awards have been won by 
Studebaker in over 70 similar 
elegance contests, Richard A. 
Hutchinson, Studebaker-Packard 
vice-president, said in announc- 
ing the Zahle Festival winner. 
He also said that a Flight Hawk 
was awarded second prize in a 
separate classification. 





tary of the ABA, said that 285 manu- 
facturer and distributor representa- 
tives attended the annual meeting 
of their respective divisions. 

The meeting was held in Murray 
Bay, Que., and the AEA technical 
services program was discussed, 
| Carl Nelson, chairman of that com- 
| mittee, said a new stepped-up pro- 
|gram had been adopted to provide 
more technical information to auto- 
motive service outlets, 






Truck Drivers 
‘Take Beating,’ 
Study Discloses 


NEW YORK. — Most of the na- 
tion’s truck drivers daily are being 
subjected to jolts and vibrations 
which exceed human levels of toler- 
ance, according to Allison K. 
Simons, director, Boston Research 
Laboratories, Milwaukee. 

Preliminary investigations re- 
veal that impairment of vision and 
curious respiratory phenomena, in 
which greatly increased oxygen in- 
take during and after exposure to 
vibration was noted, are the most 
obvious effects,” he said. 

Simons reported on the results of 
a study of truck ride characteristics 
recently completed by Bostrom for 
the Army’s Detroit Arsenal. The 
study was based on electronically 
measured ride records obtained at 
the Aberdeen (Md.) proving ground 
with an M211 (2%-ton) truck over 
varied terrain, speeds and loads 
with different drivers. 

These records show that most of 
the motion occurs within the 
human body’s resonant range. “This 
resonance means that impact of 
road vibrations and jolts trans 
mitted through the truck greatly is 
increased in its effect on the 
driver,” Simons said. 

During the controlled laboratory 
experiments, Simons said it wa 
proved that transmission of vibra 
tion to the driver can be reduced 
by the use of a special seat which 
soaks up most of the ride impact 
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Lower outside by 2 full inches 


World’s newest V-8 . . . 255 hp 








Higher inside than any other car 


with new Hydra-Matic 


Built for safety 








and double comfort 


Announcing the trim, new 


1957 Hudson Hornet V- 


FLIP THE KEY, and get set to skip a heartbeat. 
This car’s a performer! 


Quick . . . with the flashing power of its brand- 


new 255-horsepower V-8 engine. Smooth. . . with 
the jet-like pickup of new Flashaway Hydra- 
Matic. Light on its feet . . . with the easiest steer- 


ing and shortest turn of any big car on the road. 
Rugged .. . with a ground-hugging, rattle-free ride 


... way up in power, way down in price! 


that’s three times smoother and steadier than any 
you've ever known! 


It’s bigger inside than any car at any price... 
trimmer outside for easier handling. It’s two inches 
lower -- yet offers bigger, safer tires. It brings you 
exclusive reclining seats, twin beds, lowest cost air 
conditioning, double-safe single-unit construction. 
These features give you plenty to sell, and at a 


The trim, talented 1957 Hudson Hornet V-8 Hardtop 
Product of American Motors 


lower price this year when other car prices are up. 


SELL HORNETS, RAMBLERS, METRO- 
POLITANS. For complete information about the 
*57 Hudson franchise, contact our nearest zone 
office or the Dealer Development Department, 
American Motors Corp., Detroit 32, Mich. (In 
Canada: American Motors Sales of Canada, Ltd., 
2951 Danforth Ave., Toronto 13, Ont.) 
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Across the Nation... 





Auto Dealer Changes 


Jackshaw Buys Whyte 


Whyte Chevrolet, Euclid, O., 
headed by Ray M. Whyte, Detroit, 
has been purchased by Walter 
Jackshaw, former general manager 
of the firm. 


* * x 


Backus-Loner Moves 


Backus-Loner Motors, Inc., 
(Cadillac-Pontiac), Savannah, Ga., 
has moved into new facilities on E. 
Victory Drive on a tract 160 by 440 
feet, with parking space for 150 
cars. Bhs 


Crest Motors Opens 


Crest Motors, Inc., (Ford), Cole- 
brook, N. H., has been organized by 
Bernard J. Ells and Frederick W. 
King, formerly in the automobile 
business in Burlington, Vt. 

* * * 


Biloxi, Miss., Gets Mercury 
A Mercury franchise has been 

awarded to Gulf Coast Motors, 621 

E. Howard Ave., Biloxi, Miss. 


* * * 


Thorp Chevrolet Moves 


Thorp Chevrolet has moved to 
its new sales and service facili- 
ties at West St. and Admirals 
Drive, Annapolis, Md. The dealer- 
ship formerly was located on Han- 
over St. Frank Thorp heads the 
firm. 

oJ * 


Kilgore, Coldwell Buy Deal 


Wayne Kilgore, Topeka, Kans., 
and Donald Coldwell, Fort Scott, 
Kans., have purchased Rissler 
Motor Co. (DeSoto-Plymouth) in 
Eskridge, Kans. The firm will be 
known as Kilgore and Coldwell 
Motor Co. (Dodge-Plymouth). 

- * . 
‘Plymouth City’ Opens 

William E. Goodro and Frank T. 
Ferris have opened Plymouth City, 
an exclusive Plymouth dealership 
in Denver. 


Satre Sells to Farley 
Clyde Farley has purchased the 
interest of M. O. Satre in Lisbon 
Motor Sales, Inc., Lisbon, N. D. 
As a result of the purchase Farley 
joins Millard O. and Merlin O. 
Borker in the firm, which Satre 
founded 21 years ago. Farley 
formerly was in the bulk oil bus- 

iness with Standard Oil Co. 

* * - 


Beckwith Sells Ford Deal; 
It’s Sth Outlet for Parsons 


Hugh T. Beckwith, Inc. (Ford), 
Binghampton, N.Y., has _ been 
purchased by Charles A. Parsons, 
Amsterdam, N, Y., from Hugh T. 
Beckwith. The firm’s name will 
be changed to Parsons-Ford, Inc. 

Beckwith will continue to oper- 
ate his Ford dealership in Owego, 
N. Y¥. Parsons also has dealer- 
ships in Central Bridge, Amster- 
dam, Glens Falls and Glovers- 
ville. 


* * * 


Kearns Moves 


Kearns Motor Co. (Hudson), 
Great Falls, Mont., has moved to a 
building formerly occupied by Mon- 
tana Auto Supply Co. at 116 Sixth 
St. S. 

* + 


Crafton Chevrolet Closes 


Crafton Chevrolet Co., Osceola, 
Mo., has discontinued business. 
Its office and shop equipment, 
parts, and other property have 
been sold at public auction. 


* * * 


Rittenhouse Sells 


John Halvorson and Loren 
Trachsel, both of Hillsboro, Ore., 
have purchased the Buick dealer- 
ship formerly owned by James 
Rittenhouse in Newberg, Ore. The 
name of the new firm is Valley 
Motors. 


* * K 
Skjonsby Buys Deal 
Jim Skjonsby has bought Ross 
Murry Oldsmobile Co. in Newport, 
Ore. and has named the company 
Skjonsby Motors. He was formerly 
associated with Oldsmobile dealer- 
ships in Roseburg and Eugene, Ore. 
Murry has retained the GMC truck 


franchise and is operating in a new 


location. 


Billingsley Gets Plymouth 
Billingsley Motors of Portland, 
Ore., has been named as an exclu- 
sive Plymouth dealer. Billingsley, 
a Pontiac outlet for many years, 
will retain the Packard franchise 
it acquired several months ago. 
The two lines will be sold from 
separate quarters on the same 


street. 
* «€ + 


N. C. Motors Named 


N. C. Motors of Portland, Ore., 
has been given a Renault franchise. 
* * * 


Barton Buick Sold 


E. W. Patterson and Charles W. 
McCarty have purchased Barton 
Buick Co. in Oklahoma City for 


fixtures, equipment and service 
cars, but not the property. 
* * * 


Frascona Opens 

Frascona Buick has replaced Sul- 
livan Buick at 1452 Underwood 
Ave., Wauwatosa, Wis. Anthony J. 
Frascona, who was formerly with 
a Buick dealership in Chicago, 
heads the new firm. 

* * * 


Adds International 


Hanks & Simons a Dodge- 
Plymouth dealership in Camdenton, 
Mo., for the past year, has added 
the International line of implements 


and tractors. 
* oa * 


Oehler Buys Jewel City 


Jewel City (Chrysler-Dodge- 
Imperial), La Jolla, Calif., has been 
purchased by W. Oehler, Oehler 
formerly owned a dealership in Van 
Nuys, Calif., which he sold in 1950. 

* * + 


Barton Buick Sold 


L. O. Barton has sold Barton 
Buick Co., 2423 S. Walker, Okla- 
homa City, to E. W. Patterson and 
Charles W. McCarty. The new 
owners, who formerly were used- 
car dealers, are operating the firm 


$107,900. The price included the|as Patterson-McCarty Buick. 





Hillman Wagon Has Huskier Engine— 


The 1957 Hillman Husky station wagon incorporates a more powerful Hillman “|” 
head engine, horsepower being increased to 42 b.h.p., providing up to 35 miles per 
gallon under any load. The car carries four passengers and 250 pounds of luggage 
with rear seats in position. For loads up to 560 pounds, the rear seats fold away, 
allowing 60 cubic feet of cargo space. The price remains unchanged at $1,497 por 
of entry. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning th 
automotive industry, every week throughout the year. 
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FIRST CHOICE IN NEW CARS 


Saran was chosen by the industry’s top designers as 
the original upholstery in the 1956 model car (above) 
for the same good reasons that make it the most 


profitable seat cover item you can sell. 


First of all, saran is woven ... it breathes . . . keeps 
customers comfortable in any weather. Then, of 
course, there are the fabulous saran colors and de- 
signs, its wonderful durability, the snug, tight fit it 
gives and keeps. Small wonder saran is first choice 


for the interiors of America’s smartest new cars. 


Capitalize on this proved popularity of saran. Make 
1957 a great sales year by getting in your saran line 


right now! 





It’s woven! 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

A. CARMAN, Morton Motor 
*Co., Farmington, Me., wrote, 
as follows: “We are interested in 
something under 
Court Decisions. 
Will you please 
advise us regard- 
ing an article 
some months ago 
relative to setting 
speedome- 
ters back on used 
cars. If you have 
such information 
will you please for- 
ward it to us with 
L. T. Parker the ruling on this.” 
My answer is: Generally speak- 
ing, the courts hold that “setting 
back” a speedometer without 
knowledge of the buyer is fraud 

for which a seller is liable. 


A leading higher court held 
that an automobile seller who 


sets back a speedometer is liable 
to the buyer not only for ordinary 
damages but also for exemplary 
or punitive damages, 

For example, in District Motor 
v. Rod, 88 Atl. (2d) 489, it was 
shown that one Rod purchased an 
automobile whose speedometer 
registered 50 miles. Later, Rod 
learned that the speedometer had 
been “set back.” 

In later litigation the higher 
court held that Rod could recover 
from the seller all ordinary dam- 
ages he incurred, plus $400 exem- 
plary damages. The court said: “A 
buyer is entitled to rely on a speed- 
ometer reading.” 

am = * 


Don’t Conspire 

A LEADING higher court has 
held that any person, as an 

automobile dealer, is subject to $10,- 


000 fine and one year imprisonment 
for conspiracy with a government 


revenue agent to avoid payment of 
Federal income tax. 


For example, in Benatar v. U. &., 
209 Fed. Rep. (2d) 735, the testi- 
mony showed facts that the presi- 
dent, Benatar, of a corporation, the 
office manager and the faithless 
Federal chief accountant, named 
Furt, in the office of the Collector 
of Internal Revenue conspired to 
save the corporation income tax 
payments. 

When caught, Furt attempted 
suicide. He later pleaded guilty 
to falsifying and destroying 
Government records, and was 
sentenced to prison. The office 
manager of the corporation was 
found guilty and was heavily 
fined. 

It seems that Benatar’s corpora- 
tion owed the government $14,335 
in back taxes. According to the 
testimony, Furt told Benatar that 
if the latter would write a letter 
stating that an original check was 
sent to the Collector’s office but 
had never cleared the latter’s file, 
he could “so set the books up” 
that the corporation’s penalty and 
interest “could either be refunded 
or credited to another account.” 

Furt told Benatar what he should 
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Fi aN = lV. 

This 1911 “Brush Wagon” was 
so compact the driver had to 
straddle the hood or place his 
legs to one side of the hood. 





write in the letter. The letter 
signed by Benatar and mailed to 
the Income Tax Department of 
Internal Revenue stated that “We 
placed a stop payment on our check 
No. 2677 in the amount of $14,335.” 
That statement, of course, was not 





seat covers of Saran 
| the hot seat for “57! 





... MAKE OLD CARS LOOK NEW! 


Style up your older-car market with the newest and best 
... breathable seat covers woven of saran can make your 
customers happy again. Because they’re woven to allow 
natural air passage, saran covers let customers enjoy ulti- 
mate driving comfort all year ‘round. This selling point will 
get you a bigger share of the rich older-car market. 


Here’s another sales clincher. Show your prospects how 
seat covers of saran make older cars look new. For proof, 
note that the car above, fitted with saran covers almost 
identical in appearance to the new-car upholstery on the 


opposite page, is a 1952 model. 


Saran has everything it takes to make 1957 a booming seat 
cover sales year. Will you be ready? THE DOW CHEMICAL 
COMPANY, Midland, Mich., Plastics Sales Dept. PL702E 


booming 





feature this label 
... make 57 4 


sales year! 


Write us today for free supply of merchandising aides! 


You can depend 
on DOW PLASTICS 
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true, and Benatar knew it was not 
true, 

In view of this testimony the 
higher court convicted Benatar of 
income tax fraud, fined him $10,- 
000 and sentenced him to one 
year in prison, 

The court said: “We have already 
seen that the check was never pro- 
cessed in the collector’s office. The 
Pleas of ignorance and innocence 
made on behalf of Benatar in this 
and in other respects are not con- 
vincing, and it is not surprising 
that the jury did not find them so. 
Benatar was both the actual and 
the titular head of the corporation 
that bore his name. He certainly 
was not ignorant of the deception 
surrounding a check for a sum as 
substantial as $14,335. He knew 
what was going on.” 

* * ok 


= month a higher court 
rendered an important decision 
to the effect that a contractor may 
pay truck owners an hourly wage 
for use of their trucks and that 
such contractors need not pay 
social security, unemployment 
taxes, withholding and taxes under 
the State Workmen’s Compensation 
Act. 

For illustration, in McManus v. 
Michigan Commission, 76 N. W. 
(2d) 46, the testimony showed that 
a@ company does not own or main- 
tain its own trucks, but contracts 
with truck owners to do its haul- 
ing. 

The company paid $4.15 an hour 
to the truck owners and the 
drivers received payment from 
the truck owners of approxi- 
mately $2.15 an hour. 

The higher court held that these 
truck owners are independent con- 
tractors and that the company is 
not required to pay any form of 
taxes on either the truck owners 
or the drivers of the trucks. This 
court said: “An independent con- 
tractor relationship exists where 
the person doing the work is sub- 
ject to the will of the employer 
only as to the result, but not as 
to the means or manner of accom- 
plishment.” 





Stainless Steel 
More Popular 


On 757 Models 


NEW YORK.— As new cars are 
unveiled one factor is apparent— 
auto makers have not cut back on 
the use of trim. 

The Committee of Stainless Steel 
Producers, American Iron and Steel 
Institute has pointed out that much 
of the glitter on 1957 models is due 
to the use of more stainless steel. 

The industry anticipates 1957 
stainless steel shipments will be 
even higher than those of 1955, 
based on the increased use of stain- 
less per car and the assumption 
that car output will be approxi- 
mately the same as in 1955. 

One source estimates that, on 1957 
models, Chrysler Corp. will use an 
average of 28 pounds of stainless 
steel per car, General Motors Corp., 
33 pounds per car and Ford Motor 
Co., 35 pounds. 

As a result, stainless steel pro- 
ducers expect fourth quarter mill 
shipments to be close to last year’s 
fourth quarter, an all-time high. 


Dealer Shephard Heads 


Studebaker Ad Fund 


CINCINNATI. — Joe Shephard, 
Shephard Studebaker, has been 
elected president of the Studebaker 
Dealers’ Advertising Assn. in the 
Cincinnati zone. He will be in 
charge of an estimated $100,000 in 
a special dealer-supported ad fund, 

Other officers are Virgil Gray, 
Gray & Kidd Motors, Pikeville, Ky., 
vice-president, and Harry McNeer 
jr., McNeer Motor Co., Portsmouth, 
O., secretary-treasurer. 


Rovale in Bankruptcy 


OTTAWA. — A voluntary assign- 
ment in bankruptcy has been filed 
here by Rovale Motors, Ltd. 
(Lincoln-Mercury.) Donald F. Mc- 
Kechnie has been appointed trustee. 


MOTOR | 
MASTER 
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TURNINGS 


by 
John T. Benedict 


Engineering Editor 





situation is getting into a non- 
standard operation in 1957. In 
1956 models, all cars used a 12- 
inch blade length. For 1957, how- 
ever, Chrysler has converted to 
16-inch blades, several GM divi- 
sions will be using 13-inch wipers 
and Ford Motor Co. cars will 
continue with the 12-inch size. 

Also shown by Anderson was a 
working model of a new low-cost 
electric-driven window lift the 
company is offering to the industry, 
We were told that the unit works 
on a screw shaft and uses a new 
type of toroidal sphere that dis- 
penses with expensive ball or 
needle bearings. 

Another low-cost power window 


New Items Displayed 
At Body Engineer Meeting 
AKING the rounds of exhibits 
to see the latest developments 
displayed at the annual convention 
of the American Society of Body 
Engineers: 

Two interesting new items were 
exhibited at the Anderson Co. 
booth. The new 16-inch windshield 
wipers were shown in operation 
with a mockup of the ’57 Plymouth 
windshield, Four inches longer than 
last year’s 12-inch blades, the new 
wipers require higher arm pres- 
sures since they sweep a substan- 
tially larger area. 

Actually, the windshield wiper | 


lis derived from rotary vanes 
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—this one vacuum operated—was 
displayed by Trico Products Corp. 
Designed as a simple, inexpensive 
installation, the Trico Lift-O-Matic 
unit operates by applying its 
power to the standard manual regu- 
lator mechanism inside the car 
door, 

Trico anticipates that this devel- 
opment may permit the auto in- 
dustry to broaden the market for 
power windows, since it will cost | 
substantially less than _  current| 
types. Feeling that operating 
troubles and relatively frequent 
service needs have ranked with 
high cost as factors limiting the 
growth of the power window mar- 
ket, Trico engineers emphasized 
the need for reliability and long, 
trouble-free operating life in their 
design. 

Vacuum for the power windows 


had some interesting new develop- 
ments on display. 

U. S. Rubber showed a car in- 
terior mockup which omitted metal 
springs from both front and rear 
seat cushions. The front seat fea- 
tured the latest version of a 
pneumatic-type cushion developed 
for passenger cars, while the rear 
made use of a thick foam slab to 
replace the conventional metal 
spring. 

Other new items at the U. S. 
Rubber booth included the latest 
patterns in breathable Naugahyde 
upholstery materials and molded 
Royalite plastic as a center pil- 
lar covering for the four-door 
hardtops. Both of these develop- 
ments had limited use in 1956 
models and are gaining impetus 

| on ’57 cars. 

At the booth arranged by Fiber 
Bond Corp., the newest item on 
display was the Vinapad door trim 
material. A joint development by 
Fiber Bond and American Finish- 
ing Co., 
regular Fiber Bond acetate pad- 
ding material bonded to vinyl cloth, 
Potential advantages include the 
elimination of one assembly opera- 
tion and added style freedom in 
specifying colors and surface de- 
signs. 

A number of product ideas were 


already added to some oil pumps as 
a power source for adjustable speed 
windshield wipers and automatic 
washers, Fully independent of the 
cear’s electric system, the vacuum 
system appears to offer installation 
freedom, as well as possible per- 
formance and cost advantages that 
merit serious consideration. 





N THE field of materials for in- 
terior trim, several companies 





everything you need for 


WAGNERAIRBRAKEKITR 


field installation... 


permit quick, 

economical installation... 
afford greater safety, 
reduce maintenance costs 
and provide maximum 
performance efficiency. 





Wacner Air Brake Kirs are easy to install and are 
available for all popular truck models. The kits are 
complete and contain all necessary parts, connections 
and brackets. All parts are engineered and designed 
to fit into proper position on your vehicles with little 
or no drilling or tapping. Included in each kit is the 
famous Wagner Rotary Air Compressor—the most 
reliable compressor available—and the Wagner Power 
Cluster, a single air-hydraulic unit designed to provide 
proper air hydraulic ratios for all vehicles. 
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SYSTEMS 






As a guide to the completeness of Wagner Air Brake Systems, 
a detailed copy of Wagner Bulletin KU-201 will be sent 
upon request to you at no cost or obligation. 


Wagner Electric @rporation 
6393 PLYMOUTH AVENUE « ST. LOUIS 14, MO., U.S. A. 
(Branches in Principal Cities in U. S. and in Canada) 


LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...NoRol ...CoMaX BRAKE LINING... AIR 
BRAKES ... TACHOGRAPHS ... ELECTRIC MOTORS .. .TRANSFORMERS ... INDUSTRIAL BRAKES 


The cost is less than you may realize and Wagner Air 
Brakes require less maintenance than ordinary air 
brakes. Service, when necessary, can be handled in 
your own shop or by the vast network of Wagner Air 
Brake Distributors manned by experienced Air Brake 
experts who are ready to give your fleet quick, depend- 
able service or through any of the 24 Wagner Branch 
Offices located in principal cities in the United States 


and Canada. 
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this door trim features | 





a 
offered in a variety of foam mga. 
terial formulations, such as naturg 
rubber, vinyl and polyurethanes, 

In the iatter material catego; 
Stubnitz Greene Corp. displayed, 
novel type of padded sun vigor 
This particular design offers pag. 
ding formed into shape over g 
spring-wire support. Since no rigiq 
board or framework is needed to 
support the foam padding, it is be. 
lieved that the design may offer 
a greater degree of crash-injury 
protection — particularly when a 
person would be thrown against 
the edge of the visor. 

* + * 

IGID foamed-in-place polyure. 

thane is being applied to auto 
heater housings by Woodall Indus. 
tries, Inc. In this application, both 
heat and sound insulation proper. 
ties are combined in a single easily 
applied material. 

The new rigid headlining ma. 
terials were represented by U., §, 
Rubber’s rigid, molded Royalite 
unit and two different types of 
rigid headliners shown by Woodall, 
One of these was an attractive 
dimpled fibreboard rigid headlining 
assembly made up of several indi. 
vidual panels. Another was assem. 
bled from perforated (for sound 
absorption) panels of hardboard 
and fiberboard (such as Masonite), 

Examples of ’57 cars using rigid 
headlining are Plymouth and 
Dodge hardtops and various sta- 
tion wagons, including Plymouth, 
Buick and Oldsmobile, 

Although not on display at the 
company’s booth, a new develop 
ment in floor coverings also will be 
offered by Woodall. This is a form 
of vinyl bonded to Masonite. The 
appearance will simulate a natural 
varnished wood floor, with its three. 
dimensional grained look. First ap- 
plications of this technique are ex- 
pected in station wagons. 

With 1957 model air filters 
marked by a wholesale trend to 
replaceable-element paper-type dry 
cartridge filters, Dewey and Almy 
Chemical Company’s (Darex) de 
velopment of an air filter sealing 
compound (Dara-flow) is certain to 
come in for a lot of attention. 

The originators of Darex “flowed. 
in” gaskets also were exhibiting a 
machine they have developed to 
apply gasketing and sealing com- 
pounds onto irregular-shaped parts, 

With the latest type of equip 
ment, it will be possible to extend 
use of the Darex sealing process to 
such odd-shaped parts as voltage 
regulator cover, horn relay, instru- 
ment gauge and various lights such 
as license, tail and directional, 

+ * * 

HE two windshield exhibits 

highlighted by newly developed 
compound curved designs, attracted 
considerable attention. Libby- 
Owens-Ford Glass Co. showed 
product evolution by displaying ex- 
amples of the simple curved wind- 
shield and the current wraparound 
type along with the more advanced 
compound curved design slated for 
the Eldorado Brougham. 

Pittsburgh Plate Glass Co 
showed its twin-wrap develop- 
ment as exemplified by wind- 
shields on the ’57 Imperial and 

Chrysler Corp. convertible models. 

Also displayed by Pittsburgh was 

an experimental back window 

which was curved forward into 
the sides of the car as well a5 
into the roof area. 

A special testing machine exhi- 
bited by Shakeproof division, Illi- 
nois Tool Works, is the answer to 
a long-standing need among de 
signers who specify machine screW 
fasteners. Perfected after years of 
development effort, this new 
machine is capable of simultaneous 
measurement of torque and tension. 

For the first time, it is possible 
to make quick comparisons and 
direct measurements of, for e 
ample, such values as machine 
screw tensile strength—meaning the 
tension value that can be torqued 
into a screw by turning it until the 
elastic limit is reached. 

One outcome of test work with 
this new macbine may be some 
badly needed reliable tables giving 
recommended tightening torques 
for machine screws. Beyond this, 
however, the implications are that 
this measuring tool has opened uP 
a broad field of research into prob 
lems related to threaded fasteners. 


Edmunds Motor Moves 
BIRMINGHAM, Ala. — Edmunds 
Motor Co. (Ford) has opened for 
business in its new home at 1401 
Third Ave. W. here. J. T. Gold 
schmid is general manager. 
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AUTOMOTIVE WASHINGTON 


Is the News Political? 
It Depends on Outlook 


By William Ullman 

Washington Correspondent 
TUALLY all the news relayed from Washington just 
ahead of tomorrow’s (Nov. 6) election appears to have 


had a political complexion—at 
dally if it is not favorable. 


least to the opposition, espe- 


Perhaps some of the news is timed for the occasion, but 
——— 


a close examination shows? 
that most of the Government 
statistical statements are be- 


ing issued in regular order, irre- 
gective of where their favor may 
fall. 

For example: The Department 
of Commerce reported last week 
that there has been no letup in the 
high pace of business activity and 
that it is going into the fall season 
at a strong clip. 

Then, the Department of Agri- 
culture reported that, despite gen- 
erally lower prices for agricultural 
products, gross farm income rose 
above 1955 levels 
by nearly 2 per- 
cent during the 
first nine months 
of this year. 


Those two re- 
ports would seem 
to have been set 
for release at a 
psychological mo- 
ment to benefit 
the Administra- 
tion, but, asa 
matter of fact, they were issued at 
set intervals prevailing over the 
years without special thought for 
whom or what they might help or 
harm. They simply represented 
Federal Government departments 
at work—performed by Civil Serv- 
ice employes — and gave the facts 
as they found them and were issued 
on regularly scheduled dates. 


Wittam Uliman 


ing 
the 1947-49 level. 


Expressed in terms of percent- 
ages, prices in September were 2.8 
Percent nigher than. they were in 
January, 1953. Expressed in terms 
of politics, Demecrats point to the 
tecord highs reported in the past 
few moaths while Republicans 
point to the relative stability of 
consumer prices since they took 
Office. 

So, there you are! The reports 
come on schedule from faithful 
Civil Service employes, and politi- 
cians reach for them and do their 
utmost to suit them to their own 
Purposes and needs. 


. . ” 

‘Tight Money’ Question 
MEANWHILE, Rep. Wright Pat- 
man, Texas Democrat, chair- 
man of the subcommittee on eco- 
nomic stabilization, has announced 
for a one-day public hearing 
(Dec, 11) on monetary stabilization. 
The Patman group aims to 
learn the effects of the existing 
“tight money” program. Major 
Witnesses will be William McC. 
Martin jr., chairman of the Fed- 
eral Reserve Board, and Alfred 
Hayes, president, New York Fed- 
eral Reserve Bank and vice chair- 
man of the Federal Open Market 

Committee. 


The hearing will be held in the 
Supreme Court room in the 
Capitol. It will be one of a series 
of periodic reviews which the Joint 
Economic Committee makes of 
Monetary affairs and effects of 
Monetary policy on the economy. 
While Martin and Hayes wilk be 
the chief witnesses, all members of 
Federal Open Market Commit- 
will be present and will partici- 


| Pate in the sessions. Members of 


the subcommittee besides the chair- 
man are Senators Joseph O’Ma- 
honey, Wyoming Democrat, and 

ur Watkins, Utah Republican; 
A. B. Kelley, Pennsylvania 


Democrat, and Jesse Wolcott, Mich- 
igan Republican. 

The subcommittee, Chairman 
Patman said, is interested in devel- 
oping factual data as to how far 
deliberate monetary control has 
been responsible for the shortage of 
lendable funds, which is said to 
have forced many banks to resort 
to credit rationing. 

W. Randolph Burgess, Under- 
secretary of Treasury, and the 

Administration’s top expert on 
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the money market, told the recent 
Los Angeles meeting of the 
American Bankers Assn, that 
lendable funds are in short supply 
simply because “more people are 
borrowing more money than ever 
before.” 

Burgess told the bankers that all 
essential needs of sound borrowers 
are being met, but that it has 
been necessary to show discrimi- 
nation and to reduce or to force 
postponement of more speculative 
and less desirable loans. 

But since there has been wide- 
spread criticism of the credit tight- 
ness, the Patman subcommittee 
plans to hear direct from the Fed- 
eral Reserve authorities their own 
reasons for the existing policies, 

In the course of its recent annual 
convention, the American Bankers 
Assn, advocated continued credit 
restraint to checkmate inflation and 
asserted that “the good old- 
fashioned virtue of thrift has never 
needed stronger emphasis.” 

* > 


The Bankers’ View 

A RESOLUTION adopted in the 
ABA’s closing session said: “In 

a period such as this, when the 

economy is pressing hard against 

the limits of cupacity, the public 


interest requires that the Federal 
Reserve System adhere to a policy 
of restraining undue credit expan- 
sion.” 

Earle Cooke, of Atlanta, new 
president of the ABA, in his 
acceptance speech declared: “We 
should make clear that such 
restraint is not an end to itself, 
but a means for insuring stability 
and soundness—to be imposed or 
removed as the winds of inflation 
blow or quiet down.” 

Concerning business prospects 
for the coming year, Theodore 
Houser, chairman of Sears, Roe- 
buck & Co., expressed the opinion 
that retail levels will exceed 1956 
for at least a substantial part of 
1957. 

He said he believes the election 
results “will not alter the effect of 
these basic economic facts” includ- 
ing what he detailed as continued 
high level capital investment and 
Government expenditures, contin- 
ued full employment and prices 
tending higher but “not keeping 
pace with wage increases.” 

In another quarter, Treasury 
Secretary George Humphrey gave 
the Eisenhower Administration’s 
official explanation of its firm 
money and credit policy, 


25 


It’s the only way, he declared, to 
keep the prosperity we now have. 
With the nation working very near 
the limits of its manpower, material 
and capital, which are in short 
supply, it would court grave infla- 
tion dangers to let the money sup- 
ply run riot, he said. 

“We can’t have high prosperity, 
abundant jobs at high pay, high 
confidence, high spending and 
wide general expansion with 
cheap, unlimited money and a 
stable cost of living all at the 
same time,” Humphrey asserted. 

“We are prosperous so there is 
no place for wartime controls or 

powers to ration work and material. 
We are free and we want to stay 
free so we do not want to dictate 
wages, prices or rents. We do not 
want arbitrarily to allocate 
materials and labor by Government 
order or decree ... we must keep 
the supply of money and credit 
from growing beyond the supply 
of people and materials,” said 
Humphrey. 

As to a further tax cut, the Secre- 
tary said: “Taxes still are too high, 
and we are looking forward to the 
time when they can be properly— 
but not out of borrowed money — 
cut again.” 
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Auto Personnel 


Milton R., Schulte, a vice- 
president of Tung-Sol Electric, Inc., 
since 1951, has been elected to the 
new post of executive vice- 
president. 

Starting at Tung-Sol in 1923 as a 
draftsman, Schulte subsequently 
served as foreman of the lamp de- 
partment, superintendent of radio 
tube manufacturing and manager 


of radio tube production. 
* * * 


Schrader’s Names Jones 
To Head Accessory Sales 


David A. Jones, former sales pro- 
motion manager for A. Schrader’s 
Son division of 
Scovill Mfg. Co., 
has been named 
accessories sales 
manager. He suc- 
ceeds Boyd M. 
Muchmore, who 
has retired. 

Jones acted as 
New England dis- 
trict representa- 
tive before being 

s % recalled to Schra- 

D. A. Jones der headquarters 

as manager of sales promotion. 
+ a + 


Huck Mfg. Names Tenny, 


Messer and Brackeen 

Huck Mfg. Co. has announced the 
appointment of Allen R. Tenny as 
Eastern division sales manager and 
William Messer as Midwest division 
sales manager. 

Huck has also appointed Robert 
B. Brackeen as sales engineer 
covering Texas, Oklahoma, Arkan- 
sas, Mississippi and Louisiana. 

* * * 


Binkley Names Bornmann 


And Meihaus to Sales Posts 
Frank A, Bornmann has been ap- 
pointed general sales manager of 
Binkley Mfg. Co., Warrenton, Mo. 
R. B. Meihaus has been named 
sales manager of the trailer and 
truck body division. 


* * * 
Dayton Rubber Reassigns 
Six in Field Sales Posts 


Three new zone sales supervisors 
and three area salesmen have been 
named to the tire division of Day- 
ton Rubber Co. 

Stuart G. Smith jr. now heads 
tire sales in the Cincinnati zone; 
L. C. Johns in the Lincoln (Neb) 
zone, and Edward Brenner in the 
Chicago zone. John E, Deger has 
been assigned to work out of Co- 
lumbus headquarters and Frank M. 
Bomenblit and Gabriel J. Console, 
Philadelphia. 


* * * 


Mack Service Jobs 


Go to Doe, Fraino 

Mack Trucks, Inc., has announced 
the appointment of Snowman W. 
Doe as bus service manager and 
Michael J. Fraino as off-highway 
service manager. 

Doe formerly was with the serv- 
ice engineering department, Fraino 
was service manager for the ex- 
port department, with responsibility 
for Latin-American countries. 

a od * 
Lempco Appoints Blair 
In Florida-Georgia Area 

Lempco Products, Inc., has ap- 
pointed Richard Blair to handle the 
sales and servicing of Lempco auto- 
motive shop equipment in Georgia 
and Florida. 

He operates as a direct factory 
sales engineer. 

* *x * 
Sarnes Succeeds Smith 


In Ford Quality Control 





Lowell F. Sarnes has succeeded 
Roscoe Smith as director of Ford 


Motor Co.’s quality control office. 


Smith, who had headed the de- 
partment since 1949, has retired 
after 40 years with Ford. Sarnes 
joined the quality-control staff in 


1950. 
v2. 6 


Fedders-Quigan Names 


Melin and Williams 
Victor F. Melin has been elected 
finance vice-president and 
Howard G. Williams manufactur- 





ing vice-president of Fedders- 
Quigan Corp. 

Melin, who joined Fedders- 
Quigan as treasurer in Aug., 1955, 
previously was secretary- 
treasurer of Thor Corp. Williams, 
associated with Fedders-Quigan 
for many years, has been serving 
as director of manufacturing. 


* * * 


Certified Cars Appoints 
Five District Managers 


Certified Cars Corp., Chicago, 
has announced appointment of 
five district managers, 

They are Leo J. Klem, Detroit 
(Michigan); Arthur H. Exner, 
Michigan City, Ind, (Indiana); T. 


W. Dawson, Minneapolis (North 
and South Dakota, Minnesota) ; 
Wesley O, Olson, Denver (Utah, 
Wyoming and Colorado), and 
Robert L. Appel, Rockford, IL. 
Rockford area.) 


* Ed * 


General Picks Wilbur 


Promotion of Robert B. Wilbur to 
sales manager for polyeurethane 
products has been announced by 
General Tire & Rubber Co. Wilbur 
formerly was manufacturers sales 
representative for General’s eastern 
division. 

* * . 
Baldwin-Lima-Hamilton 


Opens Office in Detroit 

Baldwin-Lima-Hamiltion Corp., 
Philadelphia, has opened a new 
district sales office in Detroit at 
15800 W. McNichols Road, 








Tipoff on ‘57 Hoods— 


The new Fram Filtronic carburetor air 
filter, pioneered by Fram Corp. to provide 
more efficient filtering and yet fit under 
today's sleek low hoods, is original equip- 
ment on 18 of the new 1957 cars, trucks 
and engines. 


manned by representatives of three 


 —— 
electronics ard instrum entatigg 
division, Waltham, Mass, 
Loewy-Hydropress division, Ney 
York, 
* cd * 
Standard Promotes Larso, 
Promotion of L, S. Larson fr 
corporate controller to treasurer g 
Standard Products Co. has beg, 
announced. Larson joined Stang 
ard 12 years ago as plant account. 
ant of the Port Clinton (O.) diy. 
sion. 
+ Ed + 
Ford Names Kimbrough 


Of Omaha District Sales 
Appointment of William E. Kim. 
brough as manager of Ford diy; 
sion’s Omaha district sales office 
has been announced. 
Kimbrough succeeds C. H. We. 
gand, who has joined Ford’s specigj 


Headed by Jack W. Smith, | of the corporation’s divisions: | products division. He formerly wa 


branch manager, the office will be| Hamilton division, 


Hamilton, O.; 


(Continued on Page 27, Col. 3) 
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ation with Chevrolet- Detroit for six 
and months. He succeeds Owen B, Ellis, 
New A Dp | named resident comptroller of 
u T Oo e r S ©) n n e Chevrolet-Buffalo division. Courter 






joined Chevrolet in 1940. 
* * * 
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from COASTAL = (Continued from Page 26) Kaiser Aluminum Appoints 
er of ¢ sictninn manager of the market represen-| Derenski formerly was a chiet | Locke in Highway Sales 

been A Liujaas ” i tation department in Ford divi-| process engineer for Santay and Robert E. Locke has been ap- 
‘and. tt7e sion’s general sales office at Dear-| later headed his own tool manu- | Pointed manager of highway sales 
ount- born. | facturing firm. for Kaiser Alu- 






divi. * * * * * «& minum & Chemi- 
. * . cal Sales, Inc., and 
Dennis Appoints Crowdes Welker Appointed will direct sales 











Dennis Chemical Co., St. Louis,, Thompson and Sons of Lyons,| {| 
has appointed G. J. Crowdes as dis-|Ill., has appointed Jack Welker as| 
ee trict manager of its Ohio regional manager of its industrial vacuum 
ok. MAS Se re Meee, eT office. Crowdes formerly was with sales department. 


of aluminum in 
trucks, trailers, 
highway signs, 
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Kaiser Aluminum 

with 10 years of 
R. E. Locke sales experience 

with Southwest Ornamental Iron 

Co., Kansas City. He previously was 

eee with Montgomery Ward 
0. 






the open classification in a nationwide outdoor advertising sign contest sponsored by Robert Derenski has been ap- Courter as resident comptroller of 
Minnesota Mining & Mfg. Co., St. Paul, Minn. The competition was open to signs sur-| pointed manager of custom sales | Chevrolet-Detroit central office di- 
faced with “Scotchlite” brand reflective sheeting which makes them visible in full| for the Plastic and Metal divi- vision has been announced. Courter 
qlor at night under auto headlights. sions of Santay Corp., Chicago. (has been on special assignment 
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* * * 


AC Appoints Pratt 


Appointment of Sherman O, Pratt 
as comptroller of AC Spark Plug 
has been announced. Pratt, resi- 
dent comptroller of the Chevrolet- 
Flint manufacturing plant, suc- 
ceeds Russell L. Norris, who has 
been named comptroller of Pontiac. 

+ * + 


L-O-F Promotes Kleine 


Albert W. Kleine, who joined 
Libbey-Owens-Ford Glass Co, in 
1930, has been promoted from gen- 
eral superintendent of the laminat- 
ing plant to production manager of 
the combined East Toledo plants. 

* ” ~ 









NOW AVAILABLE 
from your FLEET OWNER representative 









General Tire Promotes 


McNeal to Eastern Sales 


Promotion of George A, McNeal 
to manufacturers sales representa- 
tive for General Tire & Rubber 
Co.’s eastern divi- 
sion has been an- 
nounced, 

He replaces 
Robert B. Wilbur, 
who has been 
promoted to sales 
manager of poly- 
eurethane pro- 
duction. Formerly 
a territory man- 
ager in General’s 
Akron division, s 
McNeal has been G. A. McNeal 
with the company since 1953. In his 
new post he will headquarter in 
Philadelphia. Prior to joining 
General Tire, he was associated 
with Brown & Bigelow and, earlier, 
with Continental Radiant Glass 
Heat Corp. 





all the market information you’ve always wanted 
.-. never had... on 109 truck fleet products 











FLEET OWNER sponsored it. McGraw-Hill research made it. 
Every supplier to the great truck fleet market can benefit by it. 
It’s a full-scale survey of 109 major automotive products, repre- 
senting an 81% billion dollar market. It covers purchases, buying 
habits, and rate of replacement. 












Made in close cooperation with over one thousand truck fleet oper- 
ators, it is undoubtedly the most comprehensive study of this 
rolling market ever attempted. The new information provided on 
market potential may well formulate new manufacturing and 


* * * 
Wettlaufer Names Penny, 


Campbell and Davidson 


Wettlaufer Engineering Corp, has 
announced the following appoint- 
ments: 

John D. Campbell, treasurer, suc- 
ceeding John MacKenzie, resigned; 
H. A. Davidson, purchasing agent 
to plant engineer, and H. H. Penny, 
37. years purchasing agent of Fed- 
eral Motor Truck Co., succeeded 
Davidson. 


7 7 7 
Dolan, Moenich Named 

Tipp Mfg. Co., Tipp City, O., has 
established a controls division to 
manufacture and distribute “pack- 
age” industrial controls for func- 
tions which can be measured elec- 
trically. R. A. Moenich has been 
named chief engineer, and David 
J. Dolan will handle field sales 
problems. 














‘ merchandising patterns throughout the industry. 










You have an unprecedented opportunity to set new sales sights for 
1957, as 90% of the respondents to this study say they will spend 
as much or more for products and services during the next year. 

















Your FLEET OWNER representative has this information. Call 
him, or write or phone us (LOngacre 4-3000, extension 8333). 
You’ll hear from us within a week. 











- * » 
Blumenthal Names Harper 
In Auto Fabric Sales 


V. J. Harper, vice-president and 
sales manager of furniture uphol- 
stery fabrics for Sidney Blumen- 
thal & Co., Inc., has been given the 
additional duties of sales director 
for automobile and industrial fab- 
rics. 

Jerome A. Ciaccia will continue in 
charge of automobile and industrial 
fabric sales under Harper’s direc- 
tion. Norman Tarnoff has resigned 
as Blumenthal sales executive vice- 
president. 
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7 . = 
Warner Names Greene 


Richard Greene has been named 
a representative for Warner Elec- 
tric Brake & Clutch Co., Beloit, 
Wis. His headquarters will be in 
St. Louis. Greene formerly was as- 
sociated with Lincoln Engineering 
Co., St. Louis, and Aeroil Products 
Co., South Hackensack, N. J. 
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‘ommercial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


RUCK DEALERS seem to be 

making a more valiant effort to 
sell complete trucks this year and 
to garner the greatest amount of 
profit possible from every truck 
deal, 

A recent survey of leading truck 
dealers discloses that 31.25 percent 
of all trucks sold by the surveyed 
dealers had either bodies or some 
pieces of truck equipment bought 
from a truck body and equipment 
distributor. 

This was true despite the fact 
that approximately 62 percent of 
all trucks sold in the first half 
of the year were in the tonnage 
range of 10,000 GVW or under. 

In addition to this greatly im- 
proved sales trend, the same survey 
found that 71 percent of the dealers 
reporting worked with the equip- 
ment distributors on every deal 
where the distributor could aid 
them on body or equipment sugges- 


tions and technical aid. 
+ > * 


{ees 60 percent of 
the dealers reporting said they 
carried demonstrators in stock part 
or all of the time, and 56 percent 
said they worked with demonstra- 
tors furnished by the equipment 
and body distributors whenever 
those outlets brought something 
new into the area. 

In addition to selling more bodies, 
dual drive bogies, lift tail gates and 
other pieces of truck equipment, the 
average truck dealer is also making 
a determined bid for the accessory 
business that each truck sale pro- 
vides. Eighty-four percent of the 
dealers queried said they made an 


Monthly Sales 
Suffer Third 
Straight Drop 


By W. C. Lockwood 
Staff Correspondent 
W-TRUCK registrations in 
August dropped for the third 
straight month. The total was 13.30 
percent below July, 1955. 
The eight-month tally clung to 
a 44 percent edge over the like 






period of last year, according to | = 


figures compiled by R. L. Polk & 
Co. 


Total for the first eight months 
was 613,242, compared to 610,575 
for 1955. August’s total was 79,831 
for 1956 and 92,079 for 1955. 

August of last year was the sec- 


ond highest month of the year in 
(Continued on Page 31, Col. 3) 


TTR ae ee 


effort to get the riding light, rear 
view mirror, turn signal and other 
accessory sale rather than let these 
items that are incorporated to a 
great extent in the body go to the 
body builder. 

Only 20 percent of the dealers 


said that they let the body builder 
have this business in whole or in 


This determination on the part of 


the average truck dealer to obtain 
as much of the profit as possible 


(Continued on Page 30, Col. 1) 


Four Makers Unveil '57s 


ars Roe Baie ° 
= ue 


os ined OBS cea 





Chevrolet Half-Ton Panel— 


One of the 24 lightweight trucks offered by Chevrolet in 1957 is this half-ton panel 


with custom equipment. 


Story and more pictures on Page 39. 


Dodge Shows New Models— 


This includes chrome grille, bumpers and headlight bezels. 





The Dodge 600 stake with a 14-foot body, 197 horsepower V-8 engine is shown in 
farm operations. It has a GVW rating of 21,000 pounds. The new trucks are offered 
with horsepowers of from 113 to 232. Twenty-six stake or platform models are offered. 


Story and more pictures on Page 34. 





GMC ‘Blue Chip’ Pickup— 
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Equipment Helps Boost — 
Dealer Profit on Trucks 





| 





Studebaker's ional Entry— 


|connected with the national 


Truckin’ 


At LONG last, something may be 
done about one of the most 


serious problems in the trucking 
business—how to finance the equip- 
ment purchases of the small 
trucker. 

Wendell B. Barnes, administrator 
of the Small Business Administra- 
tion, recently not only conceded 
that 97 percent of the trucking in- 
dustry is classified as small busi- 
ness and is eligible to be considered 
for financial assistance under the 
Small Business Administration’s 
loan program, but also said he was 
taking steps to do somehting about 
it. 

“Our study, however, has indi- 
cated that the trucking industry 

presents unique problems to a 
lending institution,” Barnes 
stated. “Therefore, I am appoint- 
ing a committee within the Small 
Business Administration, con- 
sisting of Frank Matchett, direc- 
tor of the office of financial as- 
sistance, and a representative of 
the office of the general counsel, 
to explore these special problems 
so that additional financial assist- 
ance may be made available to 
this vital industry. 


“It appears a partial solution to} 


this problem may be legislation 


which would provide adequate pro- | 
tection for a lender in those cases | 


-.- by Jack Weed 








where moving equipment is used 
collateral for loans. This woul; 
solve one of the inherent problems 
in the industry which has made it 
difficult for individuals to obtaiy 
credit from banking institutions, » 
well as from SBA. 

“A solution to this problem wou 
facilitate the obtaining of credit fo 
truckers from private lending insti. 
tutions. We will appreciate any oo. 
operation that the trucking indy. 
try may give to this administratin 
in its deliberations on these prob 
lems.” 

= + + 

Growth A Factor 
iy ALWAYS has been a problem 

for a small trucker, even though 
he has had a good past record, tp 
finance new equipment in a busi- 
ness that is growing too fast for the 
trucker to build up a reserve with 
which to meet the demanded down 
payment on new equipment. 

With the tremendous roadbuili- 
ing program breaking on a national 
basis, it kind of looks as if we 
might be suddenly thrown into 4 
situation which I remember vivid} 
that occurred back in the early 
1920’s, when we had a postwar 
building boom and there was a tre 

(Continued on Page 32, Col. 3) 


Truckers Ponder Problems 


Of Financing, 


By Jack Weed 
Truck Editor 


= things that seemed up- 


permost in the minds of the 


Highway Law; 


rates upon competing modes a] 
transportation. ; 

“In other words,” said John ve 
Lawrence, ATA managing director} 


truckers at the American Trucking | “such a provision would effectively} 


Assns. convention here were cen- 
tered around legislation, problems 
road 
program and organizing relief to 
“small businessmen” truckers in 
purchase of new trucks and equip- 
ment. 

The legislative threat of most 
immediate concern is the fight by 
some interests to remove govern- 
mental control of rates. 

After winning the first step in the 
fight to return to unbridled rate 
competition, the rails have asked 
one addition to the present rate 


| making rules which would prohibit 


the Interstate Commerce Commis- 
sion from considering effects of 








Studebaker, with this new Transtar Two-ton model, moves into the heavier-duty truck 
This 1957 GMC pickup is powered by a 206 horsepower engine. The new front-end | fleld for the first time. It is powered by a 289-cubic inch V-8 or. wheelbases of 131, 
design is said to retain the GMC look. Story and more pictures on Page 35. 


155, 171 and 195 inches. Story and more pictures on Page 38. 


prevent the ICC from protecting th} 
rate structure and from preserving} 
inherent advantages of each of th) 
several modes of transportation.” 

3 > * 


Uy the highway bill passed 

the trucking industry only hai) 
to worry about state regulation) 
and taxes. Now, these problems wil] 


be with the industry on a national 
level as well. 


Considerable thinking and plax 
ning seems to be in evidence @ 
the great potential which the 
road program will bring to the 
truck industry. Truckers seem # 
be even more aware of its long 
reaching impact than some mant 
facturers. Leaders in the ATA 
already are beginning to lay plans 
to meet the responsibility that 
a national system of limited at 
cess roads will bring. 

The problem of the small tru 
of finding adequate financing to 
new and cnlarge rolling stock 
been getting action by alert AT 
leaders. This inability of 
operators to get new pure 
financed cn an equitable basis 
been a thorn in the side of the 
dustry for many years. 

Bankers have been loathe 
finance truck and trailers 
smaller operators as many did 
have assets that met normal bank 
ing provisions. Initial costs wet 
much higher and terms asked wef 
longer than automobile paper 

(Continued on Page 29, Col. 1) 




















Truck New Products 
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opnvention Issues . . 


And Highway Laws 


(Continued from Page 28) 


in the eyes of bankers, risks were 
too great. 


* * * 


O, THE credit committee of 


ATA under Walter F. Carey has, | 


with the aid of W. R. Dilworth, for- 
mer Bank of America official now 
with Kenworth Motor Truck Co., 
worked out a “two-way” program 
that, it is believed, will bring relief. 

Proposed are a mutual reserve 
company to finance the equip- 
ment and a guaranty insurance 
company to guarantee the loans. 

The plan would require borrowers 
to buy stock in the two agencies 
in lieu of downpayment on new- 
truck equipment. The mutual re- 
serve would stretch repayments 
over as much as eight or ten years, 
possibly to match life of the equip- 
ment. 

Obligations of the mutual reserve 
would be qualified for investment 
by pension trusts, insurance firms 
and others because of being guar- 
anteed. 

x *. + 

ONTROL over these industry 

credit agencies, which ATA di- 
rectors will decide on in January, 
is likely to be placed with the in- 
dustry federation through ATA 
participation in initial capital 
structure, 

To make it less arduous to re- 
cover vehicles in case of non- 
payment, a “lien recordation” bill 
has been introduced in Congress 
and passed by the Senate, House 
action is expected early in the 
next session, according to an ATA 
spokesman. 

This bill is understood to order 
the recording of a lien on any piece 


|each of the agencies 40 offices to 
specialize on trucking. 

Barnes said the study will center 
on the financing problem of 
truckers, both private and SBA 
loans. 

Among the automotive firms 
having headquarter hospitality 
rooms at this year’s ATA con- 
vention were Dodge Truck, Day- 
ton Rubber, Bendix Radio, 
Firestone Tire, Highway Trailer, 
Thermo King, International Har- 
vester, White Motor, Armstrong 
Rubber, Liberty Mutual, Cum- 
mins Engine, Bostrom Manufac- 
turing, Strick Trailers, Gindy 
Trailers, Gramm Trailers, GMC 
Truck, Pure Oil, Trailmobile, U.S. 
Rubber, Reo, RCA Radio, Mack, 





of equipment to be recognized in| 


all states and enable recovery meas- 
ures without interference by state 
laws. 

It has been pointed out by those 
behind this new credit program 
that prices of some refrigerated 
trailer equipment is as high as a 
box car and even higher. 

It was said that this method 
of handling financing puts loans 
on a basis similar to department 
store and furniture house ac- 
counts, in that a multitude of ac- 
counts should average out losses 
to a minimum, 


Another factor in easing of finan- 
cing for truckers is the action of 
the Small Business Administration 
in considering truckers grossing up 
to $5 million a year as “small busi- 
ness.” 

* * > 
REVIOUSLY, the line was held 
at $2 million. Wendell B. Barnes, 

SBA chief, also has announced that 
he is naming a special group to 
consider the industry’s problems 
and has designated an official in 


N. Y. May Make 
Owner Liable 


For Overloads 


ROCHESTER, N. Y. — Protests 
by Teamsters Local 398 may bring 
about a change in a 25-year-old 
state law which penalizes the 
drivers of overloaded trucks. 


The amendment would make the 
owner of the truck responsible for 
overloads. The change has been 
recommended to the Bureau of Mo- 
tor Vehicles by John W. Dennin, 
local supervisor of the State 
Department of Taxation and Fi- 
nance. 


He said he was “reasonably opti- 
mistic” that the Legislature would 
approve the amendment. 

Dennin mentioned the cases of 
30 truck drivers cited for overloads. 
Many of them, he said, did not 

Ow the weight of their vehicles. 
Under present law, he noted, such 
truckers may be fined and their 
licenses may be marked. Three 
markings can result in revocation 
of their operator’s licenses. 

He contended the law is especi- 
ally unfair to drivers for large 

ts who are not present when 
their vehicles are loaded. 
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ders Credit 








Budd Co., General Tire and 
Motorola. 


In addition, International Har- 
vester sponsored its customary 
Monday !uncheon with entertain- 
ment, Fruehauf held its usual 
breakfast for state association 
managers, GMC held its dinner 
dance, Goodyear Tire sponsored its 
mid-week luncheon with entertain- 
ment, and White not only threw a 
breakfast for the state managers 
and press but sponsored the cock- 
tail hour preceding the association 
banquet. 


Among interesting exhibits was 
one on testing deep freeze charac- 
teristics of insulation and freezing 
units for those who build low tem- 
perature “boxes.” This was held 
with the idea of trying to promote 
a uniform method of arriving at 
thermal efficiency. 







































































Disc Brakes for Triumph 


CANLEY, Coventry, England. — 
The Triumph TR-3 sports car now ve EET 
has disc brakes as standard equip- ” SE ee eae 


ment, it has been announced by ae 

Standard Motor Co. Ltd. The} White's New Dairy Delivery Truck... 

brakes, which incorporate Girling The latest dairy delivery truck announced by White Motor Co., Cleveland, is this 
White 300 model. Safety features of the new truck include front directional lights on 


patents, are being used on the 
front wheels. Rear wheels continue ¢ 
cab fenders, two body-interior lights, recessed stop lights and rear cluster lights. 


to use 10-inch drum brakes, 


of the right automotive bearing 
and the right bearing service 


Roller bearings look alike, and it’s practically impossible to tell 
the good from the “not-so-good” until after they're put into 
a job. 

You can always be sure of the right roller bearings for auto- 

motive replacement by insisting on the bearings in these 
boxes. 

Get the Bower roller bearings you need when you need 

them from your Federal-Mogul Service jobber. He can 

give you “on-the-spot” service—he knows automotive 

problems and can help you when you need help. 


FEDERAL-MOGUL 
Federal-Megul Service 


(Division of Federal-Mogu!-Bower Beanngs inc.) 
DETROIT 13, MICHIGAN 


SERVICE 
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Seek More Profits Per Deal... 


Dealers Push Truck Equipment 


(Continued from Page 28) 
in each truck sale is no doubt one 
of the reasons why, in a highly 
competitive year, 62 percent of the 
dealers claimed they made as much 
profit or more the first six months 
of this year as they did the first six 


months of last. 
* * aa 


Quizzed on Profits 

ILE 38 percent of the dealers 

said they made less profit on 
their truck sales the first six months 
of the year, 36 percent said they 
made more money and 26 percent 
said their profits were “about the 
same.” 

One of the surprising things 
brought out by the survey was that 
84.3 percent of all dealers reporting 
said they sold heavy duty clutches 
as optional equipment. 

This seems to indicate a number 
of things, including the impression 
that the truck makers are trying 
to limit the size of the loads that 
the owner may want to put on the 
truck by equipping each model with 
clutches that won’t stand the gaff 
of consistent overloading. It also 
shows that the owners are demand- 
ing clutches which will give them 
the service they want without un- 
due wear and failure. 

It also seems to indicate that 
the average truck dealer is show- 
ing a great deal more interest in 
satisfying his customers and hold- 
ing their goodwill than has been 
indicated during the past two 
or three years, 

While the number of dealers who 
made more money on the sale of 
bodies, equipment and accessories 
was not too great a percentage, the 
number who made less money was 
considerably less. 

For instance, on bodies, while 
21.5 percent said they made more 
money on their body sales this year 
than last, only 17.5 percent said 
they made less and 61 percent re- 
ported their profits were about 
the same. 

= - > 
EQUIPMENT 23 percent of 
the dealers said they made 
more profit this year than last, only 
9 percent said they made less and 
68 percent reported that their net 
was about the same. 

On accessories 21 percent said 
they made more profit, 14.5 percent 
said they made less money and 64.5 
percent said their profits were ap- 
proximately the same as last year. 

These dealers, however, were 
pushing a long list of accessories 
that contained many items that | 
many truck dealers make no | 
effort to sell. Among the items 
that the dealers reported they 
were actively pushing were | 


i 
2 
i 


tanks, fifth wheels, riding lights, | 
mud flaps, power brakes, bumpers, 
windshield washers, power lift 
tail gates, trailer connections, air 
conditioning, sanders, flares, air 
horns, chains, cigaret lighters, 
sunvisors, trailer couplers and 
tachometers. 





Among the equipment items these 
dealers were pushing were dual 
drive bogies, trailer fifth wheels, 
trailing axles, fire equipment, 
winches, oil field bodies and safety 
equipment. 

Most of the dealers queried sold 
truck tires, with 35 percent hand- 
ling the changeovers in their own 
shop, 60.5 percent sending the truck 
out to a tire distributor to do the 
actual changeover of rims and tires 
and 3.5 percent sending the truck to 
a wheel and rim shop. 

a > - 


Interest in Tires 


To SEEMS to indicate beyond 
question that today’s truck 
dealer is taking much more interest 
in the tire end of his business and 
also seems to indicate that with the 
multitude of sizes and types of 
truck tires in both the tube and 
tubeless types, many truck dealers 
are working closely with the tire 
distributors so that they can garner 
some of the changeover profits that 
are available. 

Another profit factor that has 
showed up consistently on this sur- 
vey is the relatively high number 
of dealers who are in a position to 
offer not only complete painting to 
their truck customer trade but also 
to handle the lettering of the jobs 


in their own shops. Much of this 
work in the past was farmed out to 
some local body builder or other 
source, 

There also seems to be con- 
siderable difference between the 


practices of the exclusive truck 


Conn. Truckers to Expand 


Road Patrol Activities 


HARTFORD, Conn.—Sixteen 
truck fleet operators have pledged 
cooperation in the expansion of the 
highway patrol activities of the 
Motor Transport Assn. of Connecti- 
cut, Nineteen other fleets in the 
association’s safety council are ex- 
pected to join, and invitations will 
be extended to fleets outside the 
council, 

Under the Connecticut system— 
called the “Buddy Plan”—two-man 
teams patrol busy truck routes and 
report instances of faulty driving 
to the Motor Transport Assn. The 
reports then are forwarded to the 
companies involved, 
















dealer and the dealer who handles 
both cars and trucks on some 
phases of the business, 

For instance, the exclusive truck 
dealer reports that 39.76 percent of 
all trucks sold carried bodies and 
equipment, while only 26.26 percent 
of those sold by the combination 
dealer were thus equipped. 

No doubt, the fact that the car 
dealers sold more of the light 
trucks under 10,000 GVW than the 
exclusive truck dealers had a tre- 
mendous bearing on this phase of 
the business. 

* * * 

OX THE other hand, 79 percent 

of the exclusive truck dealers 
said they normally work closely 
with the truck equipment distribu- 
tor, while 86 percent of the com- 
bination dealers lean on the 
distributor for more aid. 

Exclusive truck dealers, however, 
are more prone to sell with the aid 
of demonstrators than the combina- 
tion dealers. A total of 67.5 percent 
of the exclusive dealers carry 
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| demonstrators 


in stock, while 56 
percent of these who sell both cars 
and trucks maintain their own 
demonstrators. 

Demonstrators carried in stock, 
depending on the demands of the 
area, in which the dealer is 
located, include forward control 
models, dumps, pickup with utility 
bodies, cement mixers, logging 
rigs and special stakes. 

The exclusive dealers reported 
that they made more money on the 
sale of bodies this year over last 
year and were tops in earnings on 
both equipment and accessories. 

On bodies 28 percent of the ex- 
clusive dealers said they made more 
on the sale of bodies, six percent 
said they made less and 66 percent 
said their profits were about the 
same as last year. Eighteen percent 
of the combination dealers said 
they made more, 24 percent said 
they made less and 58 percent said 


their profits were about the same. 
* * z 


No Equipment Losses 
EQUIPMENT, 37 percent of 
the exclusive dealers said they 
made more and 63 percent said 
they made about the same. None 
said they made less. 
Only 14 percent of the combina- 





Some of the Schrader Products for dealer service 


ESTABLISHED IN 1644 


—. 


| tion dealers admitted to making 


more, 14 percent said they made 
less, and 72 percent said their 


| profits on equipment were about 
| the same. 


Practically the same situxtion 
prevailed on accessories. Twenty- 
nine percent of the exclusive 
dealers said they made nore, 
none made less and 71 percent 
said they made about the same, 
Sixteen percent of the combina. 

tion dealers made more, 22." per- 
cent made less and 61.4 percent said 
their accessory profits were about 
the same, 

This seems to indicate that while 
the exclusive truck dealer may 
trade close on the truck, he usually 
endeavors to get his full profit on 
bodies, equipment and accessories, 
Many combination dealers, how- 
ever, are prone to give these profits 
away, or at least a large share of 
them, 


Winerich Builds 
SAN ANTONIO, Tex.—Winerich 
Motor Sales Co. (Studebaker) is 
constructing a new building, ac- 
cording to William H. Winerich, 
president. The company has been a 
Studebaker dealership since 1904. 


The tire valve with the famous 
long-core principle that locks 
the air in the tire. This valve 
core is the heart of your tire 
valve—to guarantee your 
customers safe driving. 
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Commercial Car Registrations 
First Eight Months, 1955-1956 





1st 8 Mos,, Percent ist8Mos., Percent Percent 

Regis., Share of Regis., Share of Point 

1956 Market 1955 Market Change 
seveseneeeseesoereuerenesess 205,446 33.50 201,166 32.95 + 55 
scubsivinicbberensensveeseneveesesss 182,737 29.80 194,230 31.81 —2.01 
sovteeseersesensenenes 74,262 12.11 69,752 11.43 + .68 
seviesevesvescereesebeemesecesenetiee 57,591 9.39 50,049 8.20 +1.19 
duessorenareenervasemosensessios 39,704 6.47 44,718 7.33 — .86 
coreesceusssereneccoesvoesesesenss 14,400 2.35 16,942 2.77 — 42 
Sosnuvetenessouedesoeneneoseees 10,610 1.73 8,980 147 26 
Sapeevnvscccesincreerensaceeseeteese 8,965 1.46 6,884 1.13 t 33 
Studebaker. .................000000 6,554 1.07 7,716 1.26 — .19 
PENNE, TE cowcesvensreesssssesorne 2,762 45 2,350 38 + .07 
SED. _.sssospeseenessevsevsesevecoesseseseeee 2,026 33 1,884 31 + .02 
SOURITEEDY, ccvcsccensecoreesecosssoree 663 ll 690 Al — 
Miscellaneous** ................ 7,522 1.23 5,214 85 + .38 















610,575 





100.00 

* White includes Autocar, Freightliner and Sterling. 

** Miscellaneous included Corbitt, Marmon-Herrington, Four Wheel Drive, Federal, 
ete, 


100.00 


—Compiled from R. L. Polk & Co. data. 


Coggin Builds Air-Conditioned Dealership 


BIRMINGHAM, Ala. — Construc- | Luther Coggin sr., president, said 
tion has been started on a $200,000| he plans an air-conditioned sales- 
building to house Luther Coggin| service headquarters with 19,000 
Oldsmobile, Five Points West.! square feet of showroom space. 
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°56 Truck Total Barely To 
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Monthly Sales Suffer 
Third Drop in Row 


(Continued from Page 28) 


truck registrations. Top month was 
December with 93,733, while Sep- 
tember was fourth with 89,891. So, | 
unless there is a pickup, another 
loss from last year can be expected 
in September, 1956. 
+ * * 
ys nage held first place for) 
the year with 205,446 registra-| 
tions, or 33.50 percent of the mar-| 
ket, Ford was second with 182,737, | 
or 29.80 percent, and International | 
was third with 74,262, or 12.11 per- 
cent. 

GMC was fourth with 57,591, or 
9.39 percent of the market; Dodge, 
fifth with 39,704, or 6.47 percent; | 
Willys, sixth, 14,400, or 2.35 per- | 
cent; White, seventh, 10,610, or 
1.73 percent, and Mack, eighth, 

8,965, or 1.46 percent. 

Studebaker, ninth, 6,554, or 1.07 | 
percent; Diamond T, 10th, 2,762, or 





Plan any tire 
for any vehicle... 
designs and produces 
the valve! 


And you can be certain of the performance 


Tire designers need never restrict them- 
selves with valving problems. Schrader, 
world’s leading tire valve manufacturer, has 
the facilities and experience to valve even 
the most forward-looking tires—dependably 
and inexpensively. Schrader’s constantly im- 


placement parts. 
vehicle can travel. 


A. SCHRADER’S SON, Division of Scovill Manufacturing Company, Incorporated, 470 Vanderbilt Avenue, Brooklyn 38, N. Y. 


45 percent; Reo, 2,026, or .33 per- 
cent; Brockway, 663, or .11 percent, 
and miscellaneous makes accounted 


Mechanex to Widen 
Oil Seal Distribution 


DENVER, — Mechanex Corp. 
has announced a decision de- 
signed to streamline distribution 
of Mechanex wheel oil seal. 

Allen J. Stephens, general man- 
ager, said this distribution plan 


| will permit fleet owners to pur- 
| chase the wheel oil seals or have 


them installed on all new, used 
or presently owned trailers in any 
locality throughout the nation. 

Stephens said it may be a mat- 
ter of a few weeks before all 
trailer branches build their 
stocks. 


proved, modernized plants guarantee 
prompt deliveries of quality products. And 
your vehicles’ reputations are further se- 
cured by Schrader service, tools, and re- 
.. available everywhere a 
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for 7,522 registrations, or 1.23 per- 
cent of the market. 

Chevrolet showed a gain of .55 
of a percentage point in its portion 
of the market, Ford lost 2.01 points 
and International gained .68 of a 
point. 

* * * 

MC was up 1.19 percentage 

points; Dodge, down .86; Willys, 
down .42; White, up .26; Mack, up 
.33; Studebaker, down .19; Diamond 
T, up .07; Reo, up .02; Brockway 
held even, and miscellaneous makes 
rose .38 of a point. 

The Chevrolet-Ford race saw 
Chevrolet leading in 32 states, 
Ford in 16 states and the Dis- 
trict of Columbia. Nine states 
showed a gain in registrations in 
August over the same month of 
last year. 

California again led with 8,227 
registrations. Texas was second 
with 7,882, back in the runner-up 
spot again after being nosed out 
by Georgia and New York in Au- 
gust. 

The top 10 states for August 
were: 


1956 1955 
1. California ........ 8,227 8,372 
Be, I: saraiostoeidh 7,882 8,971 
3. New York . . 4,466 4,491 
4. Pennsylvania — .... 8,798 4,845 
5. Mlinois 3,013 3,713 
6. Ohio 3,007 4,126 
7. Georgia . 2,516 2,904 
8. Indiana . 2,463 2,942 
9. Michigan ....... 2,301 3,700 
10. Florida. ..... . 2,241 2,385 


5,743 Trucks 
To Be Added by 
U.S. Post Office 


WASHINGTON. — The 5,743 new 
trucks which the Post Office 
Department is ordering will be of 
four types and all will be built on 
three-quarter-ton chassis. 

More than 2,000 of the units will 
have right-hand drive. 

Many of the vehicles are ex- 
pected to be on hand in time for 
the Christmas rush. The depart- 
ment ordered 2,968 units earlier 
this summer and opened bids for 
the remaining 2,775 last month. 

Here are the body specifications 
and the number of each type to be 
added to the postal fleet: 1,420 sit- 
stand right-hand drive, 140-cubic- 
foot-body; 625 parcel delivery, 
right-hand drive, 200-cubic-foot 
body; 2,150 standard parcel 
delivery, 200-cubic-foot body, and 
1,548 standard parcel delivery, 300- 
cubic-foot body. 

All the vehicles will be painted 
red, white and blue. 

In a further effort to speed mail 
delivery, the department is ordering 
1,500 new motor scooters, 2,000 more 
bicycles and 6,000 hand carts, sim- 
ilar to the familiar golf caddy-carts, 


Diamond T Gets 
$20 Million Order 


CHICAGO. — A $20 million con- 
tract for 1,783 five-ton, six-wheel- 
drive military trucks has been 
granted to Diamond T by the Chi- 
cago Ordnance Division. 

No other firm produces this type 
truck, Z. C. R. Hansen, Diamond T 
president, said. The trucks will be 
assembled on their own production 
line. 








ADVERTISEMENT 


OIL FILTERS 


HOW MUCH MONEY was. 
spent for them by truck fleet 
operators last year? 


The greatest survey of the roll- 
ing market ever made shows— 


$18.5 MILLION 


FLEET OWNER KNOWS new 
market figures for 108 other 
major automotive products. 


See Pages 26-27 
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One of 12 International Models— 


Rounding out the new International truck V line, 12 six-wheel models have been 
announced by International Harvester Co. Eight of these models are cab-over-engine 
type, as illustrated by the VCOF-205 tractor shown here. This representative of the 
latest V-8 powered additions can be obtained with either the 226-horsepower V-461 
engine, or the optional 257-horsepower V-549 engine. There are three wheelbases | some of the earth-moving contracts 
available for this model, plus a wide range of clutches and transmissions. 






Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
---Can now gain extra profits from 
selling STEWART Mobile Homes. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere... are accepted as 
one of the very best manufactured to- 
day. A. complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 


I don’t depend 
on automobile 
sales alone — 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 
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(Continued from Page 28) 


mendous demand for dump equip- 
ment. 

I knew several operators at 
that time who owned two or three 
pieces of heavy equipment and 
who were offered bonafide con- 
tracts by reputable builders if the 
truckers could get the necessary 
equipment. 

Regardless of their standing in 
the past, it was practically impos- 
sible for those guys to get the 
equipment except from two truck- 
ing companies who carried their 
own paper and who would charge 
the trucker the long price because 
of the lack of assets to back the 
notes. 

Possibly some truck companies, 
or even the Small Business Admin- 
istration, can work up some kind 
of a lease with privilege of pur- 
chase deal that will allow good 
operators, short on working capital, 
to get the equipment to take on 


that will be begging for someone to 











take over before another year or 
so passes. 

At least, it seems to me that Ad- 
ministrator Barnes isn’t getting 
into this problem of making finan- 
cial aid available for capital invest- 
ment any too soon if the roadbuild- 
ing program is to be carried 
forward without delays. 

* * + 


Three-Letter Word 


IHERE comes a time for all of 
us when a little three-letter 
word pops up that changes the 
course of our lives. Each show and 
convention time, I become aware of 
its portent as it applies to my own 
ability to take these “tear-yourself- 
apart” meetings in stride. 
As you might have guessed, this 
little three-letter word is AGE. 
While I will have gone through 
two of the “toughies” in my wax- 
works circuit by the time you 
read this, and no doubt will be 
somewhat the worse for wear— 





VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1955, approximately 
96,000 coaches were sold at a retail 
sales figure of nearly $400,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





STEWART COACH INDUSTRIES, INC. 
Department AN e Bristol, Indiana 
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the American Trucking Assng, 
convention is always one of the 

“tearingest” weeks of the show 

circuit—I have an especial reason 

for talking about age right now, 

One of my gocd friends in this 
industry, who I am sure feels as 
good and is as active as I, will have 
had the curtain pulled down on his 
industry activity-—also, by the time 
you read this. 

Larry Shaffner, for years the 
head of General Motors fleet sales 
department, has reached that nu- 
merical 65 which in the corporation 
means you are through regardless 
of how you feel or act. 

It makes no difference if you 
would like to go on doing your job 
for another decade; the law of the 
corporatin says, “Old boy, you are 
now being turned out to pasture.” 

* * ok 


Reminiscence 


I FIRST knew Larry when he wag 
a peddler for a well-known tire 
company and it was because of this 
vocation that he caused me some 
expense and annoyance. We met 
one day in the lobby of the Repub. 
lic Motor Truck Co. in Alma, Mich, 
and when Larry said he was going 
up to see Transport Motor Truck 
at Mt. Pleasant when he got 





through with the buyers at Repub- 
lic, I offered him a ride as I was 
going up to see Milt Holmes my. 
self. 

So, Larry loaded his backbreak- 
ing load of sample tire sections 
and data sheets in the back of my 
car and we started out. Just as we 
went into Mt. Pleasant we hit a 
chuckhole and away went a rear 
spring. 

Fortunately, we were able to get 
the car fixed while we made the 
Transport call, but I have never 
ceased ribbing Larry about wreck- 
ing my car the first time I ever 
gave him a ride. 

Soon after this “early ‘teen” 
experience, Larry went with GMC 
truck and our paths have crossed 
often down through the years. It 
really seems a shame to see so 
much “savvy” about fleet and 
lease operation be relegated to 
watching the stream flow past the 
backyard of his new home up 
near Lake Orion, Mich. 

Then, there is Ed McPhee whose 
age put him in the “ringer” at 
Houdaille Hershey nearly a year 
ago. Ed just can’t take it sitting 
down. He points proudly to his long 
experience in the business, which 
started back with Ford just prior 
to the building of the Rouge plant 
and includes a term as an outstand- 
ing dealer in Norflok just as we 
went into the depression. 

Ed feels his vast experience 
should be of value to some dealer in 
a southern point, where he could 
dodge our winters. 

. ae * 


Changing Modes 
A= then, as things come in 
threes, there’s the case of 
another good manufacturer's “rep” 
who has built up a tremendous bus- 
iness with the car factories for a 
western manufacturer. Changing 
styles in cars are demanding that 
the product he sells be restyled and 
reengineered and his sole owner- 
manufacturer, well above the well- 
known retirement age, just doesn’t 
feel like going through the intense 
application that such a move im- 
plies. 

So this friend faces having his 
work of the last 10 years go up 
in thin air, although he has had 
to turn down business from some 
of the “biggies” in the industry 
because his plant couldn’t handle 
the volume that was offered him 
on a silver platter. 

Oh well, there’s an answer to the 
problems of the latter two I am 
sure and maybe next summer Larry 
will have time enough now to re- 
sume some of the fishing we used 
to do together in our earlier days. 

x ~ ~ 


Three Reelected 

OHN Black jr., Dixie Drive It 

Yourself System, Birmingham, 
Ala., was one of the three officers 
of the National Truck Leasing Sys- 
tem to be reelected for the coming 
year. Black was reelected presi- 
dent; R. H,. Brundage, Columbia 
Terminals Co., St, Louis, vice- 
president and Frank Max jr., Truck 
Rental Co., Baltimore, treasurer. § 
J. Palisano, Lincoln Truck Rental, 
Buffalo, was elected secretary: 
Martha Dunlap continues as execu- 
tive director. 
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Finds Divergent Views Among States... 


U.S. Compares Road-Tax Studies 


WASHINGTON. — The findings 
of highway tax studies made in 
nine states have been compared in 
an article in the current issue of 
Public Roads, organ of the U. S. 
Bureau of Public Roads. 

Although studies have been 
made in other states, only in the 
nine covered in the comparison 
were findings expressed in such 
terms that they could be readily 
analyzed, the bureau said. 

These states were California, 
Colorado, Illinois, Louisiana, Minne- 
gota, New York, Ohio, Utah and 
Washington. 

The comparison covered eight 
typical vehicles: Passenger car, 
pickup, bus, two-axle truck, three- 
axle tractor-semitrailer, four-axle 
tractor-semitrailer, truck - trailer 


and tractor-semitrailer-trailer, 
As might be expected, there was 





Aluminum Cold Plates— 


Installed in a seven-ton refrigerated 
truck, Alcoa cold plates eliminate 4 ton 
of “dead weight.” 

* * * 


Aluminum Plates 
Replace Steel 
In Truck Coolers 


PITTSBURGH. — Aluminum has| 


been used to replace steel cold 
plates in refrigerated trucks in a 
joint experiment conducted here by 
the Aluminum Company of America 
and Isaly Dairy Co. 


A cold plate, commonly called a} 


“holdover” plate, is a thin rectangu- 
lar tank installed inside the van 
section of the truck. Filled with a 
brine solution, it is frozen when 
liquid ammonia is piped through. 

The experimental installation in 
one of Isaly’s trucks required five 
aluminum plates for the two com- 
partments. Three small plates were 
used for a small forward section to 
maintain temperatures of 0 to 10 
degrees Fahrenheit for ice cream, 
and two larger plates were bolted 
in the more spacious area to keep 
dairy products at 40 degrees. 

Isaly officials found they could 
Save approximately %-ton in the 
seven-ton truck by replacing the 
heavy steel plates with aluminum. 

Although the use of aluminum 
for eutectic cold plates is in the ex- 
perimental stage, according to 
Alcoa, news of the installation has 
brought inquiries from other dairy 
distributors who want the payload 
— of lighter refrigeration sys- 


McManus Named 
Anthony President 


STREATOR, Ill. — Frank C. Mc- 
Manus has succeeded Glenn A. Duis 
as president of Anthony Co., manu- 
facturer of truck hoists, bodies, 
dump trailers and lift gates. Duis 

resigned to devote more time 
to personal interests. 

For 20 years McManus served 
Mack Truck Co. as an engineer and 
factory manager and for several 
year was a division manager at 
Fuller Mfg. Co. 


Tidewater Buys Eastern 
NEW YORK. — Tidewater Oil 
Co, has purchased one of its larg- 
est franchised distributors in the 
east —- Eastern Oil & Gas Corp., 
Riverhead, Long Island. 





considerable variation from state 
to state in the recommended user- 
tax payments for each of the eight 
vehicles. 

Nevertheless, there was a 
marked central tendency in that 
the study findings, particularly 


International to Close 
Indiana Implement Plant 


CHICAGO. — International Har- 
vester Co, will close its Richmond 
(Ind.) farm implement plant in the 
spring of 1957, the company an- 
nounced, 

Eugene F. Schneider, vice- 
president, Harvester’s farm imple- 
ment division, said the permanent 
shutdown was forced by “changing 
nature of the farm implement mar- 
ket and the physical characteristics 
of the plant.” Production will be 
transferred to the McCormick 
works in Chicago and the com- 
pany’s Canton (Ill.) plant. 


more than normal service brake stopping distance 
a brake failure while the combination is traveling 50 ™& 
However . . . if this same combination 


the Midland Dual Braking System—the last word 


those for heavy vehicles, tended 
to group within relatively narrow 
intervals. 

The median values of the re- 
quired tax payments per year were 
$40 for the passenger car up to 
$1,836 for the tractor-semitrailer- 
trailer combination. 


Expressed as an index giving 
passenger-car payments a figure 
of 1.0, the payment on the largest 
truck combination represents an 
index figure of 45.9. 

Median tax payments per mile of 
travel were 0.43 cents for the pas- 
senger car, 3.07 cents for the 
| tractor-semitrailer combination and 
|3.67 cents for the tractor- 
| semitrailer-trailer. The indexes are 
1.0, 7.15 and 8.54. 

The trend of median tax pay- 
| ments per gross ton-mile was down- 
ward, dropping from 2.2 mills for 
the passenger car to 1.2 mills for 
| the tractor-semitrailer combination 
j}and 1 mill for the tractor- 
semitrailer-trailer, The median in- 
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dexes of required tax payments per 
ton-mile were 1.0, 0.55 and 0.46. 
Total user-tax payments per 
year on passenger cars ranged 
from $25 in California to $55 in 
Colorado; two-axle trucks, $106 
in New York to $292 in Colorado; 
buses, $549 in New York to $2,063 
in Minnesota; tractor- 
semitrailers, $610 in New York to 
$2,423 in Colorado, and tractor- 
semitrailer-trailers, $1,500 in 
Illinois to $5,392 in Colorado. 

On a ton-mile basis, user-tax 
payments on passenger cars ranged 
from 0.122 cents in New York to 
0.304 in Colorado; two-axle trucks, 
0.112 in New York to 0.307 in 
Colorado; buses, 0.081 in New York 
to 0.306 in Minnesota; tractor- 
semitrailers, 0.080 in New York to 
0.319 in Colorado, and tractor- 
semitrailer-trailers, 0.083 in Illinois 
to 0.299 in Colorado. 

In all the above figures, the New 
York fee is based on continuation 
of “current” (1949) expenditure 
level with motor-fuel tax rate of 
3 cents per gallon, The Colorado 
fee is based on a fuel-tax rate of 
8.5 cents per gallon and low regis- 
tration fees. Both states have al- 
ternate recommendations which 
produce different figures. 
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Trailer Shipments 


Hiked 13 Pct. 
During Month 


WASHINGTON. — Factory ship- 
ments of all types of truck trailers 
during August amounted to 5,630 
units valued at $27.5 million, ac- 
cording to the Bureau of the Cen- 
sus. 


This represents a 13 percent in- 
crease over the 4,962 units valued 
at $24.3 million shipped in July. 

Production during August was 
put at 6,018 units, a gain of 15 per- 
cent over the 5,222 units assembled 
in July. 

Peak shipments this year came 
in May, with a total of 7,098 units 
valued at $34.9 million. Output also 
reached the year’s high in May, 
with 7,196 units, 

August shipments broke down 
as follows: Insulated and refriger- 
ated vans, 466; furniture vans, 182; 
all other closed-top vans, 2,146; 
open-top vans, 374; petroleum tank- 
ers, 509; all other tankers, 91; pole, 
pipe and logging 127; platforms, 
836; low-beds, 254; dumps, 156; all 
other complete trailers, 139, and 
chassis, 350. 
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To equip your tractor-trailers to meet present ICC 
* braking requirements, see your nearest Midland 


Distributor. He’s anxious to serve you. 


THE MIDLAND STEEL PRODUCTS COMPANY 


Owosso Division. © Owosso, Michigan 


Export Department: 38 Pearl Street, New York, N. Y. 
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Dodge 900 Six-Wheeler— 


The Dodge 900 is offered in wheelbases of 144, 156, 174 and 192 inches. A 38,000- 
pound capacity rear axle unit is available. GVW rating is 46,000 pounds. The 354 
cubic-inch engine has twin carburetion and exhaust system, develops 232 horsepower 
and 355 pounds-foot torque. 
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Pushbutton Transmissions... 


1957 Line of Trucks 


Introduced 


DETROIT.—Despite increases in 
compression ratios, horsepower and 
torque on the new 1957 line of 
Dodge trucks, the engines are 
designed to operate on regular 
grades of gasoline. 

Dodge said this saving will run 
from 35 to 60 cents on each tank 
of fuel. The trucks were shown 
at dealer showrooms last week. 

According tc M. C. Patterson, 
Dodge president, improvements on 
the 1957 trucks are the greatest of 
any new model during Dodge’s 
| truck history. 

Pushbutton driving controls are 
|offered for the first time on any| 
|truck. It is offered on all low-| 
|tonnage and forward-control| 
trucks. 

Low-tonnage models are offered 
in pickups, panels and stakes with | 
maximum gross vehicle weight rat- | 





by Dodge 


ings ranging from 5,100 to 8,800 
pounds, 

These trucks may be powered 
by a 120-horsepower six-cylinder 
engine or a 204-horsepower V-8 
engine. The comparable six in 
1956 was 115 horsepower, the V-8 
was 172. 

The Dodge Town Wagon, a low- 
cost station wagon, which hauls up 
to 90 cubic feet of cargo or eight 


Truckstell-Wilcox Builds 
New Home in Buffalo 
BUFFALO. — Truckstell-Wilcox, 
Inc., distributor and installer of 
specialized truck equipment, plans 
to occupy by the first of the year 
a new building at 2025 Walden Ave. 
George F. Smith, president and 
treasurer, said the one-floor build- 
ing will measure 50 by 220 feet. 
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I n the world’s most modern and fully equipped photometric laboratory, Signal- 
Stat engineers put their imaginative ability to work and design Signal-Stat 
lenses. Ingeniously, projected light rays are reflected in and refracted through 
3 the lens for the most powerful and effective distribution of beamed light patterns. 


YOU help design our lenses. It is your safety and individual lighting needs that 


YOUR breakage problem prompts every Signal-Stat lens to be molded extra 
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Signal-Stat Corporation «+ 


thick of acrylics. Observe its thickness and you’ll see why our lenses can take 
punishment beyond the cracking or breaking point of all others. 


Signal-Stat lenses help fill your need for lamps capable of emitting powerful 
signals in both dark of night and glare of sunlight—to the sides as well as 
straight ahead. They’re lenses that won’t warp or fade. 


Whether it be an individual part such as Signal-Stat’s*lens or brass socket . . . 
i whether it be our signal lamps, combination turn signal, stop tail lamps or the 
exclusive SIGFLARE*® System (the most versatile signaling system available), 
YOU can be certain it has the best of everything . . . engineering skill—materials 
—workmanship. And, you can be certain YOU had a hand in its development. 


Signal-Stat costs no more and your truck manufacturer, dealer and automotive 
jobber can supply it. Insist on Signal-Stat. 


© Signal-Stat 


DIRECTIONAL SIGNALS + SWITCHES - FLASHERS . 


523-539 Kent Avenue, Brooklyn 11, New York 


* SIGFLARE, at less cost, provides 4 Class A-Type 1 Directional Signals, 2 Stop Lights, 2 Tail Lights and 4 powerful lamps for dis- 
ability warning—all with just 4 lamps and the patented Sigflare Switch. 
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passengers also is offered with 
either engine. 

The Power Wagon, a four-wheg} 
drive, in 1957 has a “big brother” 
— a larger four-wheel drive truck 
with an 18,000 GVW rating and igs 
offered with choice of a 197 horse. 
power V-8 engine or a 130 horse. 
power six-cylinder. Horsepower of 
the smaller Power Wagon has been 
upped to 113, Maximum GVW jg 
9,500 pounds. 

Cab-over-engine models ranging 
up to 201 horsepower with 22,509 
pounds GVW, six-wheel models 
ranging up to 232 horsepower with 
46,000 pounds GVW, forward con. 
trol chassis and school bus chassis 
complete the Dodge line of trucks 
for 1957. 

An overdrive transmission is 
available on the low-tonnage 109 
models (5,100 pounds GVW.) 
Two-speed axles are available on 
400 (15,000 pounds GVW) through 
900 (46,000 pounds GVW) and on 
all cab-over-engine models, 

Three-speed auxiliary transmis. 

sions are available on all tandem 
and conventional hig h-tonnage 
models for heavy-load and off-the- 
road operations. 

Full-opening hoods open upright 
at 90 degrees or to 48 degrees for 
service accessibility. Seat backs 
are adjustable, dual door locks per. 
mit entry to the locked cab from 
either door and new pull-type door. 
handles are used this year. 

A new hand brake lever per- 
mits adjustment for special con- 
ditions by turning the knob on 
the end of the lever. Heavier 
frames, larger clutches and 
brakes have been built into some 
models as special equipment, 
Dodge said, 

Tubeless tires are standard on 
most models, except the four-wheel 
drive 300 Power Wagon. Tube tires 
are available at no extra cost. The 
12-volt electrical system is stand- 
ard on all models. 


Trailer Loader 
Demonstrated on 


o . 
*Fishy-Back’ Ship 

MIAMI, — A new device which is 
said to speed loading and unload- 
ing of truck trailers on trailer- 
ships and to eliminate the need for 
tractors to move them, has been 
demonstrated here by TMT Trailer 
Ferry, Inc. 

It has been patented under the 
name of Trailerloader System and 
will be installed on the TMT Carib 
Queen, trailership under construc- 
tion in Jacksonville, Fla. 

The device is an invention of 
Eric Rath, president, TMT Trailer 
Ferry, operators of trailerships car- 
rying freight in truck trailers from 
Jacksonville to Puerto Rico, the 
Virgin, Windward and Leeward 
Islands. 

Rath said that the new loader is 
the result of three years’ study and 
testing. He said it would cut in half 
the present time for handling cargo 
on trailerships. 

The system consists of two paral- 
lel guide rails slightly wider than a 
truck trailer body. Within the guide 
rails there is a double track run- 
ning the length of the deck. Four 
tracks will be embedded in each 
of the lower and middle decks of 
the ship with an endless cable lo 
cated in the center of the tracks 
and which can be operated to run 
the trailers forward or backward, 
Rath said. 





Top Trucks 


New-truck registrations for 
eight months, plus 83 states for 
September: 


1956 Pos. Make 1955 Pos. 
1—216,433 Chev. 215,457— 1 
2—192,443 Ford 207,254— 2 
3— 78,740 Int'l 713,839— 3 
4— 60,567 GMC 54,199— 4 
5— 41,590 Dodge 47,056— 5 
6— 15,435 Willys 18,021— 6 
I— 11,304 White 9,547— 7 
8— 9,448 Mack 1,325— 9 
9— 6,846 Stude. 8,130— 8 

10— 2,864 Dia. T 2,490—10 
1l— 2,116 Reo 1,977—11 
12— 676 Brockway 718—12 
7,911 Misc. 5,492 
Total All Makes 
46,373 651,505 
Further details on Page 46. 
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New 347-Cubic-Inch V-8 ... 





GMC Introduces 1957 


Lights and 


PONTIAC, GMC’s light and 
medium-duty trucks for 1957 were 
jntroduced last week with a new 
347-cubic-inch, 206-horsepower, V-8 
engine. 

New developments in the 
heavy-duty line, which includes 
air suspension models, will be an- 
nounced Jater, according to Philip 
J. Monaghan, GMC general man- 
ager. 

Models in the 100-250 light and 
300-370 medium brackets range 
from town-and-country pickups and 
Suburban station wagons to dual- 
purpose highway tractors which are 
said to combine cab-o ve r-engine 
and conventional vehicle designs. 

Four-wheel-drive that can be con- 
verted to a two-wheel-drive for 
open highway usc by the shift of a 
lever is a factory-installed option 
in the light truck line. 

A new, recessed multi-bar grille 





California Firm 
Charged with 15 
ICC Violations 


LOS ANGELES. Fifteen 
charges have been filed against) 
Time, Inc., a California trucking 
firm, by U. S. Attorney Laughlin 
Waters. 

The charges include two in- 
stances of hauling explosives in 
trucks on which the front-wheel 
brakes had been disconnected. All 
the charges are for violation of 
Interstate Commerce Commission 
regulations, according to Ray Kin- 
nison, assistant U. S. attorney. 

Meanwhile, the executive com-| 
mittee of the California Trucking) 
Assn. has met to consider recent} 
accidents caused by runaway 
trucks on grades. 

C. R. Hart, chairman of the com- 
mittee formed to consider safety) 
legislation, asserted that most such 
accidents were caused by drivers’ 
mental lapses, rather than by fail- 
ure of safety equipment. 

He said, however, that his com- 
mittee would submit to the legisla- 
ture a six-point program dealing 
with speed and safety equipment 
for vehicles and supervision of 
trucks and drivers. 


16 Schools Offer 
Fleet Courses 


UNIVERSITY PARK, Pa. — Six- 
teen schools in various parts of the 
country have scheduled courses in 
motor fleet supervision, according | 
to Professor Amos E. Neyhart, sec- 
retary of the National Committee 
for Motor Fleet Supervisor Train- 
ing. 

The courses are to be conducted 
at Moorhead State Teachers Col- 
lege, Moorhead, Minn.; University 
of Kansas, Kansas City, Kans. ; | 
Palm Beach Vocational School, 
Palm Beach, Fla.; Mary Karl Voca- 
tional School, Daytona Beach, Fla.; 
Sarasota Vocational School, Sara- 
sota, Fla.; Polk County Schools, 
Bartow, Fla.; Northwestern Univer- 
sity, Evanston, Ind; University of 





Kansas, Lawrence, Kans. 
University of Buffalo, Buffalo; 
Purdue University, Hammond, Ind.; 
University of South Carolina, 
Greenville, S. C.; Oregon State Col- 
lege, Portland; Pennsylvania State 
University, Chester, Pa.; University 
of Illinois, Springfield, Ill.; Univer- 
sity of Wisconsin, Milwaukee and 
University of Illinois, Joliet, Ill. 


TMT Trailer Ferry Adds 


N. Y., Philadelphia Service 


MIAMI. — TMT Trailer Ferry, 
Inc, has chartered two additional 
vessels and has linked its service 
from its main terminal at Jackson- 
ville, Fla., to Philadelphia and New 
York, according to Eric Rath, pres- 
ident. 

With the new ships, Rath said, 
the company will extend service 
to Venezuela and chief Caribbean 
Ports. The TMT fleet formerly con- 
sisted of eight vessels serving 
Puerto Rico and the Virgin, Lee- 
ward and Windward islands. 


Mediums 


angled forward at the top retains 
the GMC look. Two raised ribs 
on the hood, which GMC calls 
“wind-splitters,” are said to 
strengthen and help streamline the 
front end. 

Exterior features include safety 
locks on cabs and panel rear 
doors and a redesigned locking 
device on F-350 and F-370 acces- 
sibility doors. 

A deep-center steering wheel on 
100-250 models, with the center 
column and horn button recessed, 


is said to give the driver greater | 


crash protection. 

Two sixes and a V-8 power vari- 
ous models. Both sixes have 270- 
cubic-inch displacement but, 
through different carburetion, one 
develops 130 horsepower, the other 
140. 


The V-8 tops Jast year’s V-8 for | 


comparable models by 26 horse- 





power and has a compression 
ratio of 7.8 to 1. 

A power take-off gearbox is 
offered as an option on the model 
300 permitting its use with Hydra- 
Matic transmission with dump, hy- 
draulic tailgate, pump, etc. 

New factory-installed options are 
available to meet Interstate Com- 
merce Commission regulations on 
tractor brake regulations. 

Models in the 360 series offer both 
cast and disc-type wheels and gross 
combination weight is increased to 
32,000 pounds in models 350 and 370 
due to improved axles and greater 
power, GMC said. 

Models 350 through 370 are 
available with two types of larger 
five-speed transmissions, a short- 
fourth direct model 540GD11 and 
a close-geared direct model 
540GRI11. 

The first gives, GMC said, a short 
fourth gear for performance in 
tractor operations. It is offered 
with standard single speed axles in 
all 350-370 models and with GMC 
T150 two-speed axles in all 350-370 


jmodels and with GMC T150 two- 


speed in models 350, F350, 370 and 


F370 and with Timken F341 in 


models 350-8 and F350-8 and Tim- 
ken G341 two-speed in 370-8. 
New three-speed synchromesh 
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New! 3-point main 
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GMC’'s New V-8— 


This 347 cubic-inch V-8 truck engine, 
which develops 206 horsepower, serves as 
power plant in eight of the new GMC} 
models for 1957 in the 100-300 series. 

. = Ss 


transmission SM320 is used in| 
models 100-8 and 150-8 to provide 
greater torque capacity, GMC said. 





The opticnal five-speed transmis- 
sion in models 350-370 has new) 
ratio characteristics which, GMC | 
said, provides maximum highway 
tractor performance. 





MAIL FOR DETAILS 
MINUTE ... . . 
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Yellow Transit 
Equips Fleet with 


New Torsion Seat 


KANSAS CITY.—yYellow Transit 
Freight Lines here has announced 
purchase of 210 torsion suspension 
truck seats for installation in all 
of their highway truck units, 

The seat was developed by the 
Bostrom Mfg. Co., Milwaukee, and 
is available as original equipment 
or replacement through truck 
dealers and parts distributors. 

The seat is designed to protect 
the driver from bumps and jolts 
and provide “passenger car” ride. 

The driver adjusts the seat to 
his individual weight by means of 
an adjusting handle at the front 
and the seat then is said to sus- 
pend or “float” him and cushion 
him from vibration. 

In addition to weight adjustment 
there are height and depth con- 
trols and variable seat and back 
angles to adapt the seat to all sizes 
of drivers and to allow change of 
posture from time to time, it was 
said. 














New! Rigid box 
section arms 


New! Separate 
cylinder closes 


New! Pump mounting 


MR, location is flexible. 
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PERFECTION STEEL BODY Co. 





FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 
OF NEWS AND VIEWS 











weekly roundup of news 


d views: of special interest 


4 all who sell and service No. 3 OF A SERIES 
ord, Thunderbird, Mercury, 


’ ncolin and Continental 


“We don't stop 
at the end of the line... 


‘We follow our car to the dealership and right on through 
the rest of its life. We don’t accept the idea that an auto- 
mobile manufacturer’s interest stops at the end of the 
assembly line. 


‘Listening to what you and your customers say about the 
car is one of our most important functions. What we 
hear helps us with our primary responsibility—that of 
building a product that is competitive, feature for feature 
and dollar for dollar. 


“The enthusiastic response to the 1957 Ford convinces us 
that we are fulfilling that responsibility. 


“We listen for another important reason—to find the best 
way to help both of us get increased profits. From all the 
reports and analyses, from your suggestions and experience 
—and especially from the problems you pose—we work 
out policies that guide us in our day to day business 
relationships. 


“Time and again we find the solution to a problem faster 
because we can talk with each other in so many ways and 


exchange our ideas and opinions. 


“It all adds up to the kind of business relationship that 
can return better profits for all of us year after year.” 


KS. the Nano 


Vice-President, General Manager 


FORD DIVISION 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD *© THUNDERBIRD ° MERCURY ° LINCOLN ° CONTINENTAL 
FORD TRUCKS * TRACTORS ¢ FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 


e R.S. McNamara, Vice-President, General Manager of Ford Division, visiting a Ford dealer. 
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Studebaker Half-Ton Pickup— 


Studebaker'’s Transtar trucks for 1957 have a new grille and heavier, 


deeper 


bumpers designed to give a more massive appearance. The grille is made of rein- 


forced fiber glass. 


fender. 


All models feature round parking lamps placed atop each front 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


289-Cubic Inch V-8 Introduced. . . 


Studebaker Enters 
Heavy-Duty Field 


DETROIT. — Studebaker, when 
its 1957 Transtar truck line debuts 
in dealer showrooms next Thursday 
(Nov. 8), moves into the heavy- 
duty rating for the first time. 

The new two-ton heavies are 
powered by the new Torque Star 
289-cubic inch V-8 engine with a 
182 horsepower rating which can 
be boosted to 192 by optional 
four-barrel carburetion. 

This engine also is optional on 
the two-ton medium duty model. 
The Transtar line ranges from one- 
half ton pickups to the heavies, 
said Carl Revelle, general sales 
manager. 

Studebaker listed the following 
among its advancements for 1957: 

1. Most powerful truck engine in 
company history. 

2. Highest gross vehicle weight. 

3. Five new models in two-ton 
medium and heavy duty series, 








4. Automatic transmissions for 
the one-ton models. 

5. Power steering for one to two- 
ton models. 


6. Power brakes for light duties. | 


7. Largest engine for light duties 
ever offered by company. 


8. New 102-inch bumper-to-back- | 


of-cab length. 


American U. to Present 


Transportation Institute 


WASHINGTON. — American 
University here will conduct its 9th 
Institute on Industrial Transporta- 
tion and Traffic Management Jan. | 
8-25. 

Major topics include “The Trans-| 
portation Agency,” “Traffic Man- 
agement,” “Carrier Traffic 
Problems,” “Freight Terminal 
Operations” and “Government 
Agency Traffic Management.” 





You're selling a better truck 
when you specify HEI HEIL bodies and hoists 


ment with power take-off—reducing friction and 


Heil engineering gives your customers 
these rugged design features... 


STURDY INTERLOCKING SUBFRAME, exclusive in 
Heil bodies, supports floor with a web of close- 
spaced cross members, distributes heavy loading 
shocks evenly, prevents sagging. Smooth Heil floor 
stays flat, dumps clean. 


HEAVY-GAUGE STEEL SIDES are formed of a single 
sheet welded to V-section braces and strong corner 
posts to keep body straight and true. There’s no 
distortion of tailgate mounting to impede operation 
of the gate. 


HYDRAULIC PERMA-PUMP, another Heil exclusive, 
is independently mounted to permit direct align- 


- 


ee * PSs 


Heil offers either telescopic or twin-arm hoists. 


excessive wear on universals. 


HEAVY-DUTY DRIVE SHAFT, a full 15/16 inches in 
diameter, assures long, trouble-free service. 


SIMPLIFIED LIFT ARMS, with fewer wearing parts, 
raise and lower body without interference from 
rocks, mud and debris. Screw-on cylinder heads per- 
mit easy access to all cylinder parts. 


TOUGH HEIL BODIES ARE ALL STEEL—which 
means simpler maintenance in the field, no expen- 


sive castings to replace. 


Durable, hard-working Heil bodies and hoists are 
a credit to the trucks that carry them—and to the 
dealers who specify them. Depend on your nearby 
Heil distributor to help you keep customers satisfied. 






| THE HEIL co. 


Dept. 59116, 3059 West Montana Street 
Milwaukee 1, Wisconsin 
Factories: Milwaukee, Wisconsin—Hillside, New Jersey 


—. 





“These advances, plus new styl. 
ing, horsepower increases 1p to 
21 percent, torque increases up to 
24 percent, combine to give Stu- 
debaker the most competitive 
truck line in its history,” -aid 
Revelle. 

Four engines are offered. Two 

six-cylinder economy engines a 

|259-cubic inch V-8 and the 289. 

| cubic inch V-8, 

| The sixes include a 185-cubic inch 

| with 92 horsepower and a 245-cubic 

| inch, 106 horsepower. The 259-cubic 
inch V-8 has a horsepower rating 

|of 170 which can be upped to 178 

| with four-barrel carburetion. 
Torque ratings are 250 foot- 


pounds for the light duty V-8 and 
288 foot-pounds for the new big 
| V-8. Compression ratio for al | Stu- 
debaker engines this year is 7.5 to1, 
Wheelbases of 112, 122 and 139 
inches are available in the light 
duty field, with GVW from 4,300 
pounds to a new 10,000 pounds 
in the one-ton model. 


Pickup bodies are 6% to nine feet 
in length with stake and platform 
types eight and nine feet. A new 
four-speed synchromesh transmis- 
sion is standard on the one-ton 
with automatic optional. 


| Six wheelbases ranging up to 195 
| noes are available in the medium 
|duty one-and-a-half and two-ton 
| models. This is designed to accom- 
modate 16 to 18-foot vans, stakes 
or special bodies. Other models in- 
clude nine through 14-foot stake 
and platform bodies. 


GVW on the two-ton has been 
boosted to 16,500 pounds on the 155- 
inch wheelbase and to 17,000 pounds 
on both the 17l-inch and 195-inch 

models. 


There are four chassis and cab 
models in the heavier duty line. 
Stake bodies are available in nine, 
12 and 14-foot lengths. Wheelbases 
of 131, 155, 171 and 195 inches are 
used. GVW is from 18,000 to 19,000 
pounds. Power train includes the 
big V-8, four-speed heavy duty, 
synchromesh transmission and an 
11-inch clutch. 


Heavy-duty front axles with 
5,000-pound capacity and rear 
axles with 15,000-pound capacity 
will be used with these new units. 
A 638 to 1 rear axle ratio will be 
standard with a 6.2 to 1 ratio 
optional at no extra cost. 
Two-speed rear axles with elec- 

tric shift also are available. The 
trucks have three-stage rear 
springs rated up to 7,300 pounds 
and are equipped with heavy-duty 
six-stud wheels. 

Chassis include new shorter 
frames with 102-inch bumper-to- 
back-of-cab dimension which, with 
the two-ton model, permits a 35- 
foot, round-nose trailer within a 
45-foot overall length limit. 

The non-slip Twin-Traction dif- 
ferential will be optional equipment 
on the half-ton models, and pickup 
bodies, as well as cabs, are two- 
toned. 


N. Y. to Stiffen 


Trailer Inspection 


SYRACUSE. — After Feb, 1, the 
New York State Bureau of Motor 
Vehicles will insist on the same 
type of inspections for truck-trail- 
ers as the Interstate Commerce 
Commission does for trucks, ac- 
cording to Joseph P. Kelly, com- 
missioner of the State agency. 

He said the big trucking firms 
will handle their own inspections 
because “they are better equipped 
to do the job.” He visited Central 
New York Freightways, Interstate 
Motor Freight and Associated 
Transport here and praised their 
inspection procedures. 

Kelly said he has committees 
working to suggest legislation con- 
cerning special examinations and 
educational methods for truckers 
and speed recorders for trucks. 


Equipment Firm Builds 

BUFFALO. — Truckstell-Wilcox, 
Inc., distributors and installers of 
specialized truck equipment, is con- 
structing a new 50-by-220-foot 
building in Cheektowaga, N. Y. Oc- 
cupancy is expected by the end of 
this year. 


Great Lakes Moves 
BUFFALO. — Great Lakes For- 
warding Co. here has moved to 666 
Tifft St. The firm ‘said it needed 
larger quarters for its office and 
repair shop. 
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to ht Engines, 22 Wheelbases . . . with an 11-inch coil spring clutch. 
z e A more integrated grille has 
. P replaced last year’s pattern on the 
re Chevrolet QO ering 24 light-duty models. A central ele- 
d ry ment is “suspended” in a design by 
truncated vertical members. 
wo The half-ton Cameo Carrier 
*y 8 & Tr uck Mi ode ls pickup is designed to appear more 
rakish with a streak painted in 
DETROIT. — Chevrolet’s 1957; sets of gear ratios for light-duty a second color between metal 
» truck line, now in dealer show-|and smaller medium-duty models. moldings extending the length of 
bic rooms, has been expanded to 88|/A range of six manual transmis- rear panels. Color choices on this 
models on 22 wheelbases, an alltime} sions make up the other choices, del h b dt i 
ng : one featuring overdrive as an Se en eee ee 
78 high. : exterior two-tone combinations 
Two new forward-control | option on half-ton models. aft Stel t i 
models have broadened the fleet New safety features include in- po ; aaa oT 
. to meet, Chevrolet said, 95 per- | terlocking latches on side doors —— — 
: cent of all trucking requirements. | and steering wheels with hubs Stronger springs, axles and shock 
‘Ue The new vehicles were tested last| recessed three inches below the | ae pace dee bility age = Lape 
1 summer in a secret run up the) rim. nr tional front sate of 9,000 
: 1523-mile Alean highway. The run : : ; ’ 
0 2 ; ‘ Full air brakes are offered on | pounds capacity is offered for the 
it was certified by the American Au- many of the heavy-duty models. Chevrolet Medium Duty— | first time = the tandems. 
tomobile Assn. Six trucks, Chevro- Th t tai ; a ‘ . ‘ . ' 
") let said, completed the mountain e system contains an air com- Chevrolet said its 1957 fleet, with more powerful engines, is the biggest ever built wn 
Is . 7 pressor that supplies two air tanks/| by the company. Among the 43 medium-duty models is this two-ton stake truck with Truck Scholarshi 
route in less than 45 hours. on the truck and can be hooked to dual rear wheels | e —= , . F 
et Powering a loaded two-ton model | air brakes on attached trailers. Air * * «@ * * * hice c0ck ae — Wichita 
; was Chevrolet’s new 175-horsepower | brakes are offered as an option in ash hi deer | driver almo ir ite Truck Sales, Inc. has 
- Super a ae Mi ” noe conjunction with new cast-spoke installed in Guan ebeimaaeh engine for Scene an ae. endowed a scholarship at the Uni- 
is- inch pd oe ae > a the truck wheels. A large four-by-five-inch brake |They are available in 130 and 154-| versity of Kansas for freshmen 
on ~~ ieee ume 8 tee \-duty| -.FOF easier access to low-cab- |treadle is offered on the two new /| inch wheelbases, with GVW ratings | from the Wichita area. Morris J. 
43 ie jum=cuty an cavy-Cuty!) forward models, the bottom step |medium-duty forward control|ranging from 14,000 to 18,000|Krouse is president of the donor 
95 Tete ett Ute sumer ut ws has been lowered four inches and | models. These chassis place the| pounds, Base engine is the six- | company. 
im standard equipment on many 
on models is the new Taskmaster V-8 
= with 160 norsepower. Both have 8- 
cs to-l compression ratios. The 
= optional higher horsepower is 
ke attained through a four-barrel car- 
buretor, dual-exhaust system and - A 
en | special intake manifold. Big Exclusive VAVa ete ae) 
. A third new engine, a 322- i 
ds cubic-inch V-8 called Super Load- 
ch master, delivers 210 horsepower— 
15 horsepower higher than any 
ab previous Chevrolet truck. This 
1e. V-8 powered three heavy-duty 
le, trucks in the Alcan convoy. 
se Equipped with a four-barrel car- 
- buretor and dual exhaust, the 
- engine is available as an option on 
a the company’s larger heavy-duty 
y; models, with maximum ratings of 
= $2,000 pounds (GVW.) 
: Offered as standard equipment on 
the larger heavy-duty models is the 
. 195-horsepower Loadmaster V-8 in- 
y troduced last year. 
; Combined with four engines 
available on light-duty and small 
, medium-duty models — three six- 
“ cylinders and a 155-horsepower V-8 
a — the selection of truck engines for 
- 1957 comes to eight. A selection of 
is passenger car engines is available 
, on the sedan delivery. 6 
y Teamed with Chevrolet’s truck 4 
. engines are eight transmissions, ] 
- including an automatic drive for 
Lh virtually every model. Optional 
;. on bigger trucks and school buses , 
- is Chevrolet’s six-s peed Power- ® 
matic transmission with built-in 
f- retarding device that is said to | @) i 
nt give downhill speed control with- pee 
out use of brakes. gulf 
4 A second automatic transmission 
—Hydra-Matic — is offered in two 
. 
Mich. Truckers 
e 
_ | Vote Presidency 
- 2 1, Slots in reel 2. Hose 
e To Baird-Smith mounting bracket connections 3. Inlet hose 
r , ; ‘permit piping are sealed and is fixed tomount- 
| pDETROIT—Frank Baird-Smith, Ay ad - a a Ganger of week 
ent, Refiners Transpor the factory. No 
l- Terminal Corp, Detroit was 7 to offer Fame ce eth ening by twist- 
. elected president of the Michigan —— Ties ie age caused by oe oo Savaeee 
” Trucking Assn. at the group’s 23rd emai, : ae — 
- annual convention. 7. nat. : _ 
. _ A native of Scotland, Baird-Smith : 
3 joined Refiners Transport in 1939 
4 and became president in 1948. As 
r MTA chief, he succeeds L. D. Ra- 
™ hilly, president, Interstate Motor 
4 Freight System, Grand Rapids. Ra- 5. Self-aligning 6. Elongated 
ir hilly becomes chairman of the MTA case ribs slide track 7. Service hose 
executive board. assure positive with automatic can be pre- 
. pend —— elected were Wil- yaa t apptte nee = / aera 
: . J. n , aligning of cases . ° 
j away Co., “— ee Sonsheet cameos y during instal- Y for all normal trol valve, swiv- 
President: H F Se hi adter t lation. Heavy . maintenance— el, etc... . with- 
Ss . ° . Ses oF Jt. auge rein- without once out releasing 
White Star Trucking, Inc., Lincoln F: steel. | removing reel 
Park, second vice-president; E. T. ee > from ceiling! 
Warskow, Lake Shore Motor bs Sig 
Transit Lines, St. Joseph, secretary, 7 
x, and J. Robert Cooper, Red Star 
of Transit Co., Inc., Detroit, treasurer. 
. Ennaumeed as members of MTA’s 
‘Board of directors to the Ameri i ; 
C Trucking Assns. were: “H peare New Alemite Hose Reels can be operated with just Ask your Alemite representative or write 


half the effort formerly required! New spring design 
assures smooth, steady tension . . . new fast-latching 
feature stops reels at exactly your desired working 
length. Your choice of reels for chassis or gear lubri- 
cants, motor oil, automatic transmission fluid, air 
and water. Beautiful white enamel finish. Modern- 
ize, improve the efficiency of your service depart- 
ment with Alemite—finest hose reels made! 


for complete information today ! 


ALEMITE 


Dept. C-116, 1826 Diversey Parkway, Chicago 14, Illinois 
Products of STEWART-WARNER CORPORATION 


of Hare, Hare Cartage Co., Inc., De- 
troit, representing local cartage; 
Roy Fruehauf, Fruehauf Trailer 
Co., Detroit, private carriers; Peter 

‘ Vroom, Henry Vroom. & Son, De- 

6 troit, contract carriers: Baird- 

d Smith, specialized carriers, and Ra- 

d hilly, Cooper and Cornelius Bylenga 
dt., Associated Truck Lines, Grand 
Rapids, common carriers. 


Tee Wins, 
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$880 8=§=— $873 
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'48s dropped. 
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* Prices of 568 added; 


lished from ’56s, 54s and 
"53s, 

At a group of representative 
auctions last week, the average 
consignment was 175.1 units, com- 
pared with 1864 the previous | 
week. The sales ratio was 72.7 | 
percent, little changed from the 
72.3 percent recorded a week 
earlier. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) denotes power steering. 


Market Trend 558, 

The average price of used cars 
sold at wholesale auction declined 
$3 last week to $784, according to 
Automotive News’ index, It 
was the fifth week in a row that 
prices had edged lower. 

Three models escaped the gen- 
eral weakening, Gaining $1 were 
"52s and ’49s, while 50s went up 
$4. 

Declines included $1 on ’53s, $3 
on ’51s, $5 on ’55s and $9 on ’54s 
and 56s. 

New low prices 


were estab- 


Average Used-Car Auction Prices 





| BUICK—’56 RM conv., 


reports.) 


‘ 


$264 


duly 


CHICAGO 


(Arena Auto Auction. 
day. Prices are for sale of Oct. 23.) 


(Sold 284 cars out of 389 offerings.) 


$2,685* (ps); 
cial Riviera, $2,160*. 
$1,900*. '54 Special Riviera, $1,430*; 
dr., $1,335*; Super Riviera, $1,405°*, 
395*. ‘53 Super Riviera, $900*, 
Special Riviera, $800°; 4-dr., 
2-dr., $625. °52 RM Riviera, $350°*. 
Special 4-dr., $370°*; 
$275*. '50 Super Riviera, $300*. 


CADILLAC—’56 (62) coupe, $4,285* (ps), 
$4,215* 
$3,- 
"54 (62) coupe de Ville, $2,810*° 
4-dr., 
4-dr., 


$3,835° (ps); 
(ps), $4,120* 
285° (ps). 
(ps); coupe, $2,375* (ps). 53 (62) 
$1,595* (ps), $1,250°. °'52 (62) 


sedan de Ville, 


(ps). "55 (62) coupe, 


Spe- 
'55 Special Riviera, 

4- 
$1,- 
$855°* ; 
$755* ; 
"51 
RM Riviera, $300*, 






| DODGE—’55 Royal 





| 


Sale every Tues-| 





CHEVROLET—’56 Bel Air (8) 4-dr., 





| CHRYSLER — ’54 Windsor 


DeSOTO—'52 Sportsman, 
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$1,115*. °50 (62) coupe, $795°*. 
4-dr., $500°. 

025°; conv., $1,975* (ps); 
$1,945*; 2-dr., $1,690*%; Two-ten 
dr., $1,910°; 2-dr., $1,690*° (ps). 
Air (8) Nomad, §$1,820°; 
$1,620*, $1,590°, $1,570°; 
Bel Air (6) 4-dr., 
ten (6) 2-dr., $1,115*, $1,105, $1,000, 
$985; Two-ten (8) 2-dr., $990. 
vette, $1,600*%; Two-ten station wagon, 
$1,100*; Delray, $960; 2-dr., $845, $825°, 
$755, $730; Bel Air 4-dr., $1,040*; conv., 
$815. °53 Bel Air 2-dr., 
4-dr., $745°; 2-dr., $740, $700. 
Deluxe 2-dr., $540; 4-dr., $375*. 
Deluxe Bel Air, $305*. 


2-dr., $1,205°; 


4-dr., $1,150*. 
‘53 Windsor 4-dr., "52 NY 4-dr., 


$435°. 


$650°*. 
$275. °51 4-dr., 
$200. 

2-dr., $1,655°; 4-dr., 
Coronet Hardtop, $1,385. ‘54 
$655. °53 Coronet conv., 
$525; Meadowbrook 2-dr., 


$1,415*; 
Coronet 2-dr., 
$645*; 4-dr., 
$440, $415. 


FORD—’56 Fairlane (8) Victoria, $1,980*; 


Ranch Wagon, $1,800*; Custom (8) 4-dr. 


$1,580. '55 Thunderbird, $2,295*; Fair- 
lane (8) Crown Victoria, $1,670* (ps); 
4-dr., $1,420, $1,390*%; 2-dr., $1,100; 
Country Squire, $1,540; Ranch Wagon, 
$1,495*, $1,360, $1,235; Custom (8) 4-dr., 
$1,105; 2-dr., $1,045; Main (8) 2-dr., 
$885. °54 Country sedan, $1,215*; Crest 
(8) Crown Victoria, $1,180* (ps), $1,060; 
Victoria, $935*; conv., $865*; 4-dr., $860* 


(ps); 
2-dr., 
(6) 

$560. 
$710°*; 
$620°*; 
Victoria, 

(6) 4-dr., 
r., $380; 
tom (8) 
$325*; 2-dr. 


Ranch Wagon, $1,135; Custom (8) 
$955*, $860, $855, $600; Custom 
4-dr., $695*; Main (8) 2-dr., $640, 
’53 Ranch Wagon, $900, $825*, 
Custom (8) 4-dr., $770*, $650, 
2-dr., $650, $565; Crest (8) Crown 
$705*; conv., $665*; Custom 
$635*, $485. °52 Main (8) 2- 
Main (6) 2-dr., $355. °51 Cus- 
Victoria, $380, $285; 4-dr., 
$215. 
470°; 4-dr., 


$980, '54 Super Wasp 4-dr., 





CALIFORNIA 








Cars Wanted For ‘America's Finest Auction’ 


Buyers waiting for all model cars. Consign your cars to us if 
you want them sold. You will like our honest way of doing 


business! 


WEST COAST AUTO AUCTION, INC. 


6685 Atlantic Ave., Long Beach, Calif. 
Telephone: GArfield 2-8046 
Claude Bowling, President—Bob Gibson, Vice President—Art Hall, Treasurer 
Bank Ref: First Western Bank & Trust Co., Long Beach 





SAN DIEGO—San Diego Auto Auc- IOWA 
tion, 4744 Federal Blvd. Ph. 


CO. 4-0157. Thursday 1 p.m. 





TOM FLETCHER'S 
DES MOINES AUTO AUCTION 
lowa's Oldest Auto Auction 





SACRAMENTO AUTO AUCT.—4304 


























W. Capitol Ave., West Sacramento, a a of the Se S hen 
Ph. HU. 1-4076 (Thurs. 12 noon). Phone ATlantic 2-8353 
Sean Toa Bate 
ran 
COLORADO ae oe 
MICHIGAN 
COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO Flint Auto Auction, Inc. | 
SOUTH DENVER 3711 Western Rd. Flint, Michigan 
DEALERS ONLY 


Exclusively for Dealers 


Here in the shadow of General Motors, you 


Sale Every Monday—11:00 a.m. 
Queers get the best buys, 





Francis R. Cassell 
Kopter NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Beaver, Michigan's Finest Sale 
Johnny: Weed and Dean Davis Titles and Checks G seed 
All cars paid for by our own check through. . 
the First National Bank of Englewood. 


12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-447 | 


| 











DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


#9 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








MICHIGAN | 


NEW YORK 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 


Mich. 

EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MISSOURI 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Gvoranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
PR 3 Ouly! 

946 





NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 





MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Crump-Dudley-Caswell 
To serve you best 
Phone Sherman 4-3263 | 


Fidelity Insured Checks 





Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Phone Dunkirk 3-0150 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





| LAFAYETTE—Syracuse Auto Auction, 


} 
| 





On U. S. Revte 20A 


Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 








| MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 


Your Good Will—Our Most Valuable Asset 
Phone 5-9535 








PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
im, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





EMLENTON — Emlenton Auto Auc- 


tion. Every Tuesday, 12 Noon. 





TENNESSEE 





MURFREESBORO—Don. Kelly Auto 


Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% iInsured—wNo Registration Fee 





’49 (62) 


$2,- 
Sport sedan, 
(6) 4- 
’55 Bel 
Sport coupe, 


$1,295, $1,245; Two- 
’54 Cor- 


$870; Two-ten 
"562 SL 
"51 SL 


| OLDSMOBILE—’ 56 





HUDSON—'55 Rambler station wagon, $1, -| 








Model Breakdown 
Of Auction Averages 





Oct., Sept., Aug., 

Model 1956 1956 1956 
eee $1,975 $2,050 $2,153 
a 1,417 1,522 1,522 
i vtiveivecsets 1,027 1,064 1,000 
hee 67 700 728 
Mi sersescvensen 463 463 467 
PO <ccovvsvetive 312 322 314 
PM eivorverses 233 227 224 
PPE rccveveabinn. 167 175 166 
Overall —_— 
Average $ 784 $ 815 §$ 833 


—<$— 
$695*. °53 Hornet 4-dr., $400*; Wasp 
4-dr., $380; Jet 4-dr., $340. 

LINCOLN — ’56 Premiere coupe, $3,465* 
(ps). °52 Capri 2-dr., $750*; Cosmopolj. 


tan 4-dr., $400. °48 Continental! 2-dr,, 
$600*. 

MERCURY—’56 Monterey 4-dr., $2,300*, 
55 Monterey 2-dr., $1,850* (ps); Mont- 
clair coupe, $1,775* (ps). '54 Monterey 
2-dr., $1,360* (ps); coupe, $1,265* (ps); 
4-dr., $855. °53 Monterey coupe, $865, 
$790; Custom 2-dr., $725*, $705*, $675, 
’51 Custom 4-dr., $325*. 

NASH—’55 Rambler 4-dr., $1,175. '53 Am. 


bassador 4-dr., 
$585, $475; 4-dr., 


$740°*; 

$495. 
(88) 

Deluxe 2-dr., 


Statesman 2-dr,, 


Holiday, 
$2,120°. ‘55 (88) 
$2,025* (ps); Holiday, $1,925*; 
$1,870*. ’54 (98) Holiday, $1,850* 
(ps); 4-dr., $1,575*; (88) Holiday, $1,- 
685*; 4-dr., $1,500* (ps). "53 (88) Holi- 
day, $1,190*; 2-dr., $1,080* 
$1,040*, $715. "52 (98) 2-dr., 
’51 (88) Holiday, $465*, 
$245°. 
| PACKARD—'53 Clipper 4-dr., 


$2,450* 
(ps); 
4-dr., 
2-dr., 


(ps); 4-dr., 
$595* (ps), 
"50 (88) 4-dr., 


$695", $575* 


(ps). 52 (300) 4-dr., $620°. 
PLYMOUTH—’55 Belvedere (8) 2-cir., $1,- 
340; Plaza (6) station wagon, $1,190; 
Savoy (8) 2-dr., $1,050, $1,040. °54 Bel- 
vedere 2-dr., $1,085*; 4-dr., $825*; Savoy 
2-dr., $700. °53 Cranbrook 2-dr. $645; 
4-dr., $420. '52 Cambridge 2-dr., ‘$250. 
PONTIAC—’55 Star Chief (8) 2-dr., $1,- 
790* (ps); Chieftain (8) 4-dr., $1,575*, 
$1,245. °54 Chieftain (8) conv., $1,205* 
(ps); 4-dr., $900° (ps), $850*; 2-dr., 
$670. ‘53 Chieftain (8) 2-dr., $895*, 
$710*, $630, $510; 4-dr., $820*, $815*; 
station wagon, $810; Catalina, $795*. '52 
Chieftain (8) 4-dr., $495*%; 2-dr., $275. 
’51 Silver Streak (8) 4-dr., $215*. ‘50 
Silver Streak (8) 4-dr., $245. 
STUDEBAKER—’54 Champion 2-dr., $765, 
*53 Commander 2-dr., $325. 
(Flint Auto Auction, Inc. Sale every 


Wednesday. Prices are for sale of Oct. 24.) 
(Prices held very steady today. Sold 
94 cars out of 144 offerings.) 

BUICK—’56 Special Riviera, $2,225*, $2,- 
100*. °55 Super Riviera, $1,800* (ps), 
$1,700*; 4-dr., $1,455° (ps); conv., $1,- 
650°; Special 4-dr. $1,750°*, $1,740* (ps), 
$1,600*, $1,280; Riviera, $1,650* (ps), 
$1,560°; Century Riviera, $1,680°, "4 
Skylark conv., $1,730* (ps); Century 
Riviera, $1,355*; Super Riviera, $1,330°, 
= $1,285* (ps). °53 Super Riviera, 

$790. '52 Super Riviera, $410*. '50 
romed 4-dr.. $210°. 

CHEVROLET—’56 Bel Air (8) conv., $1,- 
900* (ps). °55 Bel Air (8) Sport coupe, 
$1,505*; club coupe, $1,495*, $1,400°; 
4-dr., $1,165*, $985*; Two-ten (8) 2-dr., 
$1,500*, $1,125; Delray, $995. '54 Bel Air 
conv., $880*%; Two-ten Delray, $850°, 
$850; 2-dr., $790. '53 Bel Air 4-dr., $625. 
"52 SL Deluxe club coupe, $360°. °51 FL 
Deluxe 2-dr., $280; SL Deluxe 2-dr., 
$275. 

CHRYSLER—’53 Windsor 4-dr., $930*. 

DeSOTO—’54 Fire Dome 4-dr., $720*. 

DODGE—’53 Suburban, $655; Meadowbrook 


4-dr., $555°. °52 Coronet club coupe, 
$200°. 
FORD —’'56 Fairlane (8) conv., $1,825° 
(ps); station wagon, $1,700. '55 station 


wagon, $1,520, $1,425*. °54 Custom (8) 
club coupe, $1,000; 2-dr., $815; Main (6) 
2-dr., $705; Main (8) 2-dr., $565. °53 
Custom (8) 2-dr., $550°; Main (8) 4-dr., 
$550. '52 Main (6) Ranch Wagon, $550; 
Custom (8) 4-dr., $395*; Main (8) 4-dr., 
$370. °51 Custom (8) 4-dr., $250; 2-dr., 
$200*. 

KAISER—’53 Manhattan 4-dr., $285*. 

LINCOLN—’54 Capri club coupe, $1,290* 
(ps). 

MERCURY—’55 Custom 2-dr., "S4 
Monterey 2-dr., $900*. 

NASH—’55 Rambler 2-dr., $905. ’52 Ram- 
bler 2-dr., $140. 

OLDSMOBILE—’54 (98) Holiday, $1,530* 
(ps); 4-dr., $1,425; (88) Super 4-dr., 
$1,400*. °53 (98) conv., $1,015*; (88) 
4-dr., $850*. °51 (88) 4-dr., . 

PLYMOUTH—’54 Belvedere 4-dr., $545°. 
’53 Cranbrook 4-dr., $255*; club coupe, 
$215. °52 Cranbrook 4-dr., $275, $100. 
*49 station wagon, $260. 

PONTIAC—'56 Star Chief (8) club coupe, 
$2,215*. °55 Chieftain (8) 2-dr., $1,220. 
’54 Chieftain (8) 2-dr., $780*. ’53 Chief- 
tain (8) club coupe, $890*; 2-dr., $840°, 
$660*, $525. °52 Chieftain (8) 4-dr., 
$165*. ’51 Silver Streak (8) 4-dr., $265°; 
conv., $210*. ’50 Silver Streak (8) coupe, 


$190. 
STUDEBAKER—’54 Champion club coupe, 
$665°. °51 Commander 4-dr., $105. 
WILLYS—’55 station wagon, $985. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues 
day. Prices are for sale of Oct. 23.) 


$1,230°. 


BUICK —’55 RM Riviera, $1,935* (ps); 
Special Riviera, $1,780*, $1,745*; 2-dr., 
$1,550*; Century 4-dr., $1,470*%; 2-dr., 


2 at $1, "405. "54 Century Riviera, $1, 410°; 
RM Riviera, $1,305* (ps); Special 4-dr., 
$1,250*. '53 Super Riviera, $1,105* (ps), 
$1,065*; 2-dr., $985. °52 Special 2-dr., 
$510. ’51 Special Riviera, $585*; 4-dr., 
$435*, $350*; 2-dr., $395*, ‘50 Special 
4-dr., $340. °49 Super 4-dr., $200*; 2-dr., 
$165, $105. 

CADILLAC—'54 (62) coupe, $2,750* (ps). 
"50 (62) 4-dr., $870*, ’49 (62) sedanet, 
$670*. *48 (62) 4-dr., $320*. 

CHEVROLET—'56 Bel Air (8) Hardtop, 
$2,200*; 4-dr., $1,950*; Two-ten (8) Del- 
ray, $1,800; One-fifty (6) 2-dr., $1,495. 
*55 Bel Air (8) Hardtop, $1,805; " Two-ten 
(8) 4-dr., $1,365; 2-dr., $1, 200°, $1,200. 
54 Bel Air station wagon, $1, 190; 4-dr., 


(Continued on Page 41, Col. 1) 








L 


$1,070"; ° 
Bel Ai r H 
ten 4-dr., 
SL Deluxe 
$525. °50 
$260; FL 
juxe 4-dr. 
9-dr., $25 
RYSLER 

ne $29 

poDGE —’5 
station Ww 

49 


Victoria, 
$790. '53 
gs90*; C 
2-dr., $7 
Main (8) 


HUDSON— 
club coup 
50 Pacen 

KAISER—’ 
4-dr., $12 

LINCOLN 
coupe, $2 


bier stati 
sador 4-< 
OLDSMOB! 
"53 =(88) 
(ps); De 
dr., $925 
Hardtop, 
"50 (88) 
4-dr., $2 
(88) 4-d 
PACKARD 
4-dr., $2: 
PLYMOUT 
$1,450*; 
$1,195. °! 
$755". °S 
"51 Subu 
urban, $: 
PONTIAC- 
2-dr., $8 
tain (8) 
Silver St 
Streak ( 
49 2-dr. 
STUDEBA 
"62 Cor 
$475°. °: 
$250. 
WILLYS— 
Jeep, $66 
MISCELL: 
$1,570. ’ 
"53 Will 
Minx 4- 
ton pic 
$350; Tr 


Lr 


(Colorac 
day. Pric 
(Sold ; 
BUICK — 
Special 
$2,315°*, 
$1,945° 
"54 Sur 
coupe, | 
$540. °: 
CADILLA 
$3,800* 
coupe d 
200* (p 
$865" ; 
coupe, § 
CHEVKOI 
$2,855° 
dr., $2, 
$2,255°. 
$2,000°, 
Two-ter 
(6) sta 
(8) Ha 
(6) 4-d 
One-fift 
conv., | 
dr., $9: 
SL Del 
CHRYSLI 
275* ( 
top, $1 
NY 4-< 
coupe, | 
Oo 


lane (5 
Fairlan 
(ps); 
"56 Co 
$2,085* 
550, § 
(ps); 
(8) 4- 
(ps). ’: 
Main ( 
(8) 4-1 
$530. ’ 
tom (8 
KAISER 
LINCOL) 
(ps). 
MERCUEF 
$2,290* 
$2,170, 
$1,595" 
terey | 
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as 
$740*. '52 Special Riviera, $630*; Super| 685* (ps); (88) Holiday, $2,385* (ps); | DODGE —’52 Meadowbrook 4-dr., $330*. 
| 4-dr., $510*. '51 KM 4-dr., $310*. 4-dr., $2,330*. ‘55 (88) 4-dr., $1,725°, ’51 Meadowbrook 4-dr., $230, $215*; 
® CADILLAC — ’54 (62) 4-dr., $2,325* (ps),| $1,550* (ps). '53 (88) Super 4-dr., $930* Coronet 4-dr., $195*. 
$2,270* (ps), $2,195* (ps). ’52 (62) 4-dr.,) (ps); Deluxe Holiday, $930*. '52 (88) | FORD—'57 Fairlane (8) 500 2-dr., $2,440*; 
se = or uc ion rices | $1,250* (ps), $1,200*. '50 (62) 4-dr.,| 4-dr., $740* (ps); Super 4-dr., $640* Custom (8) 300 2-dr., $2,070, ’56 Fair- 
| $820*, $765*; (60) Special 4-dr., $370*.| (ps). | jane (8) Victoria, $1,895*; 2-dr., $1,735, 
"49 (61) 4-dr., $385*; (62) 4-dr., $175*.| PACKARD — ’52 Ciipper 4-dr., $705*. ’55 Ranch Wagon, $1,510, $1,375; Vic- 
CHEVROLET — '56 Bel Air (8) 2-dr., $1,-| PLYMOUTH — '56 Belvedere (8) station toria, $1,580*. '54 Ranch Wagon, $1,060; 
875*; Two-ten (8) 2-dr., $1,770, $1,640,| wagon, $1,790*. ’55 Belvedere (8) 4-dr.,| Custom (8) 4-dr., $760; Main (8) 2-dr., 
(Continued from Page 40) $1,630, $1,525. '55 Two-ten (8) station $1,100*; Plaza (8) 2-dr., $900. ’54 Bel- $750. '53 Main (8) 2-dr., $625, '52 Cus- 
wagon, $1,600* (ps), $1,345*; 2-dr., $1,-| vedere 4-dr., $755; Savoy station wagon, tom (8) 4-dr. 510, 445; Main (8 
$1,070"; Two-ten 2-dr., $865, $850. ’53 (8) station wagon, $1,425; 4-dr., $1,290*; 110, $1,095*; Bel Air (8) Sport coupe, $675. °53 bomaieeiage Suburban, $715*. Seateaat coupe, sss0°. co Custom st 
Bel Air Hardtop, $915* (ps), $900; Two- Plaza (8) 4-dr., $1,050*. ’54 Belevedere $1,575*; conv., $1,430*, $1,300; 4-dr.,| °52 Cranbrook 4-dr., $370; conv., $230. 2-dr.. $330 $310 $260. 50 Custom (8) 
ten 4-dr., $755; One-fifty 4-dr., $465. 51) 4-dr., $735* (ps). ’53 Cranbrook conv., $1,375*, $1,335*, 2 at $1,320*; One-fifty)| PONTIAC — ’55 Chieftain (8) 2-dr., $1,- 2-dr., $295, $135." ; 
SL Deluxe 4-dr., $550*, $350°; Bel Air, $610; Cambridge 4-dr., $360. (6) station wagon, $1,400. '54 Bei Air 100. '54 Chieftain (8) 4-dr., $795*. 53 | HUDSON- 54 Super Jet 2-dr., $480 
$525. ‘50 SL Deluxe 4-dr., $320; 2-dr.,| PONTIAC — '56 Chieftain (8) station! Sport coupe, $1,205, $1,125; 2-dr., $930*| Chieftain (8) Catalina, $810*. ’52 Chief- | weRcURY—'51 Custom 2-dr. $290 
$260; FL Special 2-dr., $225. '49 SL De- wagon, $2,450* (ps); Catalina, $2,110* (ps), $905*; Two-ten 4-dr., $930*, $840, tain (8) 4-dr., $465*, '51 Silver Streak |*" p ag ~ Bey : . 
juxe 4-dr., $280; 2-dr., $240; FL Deluxe| (ps); Star Chief (8) Catalina, $2,325*| $800, $795. °53 Bel Air Sport ‘coupe,| (8) Catalina, $450*, $285*; 2-dr., $185°,| OLDSMOBILE—'56 (88) Holiday, $2,255*. 
2-dr., $255, ’47 FL Aerosedan, $105. (ps). '55 Star Chief (8) conv., $1,660*;| $950*; Two-ten 4-dr., $700, $650, $600.| ‘50 Silver Streak (S) station wagon $325. 51 (98) 4-dr., $206". "50 (88) 2-dr., 
CHRYSLER — ’51 Windsor 4-dr., $425*; station wagon, $1,560* (ps); Chieftain| CHRYSLER — ’53 Windsor 4-dr., $665*.| STUDEBAKER — ‘52 Commander 4-dr., $160°. "49 (76) 4-dr., $160. - 
conv., $295*. °50 Windsor Hardtop, $535*.| (8) 4-dr., $1,035. °54 Chieftain (8) Cat-| ‘52 Saratoga 4-dr., $245*. | $245; Champion coupe, $185*. '51 Com- | Pa EAOaTTSS. 55 omens 4-dr., $1,560°. 
pODGE—'53 Coronet club coupe, $800*; alina, $1,065*; 2-dr., $675. ’53 Chieftain) DeSOTO — ’52 Deluxe club coupe, $400*.| mander Land Cruiser, $155*; club coupe, | ae ; re ya ae oan 
station wagon, $745*, ’51 Coronet 4-dr.,| (8) Catalina $800*: °52 Chieftain (8)| ‘51 Custom 4-dr., $175. $105*. eee: an $565° ‘Si Cambridge Sar. 
$250°. "49 Wayfarer 2-dr., $135. 4-dr., $470*, ’51 Silver Streak (8) 4-dr.,| DODGE — ’55 Coronet (6) 4-dr., $1,035.| WELLYS — '53 Aero 4-dr., $280*. coos ‘s170: 'C 4 2-4 5195 50 pm 
FORD—’'56 Country sedan, $2,150* (ps); $305*. | ‘54 Royal conv., $970*; Suburban, $710. | MISC. — ‘53 Stude %-ton pickup, $300. aon thle 4-dr, $180. r., . pe- 
Ranch Wagon, $1,880; Fairlane (8) se-| STUDEBAKER — ‘53 Champion 4-dr., ’53 Coronet 4-dr., $540; Meadowbrook ’51 Dodge 2-ton truck, $145. PONTIAC — '55 Star Chief (8) Catalina 
dan, $1,850; Custom (8) 4-dr., $1,650.| $450. '51 Commander 4-dr., $295. | -f-dr., $330°. $1,750°. °53 Chieftain (8) Catalina, $925* 
55 Ranch Wagon, $1,515. '54 Crest (8)| WEILLYS — ’56 Jeep, $1,350. '48 Jeepster,| FORD — '57 Fairlane (8) 500 Victoria, EBENSBURG PA. (ps). ‘51 Silver Streak (8) Catalina 
Victoria, $1,210*, $990*; Main (6) 2-dr., $270, $260, $215, $205, $160. '47 Jeepster,| $2,625*; Custom 300 2-dr., $2,135. ’56 aa we ° $200°; conv., $265°. '49 Sliver Streak (8) 
$790. 53 Crest (8) Victoria, $995*, $920, $265. | Fairlane (8) conv., $1,975*; Victoria, $1,-| (Ebensburg Auto Auction Co. Sale every cuny,. 6100", ° 
$390*; Custom (8) 4-dr., $830, $710;| MISC. — '54 International %-ton pickup, | 950* (ps), $1,855*, $1,730* (ps); Custom | Thursday. Prices are for sale of Oct, 25.) STUDEBAKER—’56 Sky Hawk coupe, $2,- 
9-dr., $775; Custom (6) 4-dr., $590; $365. °53 GMC 1-ton pickup, $600. °51/| >: a1 330 “as naan Main Paa0; | ane = eT — oa De- |* 180°. . . 
in (8) 2-dr., $535. "52 Main (8) Ranch Willys %-ton pickup, $325. °49 GMC %-| r., ’ ™*. anc yagon, ’ +| mand excellent, § out o ° aaa = ° et « 
pn, $760; 2-dr.. $425; Custom (6)| ton pickup, $300. Fairlane (8) 2-dr., $1,300*, $1,220; Cus-| BUICK—'54 Special Riviera, $1,190*; 2-| MISCELEANEOUS — "48 Chevrolet %-ton 
2-dr., $475*. °51 Custom (8) Victoria, | — 2 2 ee a eater 4-dr., dr., pe. cy soiai’ ode, baebe. es 
0, $460; 4-dr., $445, $270; Custom 0. °54 Custom (8) 4-dr., ° | Cial 2-dr., b pecial 4-dr., ° » . 
> club coupe, $420, $400; 4-dr., $400; DYER, IND. | HUDSON — ’52 Hornet 4-dr., $205. '49 Super 4-dr., $175*. FT. WAYNE, IND. 
2-dr., $345*, $250, $200. ’50 Custom (8) (Dyer Auto Auction. Sale every Friday. | MERCURY — ’55 Montclair coupe, $1,825* | CADILLAC—’49 conv., $150°*. (Carl Marker’s Auto Auction, Sale every 
2-dr., $180; 4-dr., $150; Deluxe (8) 2-dr.,| Prices are for sale of Oct. 19.) (ps). "54 Monterey coupe, $1,320*; conv.,| CHEVROLET — ‘56 Two-ten (8) station Tuesday, Prices are for sale of Oct. 23.) 
$185. (Prices remain the same as the past $1,150*; Custom coupe, $1,020. ‘53 4- wagon, $1,860. 55 Bel Air (6) 2-dr., $1,- Maxkes very goed. Sold 164 ems out 
HUDSON—’53 Hornet 4-dr., $730, $700*; two weeks. Demand really strong. Sold | dr., $935*, $845*, $595. ‘52 2-dr., $395*. 025. '53 Two-ten 4-dr., $505. '52 SL De- of 122 offerings.) 7 
club coupe, $580*. ’52 Hornet 4-dr., $500.| 220 cars out of 309 offerings for another | NASH — '56 Rambler 4-dr., $1,505*. ‘55 luxe 2-dr., $300. ’51 SL Deluxe 2-dr.,| prick —'56 Century 2-dr., $2,370°, °55 
‘50 Pacemaker 4-dr., $100. 71 percent sale.) | §tatesman Country Club, §$1,510*. °54| $280. '50 SL Deluxe 2-dr., $185*; FL Century “O-dr $1.745°: ‘a $1.450° 
KAISER—’54 Manhattan 4-dr., $735, ’51| BUICK — ’56 Century Riviera, $2,405* Rambler station wagon, $875. °53 States- | Deluxe 2-dr., $195, $125. (ps): Special 2-dr., $1 ae50 ‘Ba Special 
4-dr., $120. (ps). ’55 RM Riviera, $2,000* (ps). '54| man 4-dr., $485*. '52 Rambler club coupe, | DeSOTO—’52 Firedome 4-dr., $320° (ps). 9-dr. $1,385*. '51 Special 2-dr.. $315. 50 
LINCOLN — '51 coupe, $525*. °49 club Super Riviera, $1,505* (ps); RM 4-dr.,| $450; Ambassador 4-dr., $400*, $340*. ’51 Custom 4-dr.. $205. "50 Custom 4-dr., ae . : a ; 
coupe, $260. $1,190*. '53 Special Riviera, $775; 4-dr.,| OLDSMOBILE — ‘56 (98) Holiday, $2,- $260°; 2-dr., $190°*. (Continued on Page 42, Col. 1) 
MERCURY —'55 Monterey 4-dr., $1,760, 
$1,625*. °54 Monterey Hardtop, $1,250. 
53 Custom Hardtop, $925*. "52 Monterey 
4-dr., $590*. °51 4-dr., $475, $465, $440*. 
50 4-dr., $240. ’49 club coupe, $210; 4- 
dr., $195. 
NASH — ’'55 Statesman 4-dr., $1,200. ’52 
Rambler station wagon, $350. '51 Ram- 
bier station wagon, $415*, $210; Ambas- 
sador 4-dr., $295*. °49 (600) 4-dr., $210. 
OLDSMOBILE — '55 (88) 2-dr., $1,985*. 
‘53 (88) Super 4-dr., $1,120*, $1,030* 
(ps); Deluxe 4-dr., $900°. "52 (98) 4- 
dr., $925*. "51 (98) 4-dr., $575*, $480°; 
Hardtop, $550°; (88) 4-dr., $350°, $285*. 
’50 (88) 4-dr., $450°; 2-dr., $180*; (98) 
4-dr., $295*; (76) club sedan, $250, ’49 
(88) 4-dr., $215*; (98) conv., $150°*. 
PACKARD—'51 (300) 4-dr., $355*; (200) 
4-dr., $235°. 
PLYMOUTH—’55 Belvedere (8) Hardtop, 
$1,450*; 4-dr., $1,275*; Savoy (8) 4-dr., 
$1,195. "54 Savoy Suburban, $985*; 4-dr., 





$755*. °53 Cranbrook 4-dr., $650, $620. 
’51 Suburban, $485; 4-dr., $250. ’°50 Sub- 
urban, $500. 

PONTIAC—’53 Chieftain (8) conv., $850*; 
2-dr., $815; Catalina, $795°. °52 Chief- 
tain (8) 2-dr., $520*; 4-dr., $420°. ‘51 
Silver Streak (8) 2-dr., $220*. 50 Silver 
Streak (8) Catalina, $280°; 4-dr., $200°. 
49 2-dr., $170°. 

STUDEBAKER—’54 Champion 2-dr., $650. 
"52 Commander coupe, $545°; 4-dr., 
$475*. ‘51 Champion coupe, $290, $280*, 
$250. 

WILLYS—’53 Delivery sedan, $440. ’52 
Jeep, $605, $565, $425. 

MISCELLANEOUS—’56 Volkswagen 2-dr., 
$1,570. '54 Chevrolet %-ton pickup, $750. 
"53 Willys %-ton pickup, $725; Hillman 
Minx 4-dr., $475. °49 International %- 
ton pickup, $320; Ford %-ton pickup, 
$350; Thames panel, $115. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Oct. 22.) 
(Sold 200 cars out of 250 offerings.) 
BUICK — '56 RM Riviera, $2,900* (ps); 
Special Riviera, $2,425*, $2,280*; coupe, 
$2,315*, $2,170*, $2,155*. "55 RM coupe, 
$1,945* (ps); Super Riviera, $1,760* (ps). 
‘54 Super Riviera $1,355* (ps); RM 
coupe, $1,180* (ps). ‘53 Special 4-dr., 
$540. ‘51 Super 4-dr., $375°. 
CADILLAC—'56 (62) coupe, $4,500* (ps), 
$3,800* (ps), $3,725* (ps). °55 (62) 
coupe de Ville, $3,375* (ps); 4-dr., $3,- 
200* (ps). ’52 (62) 4-dr., $1,400* (ps), 
$865*; (75) 4-dr., $990* (ps). '50 (61) 
coupe, $580*. 





CHEVROLET ‘57 Bel Air (8) 4-dr., 
$2,855* (ps), $2,820* (ps), $2,775*; 2- 
dr., $2,570; Two-ten (8) Delray coupe, 


$2,255*. ‘56 Bel Air (8) 4-dr., $2,250°, 
$2,000*, $1,925*; conv., $1,980*, $1,965*; 
Two-ten (8) 4-dr., 4 at $1,670*; Two-ten 
(6) station wagon, $1,050. °55 Bel Air 
(8) Hardtop, $1,4350*, $1,500*; Two-ten 
(6) 4-dr., $1,225*, 2 at $1,200*, $995; 
One-fifty (6) 4-dr., $950. ‘54 Bel Air 
conv., $1,200*; 2-dr., $935*; Two-ten 4- 
dr., $950*. ’53 One-fifty 2-dr., $530. °52 
SL Deluxe 2-dr., $395. 

CHRYSLER — '55 Imperial Hardtop, §$2,- 
275* (ps), $2,250* (ps); Windsor Hard- 
top, $1,815*; 4-dr., $1,675* (ps). °53 
NY 4-dr., $740*%; Windsor 4-dr., $670*; 
coupe, $500*. 


DeSOTO — '55 Fire Dome 4-dr., $1,620* 
(ps). 

DODGE — ‘55 Royal Lancer, $1,600*; 4- 
dr., $1,430*. 


FORD—'57 Country sedan, $2,645*; Fair- 
lane (8) Victoria, $2,555* (ps), $2,505*; 
Fairlane (8) 500 2-dr., $2,530*, $2,525* 
(ps); Custom (8) 300 4-dr., $2,385*. 
*56 Country sedan, $2,165* (ps), 2 at 
$2,085*, $1,820*; Custom (8) 4-dr., $1,- a = o,f 
550, $1,490*. °55 Thunderbird, $2,575* —_— 
(ps); Country sedan, $1,655*; Fairlane 
(8) 4-dr., $1,620* (ps); conv., $1,405* 

(ps). '54 Main (8) Ranch Wagon, 1,155; 
Main (6) 4-dr., $675, $605. '53 Custom 


iyi, “a Sa, it sure sells during cold spells!" 


tom (8) 4-dr., $125 





LINCOLN —"'st “Premiere, coupe, $4,560° f 

9 apr’ -dr., 4 w 

Bato", $2225"; Sport" coupe,” $5 280" It’s the one oil that best fills the bill _it, for they've learned about Quaker Ras 
$1,595"; Custom 2-dr., $1,135. ’54 Mon- for your wintertime business. For State in impressive, hard-selling na- 

wes cS a a long-lasting pate Eveoeye reais —_ and oe a " 
Rambler any. $500; Statesman 4-dr., Quaker State - t kanye = w 7 - be - = ree 

OLDSMOBILE, syc 98, (88), Holiday, $2, bag and protection all winter cold cash—wi u g 
(98) Holiday, $2,680° (ps). °55 (98) 4. ong. Your customers are looking for HD Motor Oil. 


dr., $1,940* (ps); (88) Holiday, $1,720. 
54 (88) Holiday, $1,720*; (98) conv., 
$1.700* (ps); 4-dr., $1,535* (ps), $1,230°. 
(88) conv., $910*. 

PACKARD — "56 Clipper 4-dr., $2,300* QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Ps). 

PLYMOUTH —~ '56 Flaza (8) 4-dr., $1,825; 
Savoy (6) 4-dr., $1,300. ’55 Belvedere 





Member Pennsylvania Grade Crude Oil Association 





Horr. ~ 2-dr., 
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r., $295. '51 Special 4-dr., $375, $155°*. ’52 (88) sedan, $340°. 
CADILLAC—’56 (62) 4-dr., $3,675* (ps). | PLYMOUTH 55 Belvedere 
'55 (62) club coupe, $3,000* (ps), wagon, $1,485. °53 Cranbrook Belvedere, 
S e = a r Oo es CHEVROLET—’56 Two-ten (6) 2-dr., $1,-| $665; Cambridge sedan, $350, 


Bel Air (8) station wagon, $1,640*; Bel $140, $125. 





club coupe, $1,025; 4-dr., $1,000* (ps). 


CADILLAC—’56 (62) coupe de Ville, $3,-| OLDSMOBILE—’56 (88) Holiday, $2,570* ’53 Bel Air 4-dr., $775*, $700; Two-ten STUDEBAKER—’56 Champion 2-dr., 








; 2-dr., $3,795° (ps). (ps). '53 (88) Super 2-dr., $880*, $875°*. 4-dr., $700; One-fifty 2-dr., $500. °52 425. 
CHEVROLET—’56 Two-ten (8) 4-dr., $1,-| °51 (98) 2-dr., $515, $470*. ’50 (98) 2- SL Deluxe 2-dr., $550*, $475*; Bel Air,| MISCELLANEOUS — ’55 Chevrolet 
, $1,585*; Corvette, $2,425, "53 | dr., $280. '49 (88) 2-dr., $305; (98) 2- $550*. 49 2-dr., $200. pickup, $980. 
ca atee Gane. an ia, Sele Air| PLYMOUTH 54 Pl 4-d $640. °53 ooeer ae men ade ‘10. 's 
700, $650. '52 SL Deluxe 2-dr., LY? J _’ aza 4-dr., *, IODGE — ’53 Coronet 4-dr., $470 410*. 
‘ "51 SL Deluxe 2-dr., $350, Cranbrook station wagon, $830; Belve- 50 Wayfarer 4-dr., $145. MASON CITY, IA. 
’50 SL Deluxe 2-dr., $310. $295, dere, $645. ‘52 Cranbrook 2-dr., $350.| FORD—’56 Country sedan, $1,925; Fair- (Central States Auto Auction, Sale every 
’49 SL Deluxe club’ coupe, ’51 Cambridge 2-dr., $300; Cranbrook lane (8) 4-dr., $1,800* (ps); Victoria, | Wednesday. Prices are for sale of Oct. 24.) 
, $125. weunian 7 $180. . $1,000° $1,750; conv., $1,740; Custom (8) 4-dr., (Activity increasing with the appear- 
is mag: at ” *.| C—’54 Chieftain (8) conv., ‘ $1,600, $1,575, $1,560, $1,555, $1,450,| ance of ’57 models.) 
ONY. hae, $330" (pe ad Windsor sae | (Ps). '50 Silver Streak (6) 2-dr.. $185.| $1/450%, $1/410°, "55 Fairlane (8) Crown| BUICK—'56 RM 4-dr., $2,675* (ps); 
: - | ewes Tre (8) 4-dr. =" a $100°, Victoria, $1,665; 2-dr.. $1,225; Custom era, $2,505* (ps); Special Riviera, $2,- 
7 ” e JEBAKER — '56 Power aw Poy (8) 2-dr., $1,240, $1,065, $950; "Main (8) 090*. ’55 Century 4-dr., $1,820* (ps). 
DOOTO—'56 Fireflite 4-dr., $3,180°. $1,585*. '55 Commander 2-dr., $1,365;| 2-dr., $1,150; Main (6) 2-dr., $650. ’54| Century 4-dr., $1,290*; Special 4-dr., 
DODGE—’53 Coronet 2-dr., $595. '52 Cor-| station wagon, $1,365. Crest (8) Victoria, $900; Custom (8) 2- 170*. '53 RM Riviera, $855* (ps); 
, $210. WILLYS — ’56 station wagon, $1,090, ’53| dr., $850. ’53 Crest (8) station wagon,| Riviera, $815*. '52 Super Riviera, $675*. 
FORD—’57 Fairlane (8) 2-dr., $2,395*, ’56 4-dr., $350. $790; Victoria, $750; Custom (8) club ’51 Super 4-dr., $340°*. 
(8) Victoria, $1,820°; conv.,| MISCELLANEOUS—’49 Ford %-ton pick- coupe, $675; 4-dr., $660, $580. ‘49 De-| CADILLAC—’56 (62) coupe, $3,690* (ps). 
$1,790; Custom (8) 2-dr., $1,375. ’'55 up, $325. '47 Ford %-ton pickup, $400. luxe (8) 2-dr., $175. | °SS& (62) 4-dr., $2,845° (ps), + 
Custom (6) 2-dr., $660. '52 Custom (8) HUDSON—’54 Wasp club coupe, $920. (ps); conv., $2,810*° (ps). '54 (62) 4-dr., | 
. "51 Custom (8) 2-dr., $275*, JENISON MICH MERCURY—’56 Monterey club coupe, $2,- $2,410* (ps), $2,360* (ps). ’53 (62) coupe 
"50 Custom (8) 2-dr., 2 at $310, - > a 115*. 54 Custom 4-dr., $905. "53 Mon-| de Ville, $1,770* (ps), ’52 (60) Special 
. (Grand Rapids Auto Auction, Sale every terey 4-dr., $775, $715. ’52 Monterey | 4-dr., $1,225* (ps). 
HUDS(/N—’57 Rambler 4-dr., $2,000*, '56| Tuesday. Prices are for sale of Oct, 23.) 4-dr., $535. '51 4-dr., $135. | CHEVROLET _— "56 Corvette, 
$1,510°, (Market very solid with bidding strong | NASH — ’'56 Rambler 4-dr., $1,700. 52 | Air (8) 4-dr., $2,515*, $1, 775; 
KAISE..—’52 Manhattan 2-dr., $280. throughout sale. Very few nice cars went Statesman 2-dr., $230. ‘50 Statesman; coupe, $1,945*; Two-ten (8) 4- dr. 
LINCOLN—' 54 2-dr., $1,325°. unsold, Sold 115 cars out of 157 offer- 4-dr., $115. | 625%; Two-ten (6) 4-dr., $1,580, $1, 500. 
MERCURY —’'55 Custom 2-dr., $1,365°;| ings.) OLDSMOBILE—’56 (98) Holiday, $2,700*| ‘55 Bel Air (8) Sport coupe, $1,695*, 
Monterey 2-dr., $1,330*, '53 Monterey| BUICK—’56 Century Riviera, $2,340*, $2,- (ps). °55 (98) Holiday, $2,025* (ps); $1,545*; Two-ten (6) 4-dr., 
$915°. °51 Monterey 2-dr., $305, 335°, $2,250°; Special Riviera, $2,315°*. 4-dr., $1,650* (ps); (88) Holiday, $1,- 125; 2-dr., 2 at $1,065, $1,050. 
$ le 55 RM Riviera, $1,870* (ps); Special 880°, $1,860°; 2-dr., $1,665*. °54 (98)| Air coupe, $1,165*; Two-ten 2-dr., b 
NASH—’55 Rambler 4-dr., $1,100. '54 Ram- Riviera, $1,800*, $1,505. °54 Special Rivi- 4-dr., $1,615* (ps); (88) sedan, $1,400*. ’53 Bel Air coupe, $805. '52 SL Deluxe 
$750. °53 station wagon, era, $1,350°. °53 Special Riviera, $915°*; "53 (88) 2-dr., $985°, $875*° (ps), $835* 4-dr., $415. '51 SL Deluxe 4-dr., | 





EATON FEATURES 


PLANETARY GEAR DESIGN — 

distributes pressure and wear over four planetary 
gears, resulting in lower unit stress, reduced main- 
tenance, longer axle life. 


FORCED-FLOW LUBRICATING SYSTEM — 


supplies positive lubrication to all moving axle parts, 
even at slowest vehicle speeds. 





POSITIVE SHIFT CONTROL — 


s s 2 , More than Two Million 
provides quick, easy shifts. Drivers use available gear Eaton Axles in Trucks Today! 


ratios—the right ratio for road and load conditions. 


SELF-CONTAINED AIR BRAKE — 
provides for greater braking efficiency; quicker action, 
quicker release; quick, easy reline. Available on Eaton 
air brake models. 
EXTRA-RUGGED CONSTRUCTION — 2-SPEED 


eliminates the possibility of harmful distortion or mis- 
alignment under full load, holds maintenance to a 
minimum, 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets « Hydraulic Valve Lifters « Valve Seat Inserts « Jet 
Engine Parts * Rotor Pumps « Motor Truck Axles «Permanent Mold Gray Iron Castings « Heater Defroster Units « Snap Rings 
Springtites «Spring Washers «Cold Drawn Steel «Stampings eLeaf and Coil Springs eDynamatic Drives, Brakes, Dynamometers 





AXLE DIVISION 


MANUFACTURING COMPANY 
CLEVELAND, OHIO 








RM Riviera, $830* (ps). ’52 Special 4- (ps), $795*, $700; (98) Holiday, 


515*; One-fifty (6) 2-dr., $1,405°. ’55 luxe club coupe, $230, '49 Deluxe 4-dr., 


Air (6) Sport coupe, $1,415*; 4-dr., $1,- PONTIAC—’55 Chieftain (8) Catalina, $1,- 

325, $1,175, $1,165; One-fifty (8) station 680* (ps), $1,590%. °53 Chieftain 

(Continued from Page 41) wagon, $1,365, $1,290; Two-ten (8) 4-dr., Catalina, $900; 2-dr., $745, $645; 

$1,140, $1,130, $1,050. '54 Two-ten sta- $700. '52 Chieftain (8) 4-dr., 

-, $170, $165, $160, °49 Super on. '51 Statesman 2-dr., $300; conv., tion wagon, $1,240*; 2-dr., $810; Bel Air ’51 Silver Streak (8) conv., 
. le 275 


- 


DODGE—’55 Coronet 4-dr., $1,505* (ps) 
*54 Coronet 4-dr., $995*. '53 Coronet 
Hardtop, $745*; Meadowbrook  4-qr 
$605*, $560*. ’51 Deluxe 4-dr., $205, ” 

FORD — '57 Fairlane (8) 4-dr.. $2,579 
(ps); Custom (8) 300 4-dr., $2,335" (pa) 
56 Thunderbird, $2,980*°; Fairlane (g} 
4-dr., $1,910* (ps); 2-dr., $1,760 Raneh 
Wagon, $1,525; Custom (8) 4-dr,, $1,. 
645*, $1,600, $1,575. °55 Fairlane (8) 
Victoria, $1,590* (ps), $1,480*; Country 
sedan, $1,685*; Ranch Wagon, $1 +445; 
Custom (8) 2-dr., $1,110°. '54 Custom 
(8) 4-dr., $945°; Main (6) Ranch Wag. 
on, $905. '53 Custom (8) 4-dr., $795, 52 
Custom (8) 2-dr., $425, ’51 Custom (8) 
2-dr., $325*; 4-dr., $300*, $220. 

LINCOLN—'56 Premiere Hardtop, $3,309 
(ps). 

MERCURY—’55 Monterey Sport coupe, $1,. 
680*; 4-dr., $1,505*. °54 Custom 2-dr,, 
$1,170. '53 Custom 4-dr., $845*, ‘51 Cus. 
tom 4-dr., $365*. 

| NASH—’53 Statesman 4-dr., $420 

OLDSMOBILE — ’56 (98) 4-dr., $2,499 
(ps). ’55 (88) coupe, $1,800*. ‘54 (88) 
Super 4-dr., $1,490* (ps). "53 (88) 4 

dr., $925°*. 

PLYMOUTH—’55 Plaza (8) 2-dr. $1,280; 
Plaza (6) 4-dr., $810, '53 Cambridge é 
dr., $495. ’50 Deluxe club coupe, $115, 

PONTIAC —'56 Star Chief (8) < atalina, 
$2,165° (ps). '55 Star Chief (8) 4-dr, 
$1,485* (ps). '54 Chieftain (8) 4-dr,, 
. 100*,. °53 Chieftain (8) 4-dr $700: 

2-dr., $695, ’52 Chieftain (8) 4-dr., $455* 
| STUDEBAKER—’53 Champion 2-dr., $500* 


Bel! +52 Commander Land Cruiser, $350*, '5} 


Commander 4-dr., $160*. '50 Commander 
2-dr., $160*. 





$1,170, $1,-| FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 

day. Prices are for sale of Oct. 25.) 
(Inclement weather and new model in- 
troductions held consignment and sales 
down, Sold 46 cars out of 80 offerings.) 

BUICK—’53 Super 4-dr., $850°*. 

| CHEV ROLET—'56 One-fifty (6) 2-dr. $1,- 

160. °51 SL Deluxe 2-dr., $330*; 4-dr, 

$320, $170. '50 SL Special 2-dr., $275; 

| SL Deluxe 2-dr., $150. 

| CHRYSLER—’55 NY sedan, $1,910* (ps). 
’51 Windsor Saratoga, $250°. °50 Wind- 
sor 4-dr., $270. 

DeSOTO—’50 Custom 4-dr., $170. 

| DODGE — '55 Coronet 2-dr., $1,060. °52 
Coronet 4-dr., $145°*. 

FORD—’56 Ranch Wagon, $1,880; Fair- 
lane (8) 4-dr., $2,060*°; club sedan, §$1,- 
625*; Custom (8) 4-dr., $1,600. '55 Cus- 
tom (8) 4-dr., $1,225. "53 Custom (8) 
2-dr., $785; Crest (8) Victoria, $500*. 
’51 Custom (8) 2-dr., $280. '50 Custom 
(8) 2-dr., $250. °49 Deluxe (8) 2-dr., 


$140. 
NASH—’53 4-dr., $520. '50 4-dr., $130. 
OLDSMOBILE—’50 (88) 4-dr., $225. '49 
2-dr., $135°. 


PACKARD—’54 Clipper 4-dr., $950* (ps). 
"51 4-dr., $345. 

PLYMOUTH—’53 Cambridge 4-dr., $460, 
"50 2-dr., $105. 


| PONTIAC—’53 Chieftain (8) 4-dr., $650°, 


’51 Silver Streak (8) 2-dr., $185, $135. 
STUDEBAKER — ’52 Commander 2-dr., 

$320; Champion 2-dr., $265. ‘50 Cham- 

pion 2-dr., $155; 4-dr., $145. 
WILLYS—’50 Jeepster, $200. 
MISCELLANEOUS—’55 Ford %-ton pick- 








up, $920. "52 Dodge 2-ton truck, $325. 
’50 Ford 2-ton truck, $325. '46 Chevro- 
let 1%4-ton truck, $295. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of Oct. 
25.) 

(Sold 182 cars out of 309 offerings.) 
BUICK—’56 Super Riviera, $2,470*° (ps); 

Special Riviera, $2,175*, $2,090°. ‘55 

Century Riviera, $1,175*%; Special conv., 

$1,700*. °54 Special Riviera, $1,070. ‘53 

RM Riviera, $920° (ps); Special 4-dr., 

$700*; 2-dr., $600. °52 RM conv., $575°; 

Special Riviera, $595*, $435°. °51 Super 

Riviera, $425*; Special 2-dr., $350°; 4- 

dr., $275*. "50 Super Riviera, $245°. 

CADILLAC—’56 (62) coupe de Ville, $4,- 
180° (ps); coupe, $3,785* (ps). ‘55 (62) 
coupe de Ville, $3,275* (ps). "54 (60) 
Special 4-dr., $2,520° (ps); (62) 4-dr., 
$2,450* (ps). "53 (62) 4-dr., $1,450° (ps). 
"51 (62) 4-dr., $810°, $550°. "50 (60) 
Special 4-dr., $515*, "48 (61) 4-dr., $295°. 

CHEVROLET—’'57 Bel Air (8) Sport se 
dan, $2,785* (ps). '56 Bel Air (6) 2-dr., 
$1, 780°; Two-ten (6) 4-dr., $1,640°; Two- 
ten (8) 2-dr., $1,635°. "5S Bel Air (8) 
conv., $1,400°; Sport coupe, $1,485*; Bel 
Air (6) 2-dr., $1,175, $1,130; Two-ten 
(8) 2-dr., $1,135*; Two-ten (6) 4-dr., 
$1,050, $1,020°; 2-dr., $1,025. "54 Two- 
ten Delray, $885°; 4-dr., $840; Bel Air 
4-dr., $660. '53 Bel Air 4-dr., $775°; 
Two-ten 2-dr., $560; One-fifty 2-dr., $450. 
"52 SL Deluxe Bel Air, $500°. ‘51 SL 
Deluxe 2-dr., $390*; 4-dr., $250°. '50 SL 
Deluxe 2-dr., $275. 

CHRYSLER — '54 NY Newport, $1,335° 
(ps). °53 Windsor 4-dr., $750%, '52 NY 
4-dr., $400°*. '51 Windsor 4-dr., $325°. 
*50 Windsor 2-dr., $285°*. 

DeSOTO—'51 Custom 4-dr., $325*. ’50 Cus- 
tom 2-dr., $275*. 

DODGE—’57 Royal (8) Lancer 4-dr., $2,- 
750°. °53 Sierra station wagon, $670; 
Coronet (8) 4-dr., $535*%; 2-dr., $410°; 
Meadowbrook 4-dr., $395*, $360*. ‘52 
Meadowbrook 4-dr., $280, $255. ’51 Mead- 
owbrook 4-dr. $220. 

FORD—’57 Fairlane (8) 500 Victoria, $2,- 
630*, $2,585* (ps). ’56 Thunderbird, $3,- 
030°’ (ps); Fairlane (8) Victoria, $1,950° 
(ps), $1,950*%, $1,900*; 4-dr., $1,700*; 
Custom (8) 2-dr., $1,170*. 55 Fairlane 
(8) Crown Victoria, $1,635*%; Victoria, 
$1,500*; Custom (8) 4-dr., $1,175*, $1,- 
050; 2-dr., $1.065*; Main (8) 2-dr., "$900. 
’54 Crest (8) Victoria, $1,095*; ‘Ranch 
Wagon, $1,035*. ’53 Crest (8) Victoria, 
$760*, $705, $690; conv., $530; Custom 
(8) 2-dr., $660. ’52 Custom (8) 4-dr., 
$510*. '51 Deluxe (6) 2-dr., $265, ‘50 
Custom (8) 2-dr., $300. 

HUDSON—’55 Hornet Hollywood, $1,390°. 
’53 Super Jet 4-dr., $350; Wasp 4-dr., 
$330. 52 Wasp 2-dr., $280. 

LINCOLN—’54 Capri coupe, $1,375* (ps). 
’53 Capri coupe, $945* (ps). ’51 Cosmo 
politan 4-dr., $350*. °50 Cosmopolitan 
2-dr., $235°. 

MERCURY—’56 Montclair 4-dr., $2,185*. 
’55 Monterey coupe, $1,760*; Montclair 
coupe, $1,790* (ps), $1,655*, $1,400. "54 
Monterey coupe, $1,200*, $1,035%; Cus 
tom 2-dr., $745. 53 Custom Sport coupe, 
$750; 4-dr., $685. °52 Custom Sport 
coupe, $660*. '51 Custom 2-dr., $325, 

00. 


$3 
NASH—’54 Rambler Country Club, Ry 
’53 Ambassador 4-dr., $580*%, $375. '52 
Rambler station wagon, $430. 
OLDSMOBILE—’56 (88) Super 4-dr., $2,- 
320* (ps). ’55 (88) Super Holiday, $2,- 
085* (ps); 4-dr., $1,590* (ps). '54 (88) 


(Continued on Page 43, Col. 1) 
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Holiday, $1,575*, $1,545*%; (98) coupe, 
$1,380* (ps). '53 (88) Super 4-dr., $1,- 
930°, $820. ’52 (88) conv., $695*; Super 
4-dr., $680*. '51 (88) Super 4-dr., $375°*; 
(98) 4-dr., $345°. °50 (88) Super 2-dr., 
$325", $250°; (88) 4-dr., $275°. | 
pacKARD—'54 Clipper 4-dr., $910*, °53 
Clipper Mayfair, $835*. 

PLYMOUTH—’56 Belvedere (6) conv., $1,-| 


595*. '55 Belvedere (6) Sport coupe, $1,-| 


410°; Plaza (6) 2-dr., $880. °53 Cran- 
prook 4-dr., $585, $390*; Suburban, $300; | 
Cambridge 2-dr., $265. °52 Cranbrook 
4-dr., $250. ’°51 Cranbrook 2-dr., $250. | 
ponTIAC—'55 Chieftain (8) 2-dr., $1,- 
015. “53 Chieftain (8) 4-dr., $700*; a | 
dr., $650%. °52 Chieftain (8) Catalina, 
$585". °51 Silver Streak (8) Catalina, | 
$400°*; 4-dr., $290°. | 
sTUDEBAKER—’55 Commander 2-dr., $1,-| 
950*; conv., $1,205*. °'54 Commander) 
9-dr., $810. '53 Commander 2-dr., $455. | 
52 Commander coupe, $255. 


MISCELLANEOUS—'56 Volkswagen 2-dr., | 
$1,475 


OMAHA 


(Richard Abel Auto Auction, Sale every 
Thursday. Prices are for sale of Oct. 25.) 
BUICK—'55 Special Riviera, $1,870* (ps); 

4-dr., $1,530*. °'54 Special Riviera, $1,- 

425*; 2-dr., $1,015. °53 Super Riviera, 
$765° (ps). "52 Super 2-dr., $475*, °49 
station wagon, $125. 

CADILLAC—’'56 (62) coupe, $3,885* (ps); 
4-dr., $3,670° (ps). °55 (62) coupe de 
Ville, $3,150° (ps); 4-dr., $2,785° (ps). 
"50 (62) 4-dr., $650, $635°. 

CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
320° (ps); Two-ten (8) 4-dr., $1,850°, 
$1,525; station wagon, $1,825. '55 Bel Air 
(8) Sport coupe, $1,350°; Two-ten (6) 
2-dr., $1,325; 4-dr., $1,095. '54 Two-ten 
4-dr., $955°; 2-dr., $845, $765. "53 Bel 
Air conv., $805°*; 4-dr., $760°; Two-ten 
4-dr., $700*; 2-dr., $650; One-fifty 4-dr., 


$505. "52 SL Deluxe 4-dr., $380°, '51 SL} 


Deluxe 2-dr., $470°, $265*, $260*. 





CHRYSLER—'48 Windsor sedan, $105. 
DeSOTO—'53 Firedome 4-dr., $795°*. 
Custom club coupe, $130°*. 


"50 


DODGE — ‘55 Coronet Hardtop, $1,550* 
(ps). "53 Meadowbrook 4-dr., $450. ‘52 
4-dr., $360. 

FORD—'57 Fairlane (8) 500 club coupe, 
$2,385*; Fairlane (8) Victoria, $2,345*; 
Custom (8) 300 2-dr., $2,070°; Custom 


(6) 2-dr., $2,035°*. '56 Fairlane (8) 4-dr., 
$1,750*; Main (8) 4-dr., $1,455. '55 Fair- 


lane (8) 2-dr., $1,395°; Main (8) 2-dr., 
$995; Custom (8) 2-dr., $1,050°. ‘54 
Crest (8) 4-dr., $1,105°; conv., $825; 
4-dr., $995*; Ranch Wagon, $1,050; 
Custom (8) 4-dr., $875*. "53 Custom (8) 
$705*; 2-dr., $670°, $650; conv., $425°. 
‘S52 Main (8) 4-dr., $515; 2-dr., $500, 
$425*. ‘51 Custom (8) 2-dr., $300. ‘49 


Custom (8) 2-dr., $120. 
HUDSON—’'56 Rambler station wagon, $1,- 


700. 
MERCURY—'55 Montclair coupe, $1,825°*; 


Monterey 4-dr., 2 at $1,550°. °53 4-dr., 
$705°. 

NASH—'54 Rambler Hardtop, $845. 
OLDSMOBILE —.'56 (88) 4-dr., $1,980° 
"55 (88) Holiday, $2,100° (ps); (98) 4- 
dr., $1,870° (ps). "51 (98) 4-dr., $390°. 
PACKARD—’'52 Mayfair coupe, $475*. ‘51 
4-dr. $170. 


PLYMOUTH—'56 Belvedere (8) 2-dr., $1,- 
610°. '55 Savoy (6) 4-dr., $1,000°; Plaza 
4-dr., $845. °51 Cambridge club coupe, 


$285. 
PONTIAC—'53 Chieftain (8) 4-dr., $620°. 
"S51 Silver Streak (8) 4-dr., $290*. 
WILLYS—’'55 station wagon, $1,120. 
MISCELLANEOUS—'52 Ford %-ton pick- 
up, $595. '51 Ford %-ton pickup, $470. 
"49 Studebaker 1%-ton truck, $155. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sales every 
Thursday and Friday. Prices are for sales 
of Oct. 25-26.) 

(Consignments down slightly as the 
weather was not too good. Prices steady 
with a big démand for extra-clean cars. 
Seld 152 out of 276 offerings.) 

BUICK—’54 Super Riviera, $1,185*; 4-dr., 
$1,125* (ps). 

CADILLAC—’56 (60) Special sedan, $4,- 
200* (ps); (62) Sport coupe, $3,590° 
(ps); 4-dr., $3,530° (ps). "55 (62) 4-dr., 
$2,990* (ps). ‘53 (62) 4-dr., $1,400° 
a: "50 (61) 4-dr., $550°; (62) coupe, 


CHEVROLET—’57 Bel Air (8) 2-dr., $2,- 
375*. '56 Bel Air (8) coupe, $1,810*; 
2-dr., $1,650, $1,635; Two-ten (8) 2-dr., 
$1,440, $1,400, $1,350. "55 One-fifty (6) 


2-dr., $850, $750. ‘53 Two-ten 4-dr., 
$815*; Bel Air 4-dr., $775. '53 Bel Air 
2-dr., $730; Sport coupe, $685. °52 SL 


Deluxe 2-dr., $495, $315. '50 SL Deluxe 
2-dr., $340. 

DODGE—’55 Royal sedan, $990. 

FORD—'57 Fairlane (8) 500 Victoria, $2,- 
600*; Country sedan, $2,560*; Fairlane 
(8) 2-dr., $2,425*; Custom (8) 300 4-dr., 
$2,300, $2,100; Custom (8) 4-dr., $1,950* 
(ps). 56 Ranch Wagon, $1,950* (ps); 
Fairlane (8) 4-dr., $1,700* (ps), $1,680°. 
55 Fairlane (8) Crown Victoria, $1,525*; 
station wagon, $1,375*. ’54 Crest (8) 
Victoria, $980*. °53 Crest (8) Victoria, 
$850* (ps); Custom (8) 2-dr., $690*, 
$640. "52 Custom (8) 4-dr., $600; 2-dr., 
$475. 

KAISER—'52 Manhattan 4-dr., $255. 


MERCURY—’55 Montclair Hardtop, $1,- 
850* (ps); Sport coupe, $1,665*. °54 4- 
dr., $1,010*. °53 Custom 2-dr., $680; 
Monterey 4-dr., $640. 

NASH—'52 Statesman 2-dr., $390; 4-dr., 


$390. 

OLDSMOBILE—’56 (88) Super coupe, $2,- 
335°. ’55 (98) Sport coupe, $2,075* (ps). 
54 (98) 4-dr., $1,500* (ps); (88) Super 
2-dr., $1,270*; Deluxe 2-dr., $1,220*. ’53 
(88) 2-dr., $720*. '52 (88) 4-dr., $520*. 
49 (88) 2-dr., $225. 

PLYMOUTH— 54 Plaza 2-dr., $575; 4-dr., 
$535. '50 4-dr., $225. 

PONTIAC—'56 Chieftain (8) 4-dr., $1,610°*. 
55 Chieftain (8) 4-dr., $1,155. '54 Chief- 
tain (8) 4-dr., $835*, $785*. 

STUDEBAKER—’50 Champion 4-dr., $200. 

MISCELLANEOUS — '54 Chevrolet | %4-ton 
Pickup, $625; Ford \%-ton pickup, $660. 
53 Dodge %-ton pickup, $350; Ford %- 
ton pickup, $435. ’50 International %-ton 
| rian $265. '49 Chevrolet %-ton pickup, 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 





Wednesday. Prices are for sale of Oct. 24.) 

(Western buyers were in today as we 
sold 81 percent of offerings. ’52s through 
54s got most of the action.) 

BUICK—'55 Super Riviera, $1,740* (ps). 
‘54 Super 4-dr., $1,165*. '53 RM 4-dr., 
$860*. ’51 Super 4-dr., $400*. '50 Super 
4-dr., $225*, $160* °49 Super 4-dr., 
$125*. 

CADILLAC—’56 (62) sedan de Ville, $4,- 
140* (ps). '54 (62) coupe, $2,565* (ps). 
"53 (62) coupe de Ville, $1,705*. ’51 (62) 
4-dr., $765°. 

CHEVROLET—’56 Bel Air (8) Hardtop, 
$1,905*; station wagon, $1,800*; Two- 
ten (8) 4-dr., $1,475*, $1,470, $1,450, °55 
Two-ten (8) 4-dr., $1,530*, $1,200*; sta- 
tion wagon, $1,385*. °54 Bel Air 2-dr., 
$905*, $900; Two-ten 2-dr., $705, $700. 
’53 Bel Air coupe, $700*, $685*; Two-ten 
4-dr., $645, $625, $580, $560. '52 SL De- 
luxe 4-dr., $425, $400, $395. °51 SL De- 
luxe 2-dr., $310, $305, $290. '50 SL Deluxe 


4-dr., $210, $200. '49 SL Deluxe 2-dr., 
$155, $150. 
CHRYSLER — ’53 Windsor 4-dr., $700* 
| (ps). 
DeSOTO — '55 Custom Hardtop, $1,615* 


(ps). 53 Firedome 4-dr., $605* (ps). ’51 
Custom 2-dr., $265°. 

DODGE—'54 Coronet 4-dr., $855*. °53 Cor- 
onet 4-dr., $580°. °50 Meadowbrook 4- 
dr., $260°, 

FORD—’'57 Fairlane (8) 500 4-dr., $2,490° 
(ps); Custom (8) 300 4-dr., $2,105*. '56 
Fairlane (8) Victoria, $1,910* (ps); 4- 


dr., $1,610*; Custom (8) 4-dr., $1,570*, 
$1,560*. °55 Custom (8) station wagon, 
$1,510*; 4-dr., $1,225*; Custom (6) 4-dr., 
$1,010*, $980, $960. 54 Custom (8) sta- 


tion wagon, $1,070*; 4-dr., $960*; 2-dr., 
$795. ’53 Custom (8) 4-dr., $675*, $660. 
"52 Custom (8) 2-dr., $430. '51 Custom 
(8) Victoria, $365*, $260*, $165; Deluxe 
(8) 4-dr., $200*, $185*, °49 Deluxe (8) 
4-dr., $145*. 


MERCURY—’54 Monterey 4-dr., $1,160*; 
Hardtop, $925*. ‘53 Monterey Hardtop, 
$535*. °51 Custom 4-dr., $315*. ’'50 Cus- 
tom 2-dr., $210*. ’°49 Custom 2-dr., $110*. 

NASH—’52 Ambassador 4-dr., $490*. 

OLDSMOBILE—’56 (88) Holiday, $2,370*. 
‘55 (98) Holiday, $1,910*. ’54 (88) Super 
Holiday, $1,505*. °53 (98) Holiday, $1,- 
200*, $1,110*. ’52 (88) 4-dr., $710*, ’51 
(88) 4-dr., $505*. 

PLYMOUTH—'56 Belvedere (8) 4-dr., $1,- 
680*. ’°55 Savoy (8) 4-dr., $1,165*. °52 
Deluxe 4-dr.. $265*. °51 Cranbrook sta- 
tion wagon, $350. 50 Deluxe 4-dr., $105. 

PONTIAC — ’'55 Chieftain (8) 4-dr., $1,- 
310*, $1,200*, °54 Chieftain (8) 4-dr., 
$1,005*. °53 Chieftain (8) 4-dr., $700*. 
’52 Chieftain (8) 4-dr., $435*, $405. °51 
Silver Streak (8) 2-dr., $340*, $300*. 

STUDEBAKER "51 Commander 4-dr., 
$175*. "50 Commander 2-dr., $100*. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Oct. 24.) 

(There appears to be no slack season 
here as demand continues very high on 

clean autos. Sold 138 cars out of 163 
offerings.) 

BUICK—’'54 Special 4-dr., $1,320*, $1,040*. 
’51 Super 4-dr., $225*. °50 Special 4-dr., 
$550*. °49 Super 4-dr., $160°*. 

CADILLAC—’53 (62) 4-dr., $1,525*, °50 
(62) 2-dr., $775°*. 

CHEVROLET—’56 Bel Air (8) 2-dr., $1,- 
895° (ps); 4-dr., $1,665*, °54 Bel Air 4- 


dr., $910; 2-dr., $865*; Two-ten 2-dr., 
$860. 53 Two-ten 4-dr., $810, $720, $670; 
2-dr., $695, $655*. °52 SL Deluxe 4-dr., 
$490; 2-dr., $460*, $445, $435, $295. °51 
SL Deluxe 2-dr., $365, $360; 4-dr., $320. 
*50 SL Deluxe coupe, $270; 4-dr., $355, 
$315; 2-dr., $435, $425, $310, $255, $230, 
$190, ’°49 SL Deluxe 2-dr., $255, $245, 
$235, $220, $195, $170, $140. ’41 2-dr., 
$290. °38 2-dr., $180. 


CHRYSLER—’ 50 4-dr., $215. 
DODGE—’53 Meadowbrook 2-dr., $320, 
FORD—’'56 Fairlane (8) conv., $1,695; 2- 


dr., $1,685*, °54 Ranch Wagon, $1,215; 
Custom (8) 2-dr., $860, $845, $840; Crest 
(8) 2-dr., $1,045. '53 Custom (8) 2-dr., 
$750, $715*, $590°; 4-dr., $720, $665; 
Crest (8) Victoria, $725; Main (8) 2-dr., 
$535*. °52 Ranch Wagon, $720; Custom 
(8) 2-dr., $715, $410*; 4-dr., $555, $505, 
$490*; conv., $695*. ’'51 Custom (8) Vic- 
toria, $455*; 4-dr., $360, $340, $295, 
$275*; 2-dr., $355, $325, $310, $225; sta- 
tion wagon, $295*; Custom (6) 2-dr., 
$175; Deluxe (8) 4-dr., $335; 2-dr., $320; 
Deluxe (6) 2-dr., $240. 50 Custom (6) 
4-dr., $400; 2-dr., $495, $225; Custom 
(8) 2-dr., $455, $295, $255; coupe, $260; 
4-dr., $315, $225; Deluxe (8) 2-dr., $195. 
*49 Custom (8) 2-dr., $245, $165; 4-dr., 
$155. '40 coupe, $230, $225. 


MERCURY—’53 Monterey 4-dr., $520. °51 
Custom 2-dr., $295*; 4-dr., $290, $205. 
’50 Custom 4-dr., $270; 2-dr., $180. ’49 
Custom 4-dr., $145. 

NASH—’'55 Rambler 4-dr., $1,300. 

OLDSMOBILE — '54 (98) 4-dr., $1,500* 
(ps). °53 (88) 2-dr., $1,120; 4-dr., $775*. 
"52 (88) 4-dr., $720*, $500*, °51 (88) 
2-dr., $245°. ’48 conv., $145°*. 


PLYMOUTH — ‘55 Savoy (6) 4-dr., $845. 


’54 Savoy 4-dr., $830. ‘53 Cambridge 
Savoy, $515; Cranbrook 4-dr., $505. °52 
Cranbrook Belvedere, $330; 2-dr., $325; 
Cambridge 4-dr., $315. °51 Cambridge 
4-dr., $170. ‘50 Deluxe 2-dr., $300, °49 
Deluxe 2-dr., $190. 


BUICK—’53 Super 2-dr., 


CADILLAC—'52 
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PONTIAC—’55 Chieftain (8) Catalina, $1,- 
595*. ’52 Chieftain (8) Catalina, $520*. 
STUDEBAKER—’51 Champion 4-dr., $210, 

$105. 

MISCELLANEOUS — '54 Chevrolet %-ton 
pickup, $665; Ford %-ton pickup, $715. 
’53 Ford %-ton pickup, $620. °53 Ford 
¥%-ton pickup, $435. '51 Chevrolet %-ton 
pickup, $335. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 

day. Prices are for sale of Oct. 23.) 
(Rough cars were the average run here 
this week and brought very rough prices. 
Clean and sharp autos still are in good 
demand and are bringing good prices. 
Sold 90 cars out of 135 offerings.) 

$800*. °51 RM 

conv., $110*. ’51 Special 4-dr., $310. ’50 

Super 4-dr., $140*. 

(75) 4-dr., $1,060*%, °51 
(61) 4-dr., $525*. ’50 (60) Special 4-dr., 
$460*. ’48 (60) Special 4-dr., $115*, 

CHEVROLET—’56 Two-ten (8) 4-dr., $1,- 
525*; One-fifty (8) 4-dr., $1,680%. '55 
Bel Air (8) Sport coupe, $1,480*; 4-dr., 
$1,205*; Two-ten (8) 4-dr., 3 at $1,050, 
$1,035; 2-dr., $1,075, $1,065, 2 at $1,060, 
$1,055, 2 at $1,050, $1,000. '54 Bel Air 
conv., $1,030*; 4-dr., $1,015*; Two-ten 
4-dr., $740. '53 Bel Air 4-dr., $710, $625; 
Two-ten 4-dr., $510; One-fifty station 
wagon, $570. 52 SL Deluxe station wag- 
on, $500, $390; club coupe, $225. ’51 SL 
Deluxe conv., $310*; 4-dr., $310*, $270*. 
50 SL Deluxe Bel Air, $285*; 4-dr., 
$150. 

CHRYSLER—’'51 NY 4-dr., $100*. 

DeSOTO—’53 Firedome 4-dr., $525*; Pow- 


ermaster 4-dr., $540*. 50 Custom 4-dr., 
$185°. 
DODGE — ‘’54 Coronet 4-dr., $750*, °53 


Meadowbrook station wagon, $670; 4-dr., 
(Continued on Page 48, Col. 1) 
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specify BOSTON Automotive Hose and BULL DOG Tape 
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Holiday Blue, Meadow Green, 
Georgian Grey, Tropical Red 
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>FASHIONABLE DESIGNS >HARMONIZING COLORS 
>DURABLE LIVE RUBBER 
>EASY CLEANING 


>FIT EVERY CAR 
>NON-SKID 


A history-making first in the car rug field! Beautiful designs in 
high-fashion colors — exclusive with BOSTON — make every car 
owner a sure prospect. In matching sets, contour fitted for left and 
right sides of car. This is a great profit opportunity! Order now 
from your automotive jobber. 















Thought you auto know— 


ABC-TV IS A BI 





\ 


in Automotive Advertisinglc 


ABC-TV NETWORK SCHEDULE 1956-57 


7:00 


7:30 


8:00 


8:30 


9:00 


9:30 


10:00 


10:30 


ie cececniegletinen ———— —— 


KUKLA, FRAN & OLLIE KUKLA, FRAN & OLLIE 
(Gordon Baking) (Gordon Baking) 


JOHN DALY & NEWS JOHN DALY & NEWS 


*BOLD JOURNEY 
(Ralston) 

















YOU ASKED FOR IT 
(Best Foods) 
















CHEYENNE 
(Gen. Elec.) 






AMATEUR HOUR 


Alternating with 












(Pharmaceuticals 
Inc.) 







CONFLICT 
(Chesebrough- Ponds) 





DANNY THOMAS 
SHOW 


(Kleenex & Armour) 















PRESS CONFERENCE 


(Corn Products 
Refining) 





VOICE OF FIRESTONE 


(Firestone) © 


LIFE IS WORTH 
LIVING 
(Co-op) 


ELECTION 
COVERAGE 










(Buick) 














“OMNIBUS 






(Aluminium Ltd) 4% 


(Union Carbide 
& Carbon) % 





*LAWRENCE WELK’S 
TOP TUNES AND 
NEW TALENT 


(Dodge-Plymouth) 






ELECTION 


COVERAGE wi 


(Buick) 





The schedule bedecked with tires below is ABC-TV’s 

evening line-up of programs for the week of November Sth. 

| Each tire circles a program* sponsored by an automobile 
manufacturer. It’s the fastest way we could think of to show 


the volume of auto advertising carried on ABC-TV. 
Week in, week out, ABC-TV has more “auto-hours” than 
any other network...almost more than the 


ITC es! 
y Cit | S s two other major networks combined. 


* Buick sponsors ABC-TV’s Election Coverage Tuesday night. 
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KUKLA, FRAN & OLLIE 


KUKLA, FRAN & OLLIE : 
(Gordon Baking) 


KUKLA, FRAN & OLLIE 4 
(Gordon Baking) 


(Gordon Baking) 















JOHN DALY & NEWS 


JOHN DALY & NEWS 
(Miles Labs) 













LONE RANGER 


(Gen. Mills & 
Swift) 





RIN TIN TIN 






(National Biscuit) 





DISNEYLAND 






(Amer. Dairy) 











(Amer. Motors) FAMOUS 
(Swift-Derby) FILM 
FESTIVAL 
(Participating) 



























1957 ROCKET 
“NAVY LOG REVUE CROSSROADS 
(Amer. Tob. & (Oldsmobile 
U. S. Rubber) Nov. 8 only) (Chevrolet) 





LAWRENCE WELK 





*WIRE SERVICE 





(Dodge) 






(Miller Brewing, 
start 1/3/57) \% 


(R. J. Reynolds) % 










THE VISE 


(Sterling Drug) 


**FORD THEATRE 








(Ford) 





Ea 





MASQUERADE PARTY 


(Lentheric & 
Emerson) 






OZARK JUBILEE 






(Amer. Chicle) Alt. 





*RAY ANTHONY 
SHOW 











WEDNESDAY NIGHT 


ae (Plymouth) 





*New Program 
**New Program for ABC-TV 





(Pabst & 
Mennen) 
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AUTOMOTIVE NEWS, NOVEMBER 5, 1956 





Germany Honors Curtice— 


Chancellor Konrad Adenaver, right, and 
Harlow H. Curtice, General Motors presi- 
dent, examine the Grand Service Cross of 


the Federal Republic of Germany which | 


was awarded the American business 


leader in a ceremony at Bonn, West Germ- | Biarritz conv., 


any. The medal is awarded in recognition 
of outstanding service or for promotion 
of good relations between West Germany 
and foreigners. Curtice was touring Europe, 
including GM's Adam Opel A. G. in- 
stallations in West Germany. 


*57 Season Finds 
Buffalo Plants 
In Full Swing 


BUFFALO. — The Buffalo area’s 
14 major auto-manufacturing and 
supplier plants are operating at 
virtual capacity for production of 
1957-model cars. 

Some overtime is being worked 
in a few of the plants, but the over- 
all level of operations generally 
falls short of the record produc- 
tion in 1955. 

Chevrolet’s Tonawanda engine, 
forge and foundry plants now have 
a work force of 7,335, up more than 
300 from a few months ago. Chev- 
rolet’s plant in Buffalo has a force 
of about 2,500, approximately the 
same as before the model change- 
over. 

Ford’s Lake Shore Rd. stamping 
plant reports that it is about “back 
to the level of a year ago.” Some 
departments are putting in six days 
a week. 

Ford’s Fuhrmann Blvd. assembly 
plant previously disclosed plans to 
hire 250 more workers and go on a 
heavy overtime schedule, Last year 
the plant had a force of about 1,400. 

General Motors’ Harrison Radi- 
ator division plants in Lockport and 
West Lockport still are looking for 
more workers, These plants now 
employ more than 6,000 workers, 
up 500 to 600 in recent months. 

Harrison Radiator’s Buffalo plant 
employs about 1,000 workers, up a 
couple of hundred since September 
and about the bighest in nearly two 


years. 

Trico Products, which operates 
five plants in Buffalo, said its em- 
ployment bas risen along with the 
auto industry in general. 











. The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 


BUICK—Special—4-dr. 
dr. sed., $2,357; 4-dr. hardtop, $2,528; 2- 
dr. hardtop, $2,457; conv., $2,740; 4-dr. 
2-seat stat. wag., $2,775. Century—4-dr. 
hardtop, $3,041; 2-dr. hardtop, $2,963; 
conv., $3,306; 4-dr., 2-seat stat. wag., 
$3,256. Super—4-dr. sed., $3,250; 4-dr. 
hardtop, $3,340; 2-dr. hardtop, $3,204; 
conv., $3,544. Roadmaster — 4-dr. sed., 
$3,503; 4-dr. hardtop, $3,692; 2-dr. hard- 
top, $3,591; conv., $3,704. (Dynafiow 
standard on Century, Super and Road- 
master. Power steering standard on Super 
and Roadmaster.) 


CADILLAC — Series 62 — 4-dr. sed., 
$4,296; 2-dr. hardtop, $4,201; 4-dr. Sedan 
deVille hardtop, $4,753; 2-dr. Coupe deVille 
hardtop, $4,624; conv., $4,766; 2-dr. El- 
dorado Seville hardtop, $6,556; Eldorado 
$6,556. Series 60 Special — 
$5,047. Series 75—S8-pass. sed., 
lim., $6,828. (Hydra-Matic, 


sed., $2,416; 2- 


4-dr. sed., 
$6,613; 8-pass. 


| power steering, power brakes standard.) 


CHEVROLET — (Prices are for 6-cyl. 


models, For V-8s, add $100.) One-Fifty— 
4-dr, sed., $2,020; 2-dr. sed., $1,968; 
utility sed., $1,857; 2-dr. 2-seat stat. wag., 
$2,279. Two-Ten—4-dr. sed., $2,146; 2-dr. 
sed., $2,094; club cpe., $2,134; 4-dr, hard- 
| top, $2,242; 2-dr. hardtop, $2,176; 2-dr. 
2-seat stat. wag., $2,374; 4-dr. 2-seat 


stat. wag., $2,428; 4-dr. 3-seat stat. wag., 


$2,535. Bel Air—4-dr. sed., $2,262; 2-dr. 
sed., $2,210; 4-dr. hardtop, $2,336; 2-dr. 
| hardtop, $2,271; conv., $2,483; 4-dr. 2- 


| stat. 





seat stat. wag., $2,552; 2-dr. 2-seat Nomad 
wag., $2,729. Corvette—Hardtop cpe. 
or conv. (V-8 only), $3,437. 

CHRYSLER—Windsor—4-dr. sed., $2,- 
870.25; 4-dr. Newport hardtop, $3,128.25; 
2-dr. Newport hardtop, $3,041.25; 2-dr. 
Nassau hardtop, $2,904.75; conv., §$3,- 
335.75; 4-dr. stat. wag., $3,598. New 
Yorker—4-dr. sed., $3,779.25; 4-dr. New- 
port hardtop, $4,101.75; 2-dr. Newport 
hardtop, $3,951.25; 2-dr. St. Regis hard- 
top, $3,995.25; conv., $4,242.50; stat. wag., 
$4,523.25. 300-B—2-dr. hardtop, $4,419. 
(Powerflite and power brakes standard on 
New Yorker.) 


CLIPPER—Deluxe—4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 


hardtop, $3,164. 
CONTINENTAL — 2-dr. hardtop, $9,- 


695. (Turbo-Drive, power steering, power 
brakes standard.) 


DeSOTO Firedome — 4-dr. sed., $2,- 
677.75; 4-dr. Seville hardtop, $2,832.75; 2- 
dr. Seville hardtop, $2,733.75; 2-dr. Sports- 
man hardtop, $2,953.25; conv., $3,081.25; 


Private Firms 


Order Gasifiers 


WALLINGFORD, Conn. — Robert 
Reichhelm Co. has started produc- 
tion here on the Reichhelm gasifier, 
designed to start automotive and 
airplane engines in temperatures as 
low as 65 degrees below zero. 

Reichhelm said orders have been 
received from civilian sources. He 
said that with the gasifier, farm 
equipment — often blanketed in 
snow or immobile during the freez- 
ing months — can operate in any 
temperature expected in the U. S. 

The device converts gasoline or 
any grade of diesel fuel into a com- 
bustible gas and eliminates flooding 
or starting failures. When the 
engine is heated, the gasifier cuts 
off. It weighs eight pounds. 


Current Prices on New Cars 


PLYMOUTH 





a 


| moaete. Power steering and power brakes 
| standard on Caribbean.) 


— (Prices are for cyl, 
models. For V-8s, add $100.) Plaz,—4. 
dr. sed., $2,024.75; 2-dr. sed., $1,97.25- 
| bus. cpe., $1,868.75. Savoy—4-dr. seq,’ 

stat. wag., $3,370.75. Fireflite—4-dr. sed., , $7,602.25; lim., $7,736.25. (Powerflite, $2,163.50; 2-dr. sed., $2,117.25; 2-dr. ‘ard. 
$3,119; 4-dr. Sportsman hardtop, $3,431; 2- | power steering and power brakes standard. ) | top, $2,199. Belvedere—4- dr. sed., $2, 
dr, Sportsman hardtop, $3,346; conv., $3,- LINCOLN—Capri—4-dr. sed., $4,596.50; | 279.75; 2-dr. sed., $2,233.25; 4-dr. har top, 
544. Pace Car—conv., $3,615. (Powerftlite | 4-dr., hardtop, $4,596.50; 2- dr., hardtop, | $2, 388. ‘05; 2-dr. hardtop, $2,318.25; ony, 
standard on Fireflite.) $4, 466.50, Premiere—4-dr. sed., ” $5, 079.50;| (V-8 only), $2,607.75. Station wagons— 
DODGE—Coronet Six—4-dr. sedan., $2,- 4-dr. hardtop, $5,079.50; 2-dr. hardtop, $4,-| 1957 prices are not available, 
410; 2-dr. sed., $2,329.25 Coronet V-8-—| 950.50; conv., $5,225.50. (Turbo-D rive,| PONTIAC — Chieftain 860 — 4-dr. :ed., 
4-dr, sed., $2,517.50; 2-dr, sed., $2,437;| power steering, power brakes standard. ) | $2,298; 2-dr. sed., $2,240; 4-dr. haritop, 
4-dr. hardtop, $2,624; 2-dr. hardtop, $2,- MERCURY — Medalist—4-dr. sed., §$2,- | $2,443; 2-dr. hardtop, $2,370; 2-dr. 2-seat 
539; .convertible, $2,800.50. Royal V-8— | 313; 2-dr. sed., $2,254; 4-dr, hardtop, $2,- | Stat. wag., $2,569; 4-dr. 3-seat stat. wag., 
4-dr. sed., $2,656.50; 4-dr. hardtop, $2,-|458: 2-dr. hardtop, $2,388.50. Custom | $2,653. Chieftain '870—4-dr. sed., $2,413; 
763; 2-dr. hardtop, $2,713.50. Custom Royal | 4-dr. sed., $2,410; 2-dr. sed., $2,350.50; |4-dr. hardtop, $2,534; 2-dr. hardtop, $2,- 
V-8—4-dr. sed.,$2,826; 4-dr. hardtop, $2,-|4-dr. hardtop, $2,555; 2-dr. hardtop, $2,- | 480; 4-dr. 2-seat stat. wag., $2,749. Star 
935; 2-dr. hardtop, $2,865; convertible, $3,- | 485; conv., $2,711.50; 4-dr, 2-seat stat. | Chief—4-dr. sed., $2,527; 4-dr. hardtop, 
091. Station wagons—1957 prices not avail- wag., $2,722; 4-dr. 3-seat stat. wag., $2,- | $2,735; 2-dr. hardtop, $2,665; conv. $2,- 
able, | 819. Monterey—4-dr. sed., $2,555; 4-dr. | 857; 2-dr. 2-seat Safari stat. wag., $2.129, 
FORD—(Prices are for 6-cyl. models. | hardtop, $2,700; 2-dr. hardtop, $2,630; 4-| |,RAMBLER— Deluxe Six_4-dr. sed., $1,- 
For V-8s, add $99.98), Custom—4-dr, sed., | dr., 3-seat stat. wag., $2,977. Montclair— | 925. Super Six—4-dr. sed., $2,065; 4-dr. 
$2,004.18; 2-dr. sed., $1,952.90; business 2-|4-dr. hardtop, $2,834.50; 2-dr. hardtop, | hardtop, $2,150; 4-dr. 2-seat stat. wag., 
dr., $1,840.94. Custom 300-4-dr, sed., | $2,764.50; conv., $2,899.50. be ge ag ge 
$2,118.86; 2-dr., sed., $2,067.58, Fairlane | METROPOLITAN — z-dr. hardtop, $1,- | {",,?°S¢ 4a: hie Gant Ge. wan, 
4-dr, sed., $2,248.66; 2-dr, sed, $2,197.38; | 527; conv., $1,551. $2,482. Custom V-8-—4-dr. sed. $2,285. 4. 
4-dr. hardtop, $2,319.74; 2-dr. hardtop, NASH — Ambasenéer Super V-8 — 4-dr. | oe Sandton GESTO: Gtr, Saent teak, a: 4- 
$2,255.10. Fairlane 500—4-dr. sed., $2,- sed., $2,750; 2-dr. hardtop, $2,840. Ambas- | 62572: ae ‘anak hardto ent vag., 
no son be. Ste tne Sonn as, sador Custom V-8—4-dr, sed., $2,940; 2-dr.| §0'@57. me " ew: 
op, »366.06; 2-dr, hardtop, ,301.42; | hardtop, $3,030. (Power brakes standard|~ « r - ; 7 ‘ 
conv., $2,467.62. Station Wagons—2-dr. 2-|ha"achonts . | 91,008.30) 2-6r. ag ese — 
seat Ranch Wagon, $2,263.02; 2-dr. 2- OLDSMOBILE—Series 4-dr. sed., $2,- | sedanet, $1,844 39. Hawk 6. Fii hi Ha r. 
seat Del Rio Ranch Wagon, $2,359.62; 4- SS — ater har —Flight Hawk 


dr, 


2-seat Country Sedan, $2,413.62; 4-dr. 


487; 2-dr. sed. 


$2,422; 4-dr. hardtop, $2,-/ 5-pass. 


cpe., $1,985.89. Commander \V-8— 


2 ; 671; 2-dr. — $2, 599. Super 88—4-dr. | ¢- -dr. sed., $2;124.89; 2-dr. sed., $2,075.89; 
scat ccan” gamte” shitan’' thondes: Sed $2:040; dr. ned, $2074: a-dr, hard-| 2dr. ‘sedinet,.i,070.80." President Vo 
oere- Jieoiten a (V-8 only), $3,367.32 top, $2,881; 2-dr. hardtop, $2,808;  conv., | 4-dr. sed., $2,234.89; 2-dr. sed., $2,187.89, 
» ee. ° ¥), $3,367.32. | $5031. ‘Series 98-—4-dr. sed., $3,298; 4-dr.| President’ Classic — 4-dr. sed., $2,489.22. 
HUDSON—Hornet Super V-8—4-dr. sed.,| hardtop, $3,551; 2-dr. hardtop, $3,480; | Ronn V-8—Power Hawk 5-pass. cpe., $2,- 
$2,750; 2-dr. hardtop, $2,840. Hornet Cus-| conv., $3,740. (Jetaway Hydra-Matic and | 100. 89; Sky Hawk 2-dr. hardtop, $2.- 
tom V-8—4-dr. sed., $2,940; 2-dr. hardtop, | power steering standard on Series 98.) 476.89: Golden Hawk 2-dr. hardtop $3.- 
$3,030. (Power brakes standard on Cus-| 5 5 i 


tom. ) 
IMPERIAL—Imperial—4-dr. 


sed., 
831.75; 4-dr. hardtop, $5,225.25; 2-dr. hard- | 
top, $5,094. Crown Imperial—S8-pass. sed., 


465; 2-dr. 
$4,- | dr. sed., 
190. 
| conv., 


hardtop, $3,560. Patrician—4- 
$4,160. 400—2-dr. 
Caribbean — 2-dr. 
$5,995. 


PACKARD—Executive—4-dr. 


2-dr. 2-seat, 
hardtop, $4,-| dr. 2-seat, 
hardtop, $5,495; | 2-seat, $2,528.89. 


sed., 


(Ultramatic standard on all | 


$3,- 


Golden Hawk.) 


$2,353.89 ; 


061.22. Station Wagons — Pelham 6-cyl. 
$2,232.39; Parkview V-8 2- 
Pinehurst V-8 
(Overdrive standard on 


2-dr. 





New Commercial Car Registrations, 


do States for September, 1956-55 




























































































yy outa a mot. | Ciel G. | Inter- Stude- 
compiled by R. L. Polk repre- | way | rolet | "7"? |Dodge| Ford | % |"*#°""| mack | Reo | baker | White | Willys | Mise. 
sentatives in state capitals. . al 
16 States Previously ‘56 | 3} 4587; 49, 825] 4195] 1227|«1773|S st], S32] sS2} 77563) —s172|—«13966 
Reported for September _'55! 5| 6078} 56} +1006) 5425) _—1732|_—*1728| ~—«st65|—42|_—204| 300) 548} 123) 17412 
Alabama "56 | 404 7 3 269) —«80)—=C«a99)—S—i y 7 3 Yl 6; 10M 
55) | oz 0} 467; _—*183|—132| _ 6 3] ‘| tsa 
Arkansas "56 | | 595 3 7 518, 176) 167 5| 3} 9 2 2) 155i 
‘55 | _459 2] 76] ~—-490;_—s#|—S HS | is _ 33 
Colorado "56 | | 297 7 | | i 13) —«4I a 4, 06 
‘55/ | 436 | 76; _-386; ~—:134) __—=130) i} tat i Wi} 1343 
Kansas "56 432 i; 34) 357) 64) ‘164 2; 3a) —S—=«iYSC«i 3) 1093 
‘55 | a7 5| 52] Sit] —24|—_—134 | 3] ow tel ts 
Kentucky ry | 406 | 50) 407|—s27)S al 6) 16; 43 5) 118s 
‘55 | | 630 2} 76] ~—«490|_—s179)——*103 9 2; 15 7|___-35| 2) _ 1550 
Maine ry | 3 7) is7| Sts . a a 7; 68 
55) 233 S| 38] 206; —S 5} S83] S13 12| 5| __30| 7|__718 
Maryland "56 | 2 | 7 2 Ss mS 5| | 
‘55 3| 397 7} 120|—405|_—S 74) 134 . 6) 9] __2i| 6| 4) _—‘1202 
Minnesota "56 | # 5 386) 124) ~=«238) Si é 8} 26) 32) 37) 13% 
‘55 546 ‘| sol 554] 238] —*192|—S24 9} 18] —2;_——38}_———6|__—=TSA 
New Jersey 56| 8) 482 17 490} 179231 72 9 14) 85 | 38) 49| (1878 
Sa] aae|—ta| za] 234] -163|_—53 4|__17|__—-73|_—=—s33|_——35|__—287 
New Mexico 56 258 | 41) 192) ~—e2)—=—«i 13 4 6 ai 4 
‘55 | 322 i] 4t|_—215; 00), a7] 6} tl] S45, 2) 807 
Ohio ry , 2 2 oT 219; 4104 i7; 67, 60) +58) 2789 
‘55 2| 1287) 18} ~—«-205)—«125| ~—«353| | ~—— G0] S16] ~——2t| ~~) 29) 3885 
Oklahoma °56 | 2 59) 445, +4116) ~—«173 . 4 7 mm 5) 1508 
‘55 766 4] 101)_—712;_—=«t75|,_——222 3 i] 22} thi 8 7|__ 2042 
Rhode Island 56) ; se 3 . 2} 73; 31 | 3 é 7 7 CT Ow 
‘55 | | 9 . 17} 6} 21 4| 3| 5| 5 4| 29 
South Dakota °56 ; 3 2; 17) 92) ~—~«S0) = 1 ; 4 i; 16) 2) 46 
‘55 | t2t a. 2 a Ue Ue. UTC 6| a) i| 440 
Tennessee °56| | 490 2; 76; 383, +167) (163; ~~ 40 ~=SC«YS*=~—~SCtéi)SSSCiD 4, ise 
‘55 | | 59 | _-72|__—*S64j_—31] 189] 30 | tS} 9| 1} _ 1609 
Wisconsin ry | = 1 57) 31) 66) _—«20 7 7 9 ¢ 27 4 & 
‘SS 421 | 2} bl] at. - i__ 186 5 7; __—«B|_—s23!_—s|,_—138 
Wyoming "56| | 124) 16 118 2 3 | 7\ 28) | 42 
‘55 71] st} 20}_—si2 S| 3 5 S| 40} 
33 States Reported "56 -13| 10987| 102 1686! 9706) 2976 463; «90; +~=«292|~=«94, ~—«035| ~—«389) «33131 
To Date for September _'55| _—-28| 14291} ~—«*140|_—«2338! 13024| 4150 ‘c27| “41| 93) 4145671 1079| 278 40930 
Year 56)  676| 216433| 2864 192443| 60567) 78740| 9448 2116) 6846 11304| 15435) 7911| 646373 
To Date "55| 718] 215457| 2490| 47056| 207254| 54199| 73839| 7325| _1977| _8130|__9547| 18021, _5492| (651505 








“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
eu J insure accuracy of this report to the extent of the registrations received wand tabulated at es time the report is published. 


Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. 
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New Passenger Car Registrations, 27 States for September, 1956-55 


Car 


registrations by states 























ete EL Tee re | UR 
ied v. oe pitels. Dodge! outh | rOTAL| Ford |Lincoln| cury 

13 States Previously *56) 254 83! 1085 1019 57 803 1730} 3719| 7328) 10793) 433; 2542 10| 13778, 4948 1426| 14516; 3894) 3180) 27964 321) 723 
Reported for September 55) 641 1109 1750 1414 116 914 2722| 7044; 12210) 15843 339 3816 | 19998} 8062 1593| 18735! 7235) 5540) 41165 522 039! 
Alabama *56) 23 39} 62 54) 7 43) 94 228 426; 1005; 23) 232 1260 473 9 1613 302 247| = -2726| 6) 27) 
) 20) 38) 58) 122) 1 71 187 599 980! 1654) 14) 299 1967 705} 80 2487 520 458 4250 15} 61! 

Florida *56) $2) 168 220 190) 20 209) 494 885; 1798) 2733! 134 642 4 3513 1278! 526; 3654) 938 627; 7023 % 116, 
*55/ 85 144) 229) 285 | 29) 164) 591 1107 2176; 3948; 95) 841) 4884 1510 459 4875; 1512 1103 9459 107 156: 

Maine 56) | él 103 34 i 5a| 92) 234) 411) 610: 7 94 2) 713 196 48 649) 141 162 1196 15 65! 
55 35} 101/136; ~— 70}, ~—S3|~—SB|_—t2| 398; ai} Sa) =} 14a | 818} 312|_~—0|_—934!~— 205} _—247|_—i758) | 

Maryland *56) 10 68 78) 143 1} 130 264) 650; «1198 1237! 37 287 | | 1562 627) 138 1817 504 393 3479 42 72\ 
“SS 36 87 123) 187 i2| 152 414 1297| 2062 2194! 36 494 2724 1020 185 3022 953 82! 600! | 108 163) 

Montana "56 40 46 86 47 2 28 79, «107 263) 471: ie 102 | 579 175; 505) 144 115 978 3 45) 
ssi 23] 26] 9] 85] 3] 88|_—t]—23] a] 713] 157 | *e77| 165! _—47|_—sbae|—222|_—t76| 1258; ~—sa7|__—_—9 

New Jersey ‘56 60 183) 243 506 | 24 589) 829 1566, 3514 2823' ~=«123| +~=S«693 3| 3642 1542) 490| 3474) —«41329 969| 7804 87 201! 
5] 90|_—=—237|_—327|_—=«S35|_~—=—30|_—=—«S24| 110) +2446) ©4645) +4028; +~—«104|—=—«998 | 5128] 3198] 517; 5263) 2483|—1519| (12980; 202) —257/ 

New Mexico ‘56 6 17 23) 3! 2 28 63 106 230 488, 22 128 2) 640 169) 65) 562 135 138 1069 7 14) 
‘55 5 32 37 34 ! 27 76 196 334 536! 16| 152; 706 326 44) 701 233 188 1492 14) 4C| 

North Carolina ‘56 25 68 93 122 93 230 553 100! 2164; % 381 | | 2583 768! 192; 2334 534 442; 4270 25 87; 
“55 5! a) __ 149] 243 Te 181 370 1195| 2004 3198" 41 522) | 3761 1157 174 3624; 987 968 910, 65) 123) 

Oklahoma *56) 9 a a a 7 4 ‘| 138) 375 | | 1375' 25 320) | 1721 450! 145 1758 404 307| 3064 26 53) 
*55/ 32 75 107 82 7 95 ant _ 543 |__952| __ 2125: 19} 505} | 2649 790 150} 2389 663) 660) 4652 42 9 

Rhode Island ‘56 20 6; 65) #231 | 13 | iol; 203)'—~S«374)~Ss=«w'SS|t«é | 457 149; 35| «384! mm. | *| 15. 22) 
“5S 23 90 113 83 4 98 229 412| 826 572' 16 161} | 749 370 5! 73 199 1739 18 45! 
South Dakota ‘36 16 30 46 21) 23, S44; —Ssié«éi3)Ssé«i 316) 8 7% | 400 106) 2| a 94 758 . 26| 
55! 12 25 37 36 ard 21 % 185 342 457! 8| 158 623} 164] 22 a2 172 97 967 26 32) 
Virginia *56) 28 101 129; «190 146 255 1250/1830) 40 421 | 756| 164; 2301 471 571 4263 47| 71) 
*55) 62) 143 205| * alt 170} 447) el 2079 | |__ 2406: 27 461 | sj 1173) 166| 3269 1058 1019 6685 110} 189| 
West Virginia *56| a “| a 7 x 66 330) 399 746! 881: 18} 233 1} (4033 407 53 1146 224 247| 2077 3 §7| 
*55/ 85 120 112 8 88| 330 669| —1207|_—sI 1119) 14) 298 | 1431 a 59 1531 383 378 2993) 50 9! 
Wisconsin *5é| ig) a | «sei; a 166 = Soi; 1223) «1831: 66 456 1| a | 222 2547 | 723 544; 5078 | 104) 
*55| 139) 402 541 197 8 131 pls 928| 1760 2769} 57) 639 | 1610 si 70; 1288 893| 6876 119} 
27 States Reported 038| 2762 138 10173; 20399; 28931) 993| 6675 28 37692| 10017) 8130; 72581) 731 1683) 
To Date for September 4 1269] 2490 3981 36791 257) |_ alm 18454 32687 | 42218; 811 9645 sere 22] 3822 51579 a 14266| 109185; 1416 sas 

ear *56| 3208 sn caaia| 10a? 81237; 7007| 744 356688| 679713| 952385| 31399 are | _ 1189028) 403612 aaiss| rsaaet 265379 | 2230227 ayes| 71978 
To Date "55| 33268} 69046] 102314) 106499; 8815 bsta0 200811 477723\ 879988) 1074264| 22225) 257699 1354188} 536946 rors 165) 1107941 415089 374071 | 2535812} 37455 71978 | 


“Fhe information contained in this report has been compiled from official state documents. Every reason- 
exercised to insure accuracy of this report to the extent of the registrations 


able precaution has been 
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33) 
76) 


162) 
263 
80 
84) 
114 
271 
48) 
106 
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459 


21 
54 


112 
188 


79) 
133 
37) 
63 
35) 
58 
118 
299 


72 
148 


2414 
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83611 
109433 





236) 


731 
530 


24 

8 
380! 

139 


48) 
46) 
71 

39 


25) 
13) 


227 
4 
12) 
41) 
26) 
34 
21) 
38 
34 
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9 
120) 
59 
31) 
iS 
88 
38 
1902 
1216 





61357 
39199 





51930 
77114 
4531 
7339 
13096 
17150 
2551 
3533 
6502 
\1220 
1979 
2722 


15727 


23766 
2017 
2635 
8100 
12038 
5601 
asi4 
1632 
3524 
1420 
0% 
$172 
(2221 
412 
5914 
9285 
12988 
136085 
203614 
4320489 
50207 4 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liabilit 
by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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Affecting Factories and Dealers . . . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Chrysler Corp.’s advertising and 
promotion campaigns announcing 
its new 1957 models were planned 
to achieve the greatest possible 
mass impact. 

“This year,” explains Richard 
E. Forbes, director of advertising 
and sales promotion for Chrysler 
Corp., “we abandoned the ‘teaser’ 
advertising which usually pre- 
ceded the introduction of new 
models, Instead, we conducted an 
aggressive pre-selling campaign 
in which we not only pointed out 
that the new ’57 models would 
be the newest new cars in two 
decades but presented facts to 
back up our claim. 

“We stressed such things as our 
completely new styling, Torsion- 
Aire suspension, TorqueF lite trans- 
mission, total-contact brakes, new 
engines, increased driver visibility, 
and the all-around superior per- 
formance of these cars. We pre- 
sented facts which we are con- 
fident will register with the public, 
for they substantiate the total new- 
ness which we claim for these 1957 
ears,” Forbes said. : 

Spearheading the pre-selling 
effort was a month-long newspaper 
drive by the corporation on behalf 
of all passenger car divisions of 
the corporation. This drive featured 
weekly advertisements in more than 
250 papers and paved the way for 
subsequent divisional advertising. 
The newspapers blanketed the 
areas in which Chrysler Corp. 
dealers account for 95 percent of 
the company’s total automobile 
sales. National magazines likewise 
carried intensive pre-selling adver- 
tising. Television and radio also 
played big parts in the campaign. 

Advertising and sales promo- 
tion for Chrysler-built automo- 
biles are handled on both corpo- 
ration and divisional levels. The 
corporation advertising attempts 
te create buying interest for all 
lines of cars built by the com- 
pany and to stimulate prospects 
te visit dealer showrooms, Divi- 
sional advertising, on the other 
hand, is directed toward selling 
the particular make of car built 
and sold by the division in ques- 
tion. 


Other introductory promotional 
projects included the use of two 
Goodyear blimps to announce the 
dates when the new models went 
on public display, and the mailing 
of giant-size merchandising kits to 
the company’s thousands of dealers. 
Included in the kits were reprints 
of the multiple-page introductory 
advertisements and a large number 
of dealer sales aids. 

> > * 


American Continues Hearst 


Stuart List, publisher of the 
Chicago American, recently ac- 
quired by the Tribune Co., has 
announced that Hearst Advertis- 
ing Service, Inc., for 37 years 
national ad representative for the 
American, will continue in the 
same capacity. 

= 7 7 


Pontiac Buys Radio Time 


Pontiac has purchased 12 five- 
minute segments in four CBS radio 
Programs. The sale is in conjunc- 
tion with the company’s extensive 
advertising campaign for their line 
of 1957 automobiles. 


The contract becomes effective 
on Nov. 7 and extends through 
November. The sale calls for 
eight five-minute segments in 
“Amos ‘n’ Andy,” two in the 
“Robert Q. Lewis Show” and one 
each in the “Galen Drake Show” 
and the “Mitch Miller Show.” 

Agency for Pontiac is MacManus, 
John & Adams, Inc. 

* * * 


‘Rocket Revue’ Nov. 8 


The “1957 Rocket Revue” with 
John Daly as host and Bill Hayes, 
musical comedy and television star, 
as the singing emcee, will be pre- 
sented on the ABC-TV Network 
Thursday, Nov. 8 in a special 
broadcast from New York to intro- 
duce the 1957 Oldsmobile. 

Others in the fast-paced variety 
show will include The Chordettes, 
girl quartette; Bonnie Murray, 
lyric soprano; Greta Gray, vocal- 





ist; Leo De Lyon, comic, and 
Archie Bleyer’s Orchestra, 

The program, which will origin- 
ate from the ABC Ritz Theatre in 
New York, is being produced by 
Lee Cooley. It is sponsored by the 
Oldsmobile dealers through D. P. 
Brother & Co., Oldsmobile adver- 
tising agency, 


r 


Hertz Ups Ad Budget 


Hertz Rent A Car System will 
spend $2,600,000 on national adver- 
tising in 1957, an increase of more 
than 23 percent over the $2,100,000 
being spent in 1956. 

Hertz also will supplement the 
$2,600,000 advertising budget with 
approximately equal expenditures 
in local newspaper advertising 
and promotion, according to 
Joseph J. Stedem, executive vice- 
president of Hertz. 

Stedem also revealed that in 


campaign on truck leasing and 
truck renting. He said that the 
“direct mailings are designed to 
generate prospects and support our 
already extensive truck lease ad- 
vertising in business magazines. 
The mailings will be directed to 
companies which operate trucks 
in connection with their businesses 
in more than 150 cities in which 
Hertz has truck-leasing facilities. 
Hertz will add the New Yorker to 
the 25 consumer and business mag- 
azines in which transient car rental 
advertising is carried, and will con- 
tinue to advertise in the Sunday 
travel sections of selected metro- 
politan daily newspapers. For the 
first time, car rental will be adver- 
tised extensively in the Wall Street 
Journal. 
* * * 
Buick Jacks Up Campaign 
The “Jack and the Beanstalk” 
spectacular which will be seen on 
Producers’ Showcase at 8 p.m, Nov. 
12, over NBC-TV, will be co- 
sponsored by Buick dealers. The 
show will be telecast in color. 
This telecast, following Buick’s 
sponsorship of the election results 
over the ABC-TV network and a 


1957 Hertz will for the first time) “saturation” campaign in all media, 
include a comprehensive direct mail' climaxes the extensive announce- 











ment time campaign introducing 
the 1957 Buicks. 
* cl * 


Lincoln Appoints Woodman 


The appointment of James M. 
Woodman jr. as assistant general 
sales manager in charge of adver- 
tising, sales pro- 
motion and train- 
ing at Lincoln has 
been announced. 

Woodman had 
been a vice- 
president in the 
Detroit office of 
Kenyon & Eck- 
hardt since Feb- 
ruary, 1954. Pre- 
viously he was a 
vice-president of 
J. M. Woodman Roche, Williams 
& Cleary, Chicago advertising firm, 
which he joined in 1926. 

A Navy lieutenant commander in 
World War II, he served for two 
years in the Southwest Pacific as 
executive officers of an advance air 


base. 
cd a + 


Reader’s Digest Research 


Reader’s Digest has released the 
results of a year-long research 
study containing what it says will 
become a new measurement for 


genuine 


Norns 
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evaluating the size and effective- 
ness of magazines. 

The research, published under 
the title “A Study of Seven Pub- 
lications,” was conducted by Al- 
fred Politz Research, Inc., and 
had the approval of the Adver- 
tising Research Foundation, The 
research measures the number of 
days on which the typical reader 
picks up and reads an issue of a 
publication. 

In addition to the reading day 
measurement, the study includes 
detailed statistics on the age, eco- 
nomic and educational levels of the 
seven audiences, as well as their 
possessions and recent purchases. 
Publications in the study, in addi- 
tion to the Digest, were Good 
Housekeeping, Life, Look, McCall's, 
Saturday Evening Post and This 
Week. 

Full results of the study will be 
published in six separate reports 
this fall. * * «* 


Names 


L. W. Brown has been appointed 
a vice-president and account execu- 
tive of a new Grant Advertising de- 
partment that will devote its entire 
efforts to Plymouth-sponsored tele- 
vision programs, Richard Severson 
is assistant to Brown. 


Brey 





Genuine leather upholstery and trim give the car you sell an unmistakable feeling 


of quality. There’s something about those rich colors and luxurious texture 


that says—to every customer—“This is a truly fine carl” 


Since quality and performance are what you sell, and since leather offers both 


THE UPHOLSTERY LEATHER GROUP, INC. 


in full measure, genuine leather upholstery is one of your best sales arguments. 


Only genuine leather wears as well as it looks 


¢ Fisher Building, Detroit 2, Mich. °¢ 


141 E. 44th St., New York 17, N. Y. 
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Used-Car Auction Prices || i:"i2)-"stis tices 





(Continued from Page 43) (ps). ’53 Windsor 4-dr., $505*. 51 Wind-| 


$250°; 2-dr., $260. '51 Meadowbrook 4- 
dr., $210*. 

FORD—’'55 Custom (8) 4-dr., $1,265*. °53 
Crest (8) conv., $610*; Custom (8) 2-dr., 


$580*; Carryall, $175; Delivery sedan,| PACKARD—’53 Clipper 4-dr., $750*. ’50| FORD—’57 Fairlane (8) 500 Victoria, $2,-| 


$350. '52 Main (6) 2-dr., $265, '51 Cus- 
tom (8) 2-dr., $400, $160. '49 Custom (8) 
club coupe, $105. 
HUDSON—’53 Super Jet 4-dr., $375. 
LINCOLN—’52 Capri 4-dr., $310*. 
MERCURY — '55 Monterey Hardtop, $1,- 


635*. °51 4-dr., $270*. '50 4-dr., $135; | 


2-dr., $185. 

NASH — '53 Ambassador 2-dr., $475. °52 
Ambassador 4-dr., $350*. 

OLDSMOBILE — '53 (88) Super Holiday, 
$945*. 50 (S8) 4-dr., $125*. 

PACKARD—’53 Clipper 4-dr., $590*. ‘51 
Clipper 4-dr., $135*. 

PLYMOUTH—’55 Savoy 4-dr., $1,180*. °53 
Cranbrook 4-dr., $440. ’°52 Cranbrook 4- 
dr., $360. '51 Cambridge Suburban, $285. 
"50 Special Deluxe 4-dr., $240. 

PONTIAC—’54 Chieftain (8) 4-dr., $860°; 
2-dr., $750. ‘52 Chieftain (8) station 
wagon, $325; Catalina, $440°, '51 Silver 
Streak (8) 2-dr., $325*; station wagon, 
$110. '49 Silver Streak (8) 4-dr., $140; 
conv., $100°*. 

STUDEBAKER—’52 conv. $135. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of Oct. 22.) 

(We played to a crowded house at our 
auction under the big top today as many 
good car buyers attended, All good, de- 
cent autos found new homes in a really 
sharp market. The new auction pavilion 
has started and it won’t be long now. 

Sold 129 cars out of 154 offerings.) 

BUICK—’54 Super Riviera, $1,500*°; Spe- 
cial 2-dr., $1,100. "53 Special conv., $830; 
4-dr., $695. °51 Super Riviera, $360°. '50 
RM 4-dr., $300*, $150; Special 4-dr., 
$230. 

CADILLAC—’'56 (62) sedan de Ville, $4,- 
125° (ps); coupe de Ville, $4,100° (ps). 
"55 (62) 4-dr., $2,925° (ps). ‘54 (62) 
4-dr., $2,600° (ps). ‘52 (62) 4-dr., $935°. 
"51 (62) 4-dr., $875*; (60) Special 4-dr., 

° 


$750°. 

CHEVROLET—’'57 Two-ten (6) 4-dr., $2,- 
400°. °'55 Two-ten (6) station wagon, 
$1,400; 2-dr., $1,060. ‘54 Bel Air 4-dr., 
$1,050°; One-fifty 4-dr., $510 (taxi). °53 
Bel Air 4-dr., $810, $775, $650; Two-ten 
4-dr., $740, $610; One-fifty 4-dr., $490. 
‘S2 SL Deluxe 4-dr., $750; SL Special 
coupe, $310; FL Deluxe 4-dr., $375*°. '51 
SL Deluxe Bel Air, $470°; 2-dr., $350, | 
$330°, $320; 4-dr., $385; FL Deluxe 2- 
dr., $310°; SL Special 4-dr., $340; 2-dr., 
$300; Carryall, $150. "50 FL Deluxe 4- 
dr., $230*°; SL Deluxe 4-dr., $210°. 

CHRYSLER—’54 Windsor 4-dr., $980°. '53 
Windsor 4-dr., $750° (ps). "49 Saratoga 


4-dr., $100. 
DeSOTO—-'54 Firedome 4-dr., $730°. | 
DODGE — ‘54 Coronet 4-dr., $860°, °53) 


Meadowbrook station wagon, $750. ‘51 
Meadowbrook 4-dr., $225*. ‘50 Meadow- 
brook 2-dr., $190. 

FORD—'57 Fairlane (8) Victoria, $2,440°; 
Fairlane (8) 500 club sedan, $2,350°; 
Custom (8) 300 station wagon, $2,635°; 
4-dr., $2,150. '56 Country sedan, $2,010° 
(ps). "55 Main (8) 4-dr., $790 (fleet). 
"54 Crest (8) Victoria, $1,050; Custom 
(6) 2-dr., $770. ‘53 Crest (8) conv., 
$740° (ps); Custom (8) 2-dr., $690; 
Custom (6) 2-dr., $600, "52 Custom (8) 
2-dr., $510; Main (6) 2-dr., $410. ‘51) 
Custom (8) Victoria, $360; conv., $240°; 
4-dr., $350, $320, $270°; 2-dr., $350 





$300, $240, $200; Deluxe (6) 4-dr., $320. 
"50 Custom (8) 2-dr., $140. | 
HUDSON—'53 Wasp 4-dr., $450°; Hornet) 
4-dr., $435°. °52 Hornet 4-dr., $390°;| 
Commodore 4-dr., $210*. | 
MERCURY—’53 Monterey conv., $800°*. "52 | 
Deluxe 4-dr., $470; Custom 2-dr., $355°.| 
"51 Custom club coupe, $235, $220°; 4-)| 
dr., $230, $225; 2-dr., $200. ‘50 2-dr., 
$190, $140. 
NASH—’'55 Ambassador station wagon, $1,- 
390. "52 Rambler 2-dr., $350. 
OLDSMOBILE —'55 (88) Super Holiday, 
32,000° (ps), $1.800° (ps). "54 (98) 4- 


Five Appointed - 
By Progressive | 
Welder Sales | 


DETROIT.— Progressive Welder) 
Sales Co. has appointed five new) 
executives, according to John D. 
Gordon, vice-president and general 
manager. 

L. F. Van Nortwick was named 
general sales manager, Frostrode 
division of the company’s Warren 
Alloy division. He is a former truck 
sales manager for Dodge and also 
was sales manager of Studebaker’s 
truck division. 

Bernie Walker now is assistant 
director of manufacturing of all 
Progressive’s divisions, and Earl R. 
Stiefel is director of purchases. 

George W. Enk was appointed 
general sales manager for Progres- 
sive’s U. S. and Canadian opera- 
tions, and E. J. Formhals was 
mamed general manager of the 
Canadian plant at Chatham, Ont. 


Judge Stops Price Cut 
Under Fair-Trade Law 


WILMINGTON, Del. — Moses 
Service Station, New Castle, Pa., 
has been enjoined by Judge John S. 
Powers from selling duPont “Ze- 
rone” and “Zerex” antifreeze below 
fair-trade prices. 

This action was instituted, duPont 
said, in line with its policy of sup- 
porting fair-trade prices in states 
with valid fair-trade laws. 


| 
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CHEVROLET—’56 Bel Air (8) Sport se-| 
dan, $2,275*, $2,150*%, $2,050*, $1,940", | 
$1,925*; Two-ten (8) 4-dr., $1,790*. ’55) 
Bel Air (8) 4-dr., $1,785*; Two-ten (6) | 





CHRYSLER — '56 Windsor 4-dr., $2,240*. | 
’55 NY 4-dr., $2,075* (ps); Windsor 4-| 
dr., $1,840* (ps). '54 NY 4-dr., $1,285*| 


” * 
dr., $1,420° (ps). ’53 (98) conv., $1,125*| _ 5°% 4 “ $350*, $345*. 
(ps): 4-dr., $750* (ps), ’52 (88) 4-dr.,| DeSOTO—'56 Fire Dome Sportsman, $2,- | 


$350*; (98) 4-dr., $335*. °51 (88) Super] 415° (ps). ’55 Fire Dome 4-dr., $1,475. | 
2-dr., $370*, $365*; (98) 4-dr., $350*. ’49 station wagon, $230°. 


Clipper 4-dr., $190*, 650° (ps); 4-dr., 2 at $2,575*; Fairlane| 
PLYMOUTH—’54 Plaza 4-dr., $455, $400 (8) 4-dr., $2,480° (ps); Custom (8) 300 
(fleet). ‘52 Cranbrook 4-dr., $360. °’51 4-dr., $2,250*, $2,190; Country sedan, 
Cranbrook 4-dr., $230; 2-dr., $260, °49 $2,630*, $2,595*; Custom (6) 4-dr., $2,- 





Deluxe 4-dr., $170. 060, $2,020. °56 Fairlane (8) Victoria, 
PONTIAC—’55 Chieftain (8) Catalina, $1,- $2,250*; 4-dr., $2,080* (ps), $1,985*, 
600*; Star Chief (8) 4-dr., $1,575*, °54 $1,890*, $1,675*, $1,600*%, $1,595; conv., 
Star Chief (8) Catalina, $1,110* (ps). $1,800* (ps); Ranch Wagon, $1,855*. ’55| 


’53 Chieftain (8) Catalina, $775. ‘52 Fairlane (8) conv., $1,350; Custom (8) 
Chieftain (8) Catalina, $510*.. ’51 Silver 4-dr., $1,085, $1,080. '54 Ranch Wagon, 





Streak (8) 4-dr., $375*, $330*. $1,190; Crest (8) Skyliner coupe, $1,175. : 

STUDEBAKER—’53 Commander coupe, ’52 Custom (8) 4-dr., $380. ' . s 

$500*. °52 Champion club coupe, $110.| HUDSON —’53 Super Wasp 4-dr., $480*. Model Dealer 
’51 Champion 2-dr., $120. ’51 Hornet 4-dr., $215*. ‘ Lew Bengis, ‘eft, president, Gracie 
MISCELLANEOUS—’54 Jaguar 4-dr., $1,-| MERCURY—'56 Montclair coupe, $2,465*| Square Motors, and Jack Sh te ‘ 
200*, ’51 Ford %-ton pickup, $300, ’50| (ps); Phaeton, $2,280° (ps); Sport coupe, | 7 ’ apg go eel 
Volkswagen 2-dr., $400. $2,100". '55 Monterey 4-dr., $1,245, $1,-| dent, Navonne Auto Sales, Inc., lend their 
240. '53 Monterey Sport coupe, $1,040. | approval to the new Lee “Flight Sweep” 
LITTLETON, COLO. NASH—'55 Rambler Cross Country, $1,-| hats which were inspired by the design 


505°. 
(Denver Auto Auction. Sale every Fri-| 1) nomonILE—'56 (98) Holiday, $2,650°| of Plymouth and other Chrysler Corp. cars. 


day. Prices are for sale of Oct. 19.) (ps); (88) Holiday, $2,350*, $2,255* (ps),| The New York Plymouth dealers pose in 


BUICK—’56 Century Riviera, $2,625* (ps); ; . 
Special Riviera, ” $2,325". 54 Century $2,200° (ps). '55 (98) 4-dr., $1,860*| front of the Lee ad which was featured 
Riviera, $1,390° (ps); Special Riviera,| (PS); (88) Holiday, $1,755°, $1,405. '54| in Sports Illustrated. 
$1,390° (ps). '53 Super 4-dr., $860°; Rivi-| (98) 4-dr., $1,550* (ps); (88) 4-dr.. $1,- 
era, $845°. '52 Super 4-dr., $465%, '51| 395°. "53 (88) 4-dr., $980°. '52 (88) 2-| 455: 4-dr., $1,080%, $1,055%, $1,050°; 





Special 4-dr., $385, '50 Special 2-dr.,|  4F., $500°. Savoy (8) 4-dr., $1,095*. '53 Savoy 2-dr., 

$175. PACKARD—'55 (400) coupe, $2,050° (ps),|  s755- > ° - 
CADILLAC—'54 (62) 4-dr., $2,410* (ps).| $1,900° (ps). | PONTIAC—'56 Star Chief (8) conv., $2,- 

"53 (60) Special 4-dr., $1,630° (ps). PLYMOUTH—’'55 Plaza (8) Suburban, $1,- | 575° (ps); 4-dr., $2,175*; station wagon, 








$2,480*; Chieftain (8) 4-dr., $1,605, 
Star Chief (8) conv., $1,670*. 53 Chief. 
tain (8) Catalina, $1,670* (ps). ‘§2 
Chieftain (8) 4-dr., $460*. 
STUDEBAKER — '55 Champion station 
wagon, $1,250. '49 Champion 4-dr., $189 
WILLYS—’51 Jeepster, $370. ; 
MISCELLANEOUS — '53 Chevrolet ‘(-ton 
pickup, $525. '48 Dodge '%-ton flat bed, 


$160*. 
* * * 


— Auctions in Brief — 
ST. LOUIS 


St. Louis Auto Auction. Sales every 
Tuesday and Friday (Oct. 23-26). Cars 
are selling exceptionally well. We had lots 
of buyers this week, but not enough mer. 
chandise. Sold 221 out of 289. 


* * * 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (Oct. 25). Our market held 
steady today as good, clean cars brought 
top prices. Sold 87 percent of consignments, 
* * * 


WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs. 
day (Oct. 25), We had a very good sale 
this week, selling 80 percent of offerings, 

* * * 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (Oct, 26). Market firm. Sold 78 per- 
cent of 377 cars. 

* * * 


BEL AIR, MD. 

Bel Air Auto Auction. Sale every Thurs- 
day (Oct. 25). The sale today was strong 
and prices remained firm. Demand for good, 
clean used cars still exists and we can ab- 
sorb more and more of them. 





First of GMC's Blue Chip Money-Makers 


the most powerful t 





New light-duty models pack 206 h.p.! America’s 
best-looking trucks feature new styling advances—and 
bow to no passenger car on any point of roadability 


ERE, headlining GMC’s new 1957 Blue Chip models, 
the most popular-sized, widely used type of truck 
becomes a truly phenomenal vehicle. 


It has one horsepower for every 15% pounds of its weight 
—to make hash of all accepted light-duty standards. 
That’s engine power usually found only in trucks rated 
at more than four times this truck’s capacity. 


It produces flashing response to pedal demand—the high- 
mileage efficiency of an easygoing, unstraining engine 
—a capacity for work that won’t drop off sharply after 
the first few months. This beauty retains its eager fresh- 
ness fer years. 

And it operates for far less than ordinary trucks with 
its tremendous reserves, this engine cai 10t be overtaxed 
in normal use—has far fewer repair needs. And teamed 
with GMC’s famed fast-ratio cruising axle, it shrinks 
fuel bills to an amazing new low. 


So GMC dealers not only have a sensational new truck 
to sell—but a bigger-than-ever market to sell it to. And 
— with the rest of the brilliant new Blue Chip GMC 
Money-Makers for ’57 soon to be announced—here’s still 
more reason why it’s great to be a GMC dealer! 


GMC TRUCK & COACH—A General Motors Division 


BLINDFOLDED, 










TRAVEL 
IN STYLE! 


you couldn’t tell the ride, the comfort and the With its boulevard-smart lines, handsome colors 
thrilling zip from that of many cars! GMC’s and luxurious cab, this GMC is a natural for 
exclusive RSD Suspension* absorbs even tiny family use and social needs, too. It’s closest 


shocks—literally floats you along. Performance to the station wagon in looks and utility—and 
in traffic and on highways tops all competition. its double-duty ability is money in the bank! 
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Aims for Low-Price Sports Car— 





Lawrence Bond, British designer, already known in his country for a three-wheel | 
Minicar, has come up with what he hopes will be a successful low-priced sports car. | 
Powered by a 322 c.c. engine in a racy, sporting fibre-glass body, the car, called the | 
Berkeley, is said to do 60 miles to the British or Imperial gallon of gasoline, and 70 
m.p-h. Export price in England, according to the manufacturer, Berkeley Coachwork, 
lid., Biggleswade, is $1,064. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


Bulletin Board .. . 


Bettcher Folder | 


A folder describing the metal} 
stamping, fabricating, welding, | 
phosphating, painting and assembly | 
facilities of Bettcher Mfg. Corp.,| 
3106 W. Sixty-First St., Cleveland | 
3, O. 


* * * | 


Self-Locking Screws 
Self-locking socket screw booklet | 
— 16 pages free. A. W. Scott,| 
Advertising Manager, Standard| 
Pressed Steel Co., Box 915, Jenkin- | 
town, Pa. 


* 


Corrugated Boxes 


“How to Engineer Corrugated 
Shipping Boxes” — 24 pages free. 
Hinde & Dauch, Sandusky, O. 

* * 


* 


* * 


Titanium Contamination | 
“Tensile and Impact Properties | 


Temperature Range 196 to 500 
degrees, Centigrade” — 45 pages, 
$1.25. 





Contaminants on the Notch-Tensile 
Properties of Titanium and Ti- 


|tanium Alloys” — 105 pages, $2.75. 


Office of Technical Services, U. S. 
Department of Commerce, Wash- 
ington 25, D. C. 

* 


x * 


Pump Lubricator 


. . . | 
Service instructions for automatic 


piston pump lubricators — two 
pages, free. “Service,” Bijur Lub- 
ricating Corp., 151 W. Passaic St., 
Rochelle Park, N. J. 


* x * 


Business Associations 


Encyclopedia of American Associ- | 


ations — $15. Gale Research Co., 


424 Book Tower, Detroit 26, Mich. 


* 


Thermal Shock Study 


“Thermal-Shock Investigation” — 


* * 


106 pages, $2.75. “Tensile Properties | 
|of Commercial Titanium over the|of Aircraft Structural Metals at 
Various Rates of Loading after} 
Rapid Heating” — 174 pages, $4.50. | 
“The Effects of Interstitial | Office of Technical Services, U. S. 





|for 57: Pound for pound, if’... 


truck ever built! 





HANDLING! 


Call this a truck? Not when one takes this deep- 
cup safety wheel, and sees how recirculating 
ball-bearing steering produces a sports-car feel 
on turns. Hydra-Matic Drive* does the shifting 
~and cuts running costs, besides! 

*Optional at moderate extra cost. 








ue GMC TRUCKS 
for 57 


THE BETTER YOU KNOW GMC...THE BETTER TRUCK BUSINESS LOOKS 


| systems 
| pages, free. Benjamin Electric Mfg. 


49 


Department of Commerce, Wash- 
ington 25, D. C. 


* 


Barrel Finishing 
“Barrel Finishing with Norton 
Tumblex Abrasives” — 76 pages, 
free, Form 501. Norton Co., Wor- 


cester 6, Mass. 
* 





* * 


* 


Cooling System Care 
“The Cooling System” — 12 pages, 
free. Organic Chemicals Sales 
Dept., Dow Chemical Co., Midland, 
Mich, 


+ 


ea 


Shaw Castings 
Shaw process of precision invest- 
ment casting — booklet, free. Dept. 
| PR-10, Shaw Process Development 
|Corp., 80 Shore Rd., Port Wash- 
ington, N. Y. 


* * 


* * * 


Pole Buildings 
“Low-Cost Pole Buildings for In- 
| dustry” — booklet, free, Dept. PEN- 
5, Dow Chemical Co. Midland, 
| Mich. 


* * 


Muffler Catalog 


Muffler catalog — Walker Mfg. 
Co., Indianapolis, Ind. 


* * * 
Ameripol Rubber News 
Ameripol rubber booklet — 26 
pages, free. Goodrich-Gulf Chemi- 
cals, Inc., Cleveland, O. 
* - * 
Diveo Truck Catalog 
Diveo delivery truck catalog — 
16 pages, free. Divco Corp., 22000 
Hoover Road, Detroit, Mich. 
* . * 
Quality Wire Screen 
“Quality Wire Screen” (bulletin 
No. 10)—free. Cleveland Wire Cloth 
& Manufacturing Co., E. Seventy- 
Eighth St., Cleveland 5, O. 
* * * 
Translucent Lighting 


Bulletin on translucent lighting 
(AD No. 6612) four 


Co., Des Plaines, IIl. 
. * 


Audio Sound Testers 


Electronic audio sound tester 
bulletin (No. 1126) — four pages, 


= 


| free. Michigan Tool Co., 7171 E. 


MecNichols Road, Detroit 12, Mich. 
> * > 


Oil-Gas Steel Boilers 


Bulletins (No. 819, eight pages, 
and No. 820, four pages) on scotch- 
type steel boilers for oil or gas fir- 
ing—free. National-U. S. Radiator 
Corp., Johnstown, Pa. 

> a + 

‘Hi’ Products, Equipment 

Catalog (No. 12) covering 400 
items in the “Hi” line of electrical 
and mechanical products and 
equipment—free. Holub Industries, 
Inc., Sycamore, Il. 


Power Sweeper 
Leaflet on Model 605-E power 


| sweeper with battery charger—two 


pages, free. Wayne Manufacturing 
Co., 1275 E. Lexington Ave., Po- 


mona, Calif. 


+ * 


Power Supply Catalog 


Catalog describing a two-range 
DC pewer supply for servicing 
transistor auto radios—free. R. C. 
Crossley, Electro Products Labora- 
tories, 4500 Ravenswood Ave., Chi- 
cago 40, Ill. 





* * * 
Dye Inspections 


“How to Perform Dye Penetrant 
Inspections,” a comprehensive re- 
port on penetrant flaw location— 
four pages, free. Turco Products, 
Inc., 6135 S. Central Ave., Los An- 
geles 1, Calif. 


Muffler Requirements 


Muffler requirements of the 48 
states and the District of Columbia 
— folder, free. Merit Mufflers, 


Toledo 1, O. 
* 


Management and Taxes 
“Management and Taxes” — 127 
pages, 33.75 (Members, $2.50.) 
American Management Assn., 1515 
Broadway, Times Square, New 
York 36, N, Y. 
. 


* * 


Packaging Problems 
“Some Technical ProbJems in 
Packaging”—40 pages, $1.75 (Mem- 
bers, $1). American Management 
Assn., 1515 Broadway, Times 
Square, New York 36, N. Y. 








New survey reveals that 


an average issue of Readers Digest 
is read more than 168 million times 


In the Digests 32 million audience, the average 
person reads his copy at least five times. 


Advertisers can now evaluate 
magazines by “exposure days” 


Now for the first time, seven of America’s leading 
publications have been examined to determine the 
number of days on which an average issue is ex- 
posed to its readers. 

This is an important new measurement of a 
magazine’s value to the reader—and to the 
advertiser. 

In one of the largest, most comprehensive stud- 
ies of markets and media ever made, Alfred Politz 
Research, Inc. has disclosed this fact . . . 

A single copy of Reader’s Digest, on the aver- 
age, is picked up and read not just once—but more 
than five times by each reader. 


Digest has most “‘exposure days” 


To measure the number of “times” each person 
reads the same magazine, Politz has counted the 
number of different days on which the reader 
picks up and reads the magazine. He has found 
that each reader, on the average, turns to his copy 
of Reader's Digest on 5.3 different days. 

These 5.3 “reading days” per reader, multiplied 
by the Digest’s 32 million readers per issue, give 
a total of 168 million “exposure days.” This repre- 
sents the minimum total number of “exposures” 
for a single issue of this magazine. 


This is more than three times the number of 
“exposure days” found for any other publication 
studied. 


Here are the seven publications measured: 


@ Reader’s Digest @ Life 
@ Saturday Evening Post @Look ®@ McCall’s 
@ Good Housekeeping @ This Week 


What does this mean for business? 


It means that when you run a sales message in 
Reader’s Digest, you have at least five opportu- 
nities to catch the eye of the average reader. 

It means that a plus value in magazine advertis- 
ing, long assumed by advertising people, has at 
last been proved, and measured on a comparative 
basis. 

It means that a company can run an advertise- 
ment in an issue of the Digest—and know that the 
issue will be read by more people more often than 
an issue of any other magazine measured. 


Send for New Politz Study 


Detailed figures from the Politz report, “A Study 
of Seven Publications,” reveal the total audiences, 
number of reading days and total “exposure days” 
of the magazines shown above. You may secure 
a copy of this study by writing to Reader’s Digest, 
230 Park Avenue, New York 17, N. Y. 


Other facts revealed 
to help business sell more customers 
From this latest study, American business will also 
have significant new marketing information on 
the great mass of high-income consumers reached 
by these magazines — including the largest one, 
Reader’s Digest. The study shows, for example... 


Nation’s largest reading audience 
is nation’s largest sales market 


32 million people read an average issue of Reader's 
Digest. This is the largest audience ever attracted 
to a magazine. It approaches in size the audience 
reached by the average program among the nation’s 
top 10 television shows. 


Nearly one-fourth of the nation 10 years of age 
and older reads the Digest each month—more people 
than the combined populations of the 30 largest cities 
in the United States. 


Over one-third of the high incomes are in Digest 
families. Among all people in U. S. households with 
annual earnings of $7,000 and over, 37.4% are readers 
of the Digest. 


Nearly a third of the total market for new cars, 
many household appliances and other products and 
services is provided by Digest readers alone—more 
total purchasing power than can be found among the 
readers of any of the other magazines. 


Nation’s largest magazine circulation 
Reader’s Digest net paid circulation for the first six 
months of 1956 was 11,024,410. This is the largest 
ABC circulation of any magazine in publishing history. 
It represents a growth of 788,353 copies per issue over 
the comparable period a year ago, when the Digest 
first began to accept advertising. 


Lowest advertising cost per copy 
Of all leading general magazines, Reader’s Digest of- 
fers the lowest “cost per page per 1,000 circulation.” 
With about 3 readers per copy and more than 5 “expo- 
sure days” per reader, the Digest is unmatched by any 
publication in total audience and total exposures. 


People have faith mn fReaders Dige ST a led 


The Natin’s Largest Magazne Audience 











“The Technical Committee of the Advertising Research 
Foundation carefully reviewed the scope and objectives 
of the study conducted by Alfred Politz Research, Inc. 
for the Reader’s Digest. The Committee was consulted 
on statistical procedures and survey design to improve, 
if possible, its usefulness to the entire industry. The 
survey report meets with the approval of the ARF.” 


Biber a 


A. W. Lehman, Director 
Advertising Research Foundation 


ds Se 


14,515 interviews like this, completed June 23, 1956, reveal new facts 
on family reading habits and purchasing power of the nation’s great 
magazine-reading audience. This national media study, conducted by 
Alfred Politz Research, Inc., is one of the largest, most comprehensive 
ever made. Here, Mrs. William Loock, Port Chester, N. Y., housewife 
and mother of three, discloses details to Politz interviewer. 
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MARKER LIGHT—An armored clearance- 
marker light, with easy-cleaning, inter- 
changeable lens, has been introduced to 
the trucking field by R. E. Dietz Co., 225 
Wilkinson 5t., Syracuse 1, N. Y. Available 
in either red or amber, the lenses are 
said to be interchangeable for most similar 
armored clearance-marker lights. The light 
has a three-candlepower bulb and is avail- 
able in either six or 13-volt systems. A 
solid aluminum back plate will not rust 
or corrode and the heavy iron casting 
protects against damage, it is claimed. 





WIPER MOTOR — The Air-Push Chal- | 
lenger windshield wiper motor is made | 
for trucks ond buses with large wind- | 
shields. The unit will operate on four psi, 
with a 21-inch arm and 13-inch blade. It 
also operates on 11 psi, and at 100 psi 
will make 82 strokes a minute, it is 
claimed. There are only four moving 
ports. The shaft is cradled in nylon bear- | 
ings. Wiper arms are available in lengths | 
of from 10 to 30 inches. Wiper blades | 
are available in lengths of from seven 
to 20 inches. Sprague Devices, Inc., 
Huron St., Michigan City, Ind. 

> * * 





DUST DEFLECTOR — A “Dust Deflector” 
for use on rovte and transport trucks has 
been introduced by Del-Tra Co., Inc., 1625 


Sixteenth St., Oakland 7, Calif. The unit | 
is said to cause a sheet of air to sweep | 


down the back of a truck as it moves, 
even at slow speeds of 10 m.p.h. The 
air-curtain is said to eliminate vacuum 


ordinarily set up by the vehicle's move- 
ment, consequently the usual swirl of dust 
doesn't rush into or seep into the truck. 
The Dust Deflector also prevents snow 
from gotherirg on the rear of. the door, 
it is claimed. 

* * oe 


Aluminum Oil Filter 
Introduced by Wix 


An aluminum oil filter, which | 
may be changed without tools, has 


TRUCK N 


been produced by Wix Corp., Gas- 
tonia, N. C., in cooperation with 
Aluminum Co. of America. 

The Wix unit, with base adapter, 
is said to be as easily changed as 
a lightbulb. A spring-loaded valve 
in the filter inlet openings seals 
the used unit when it is spun out of 
its seat, Wix said. 





DOOR-LOCK — An exclusive cam-type 
side door lock, being installed on Brown 
aluminum trailers, is said to give positive 
engagement, and cannot jar loose. The 
inside full height door rod has cams at 
both ends giving it strong positive action. 
Deeply recessed handle prevents hardware 
from protruding beyond the ridge of cor- 
rugations in the side panel, keeps all 
lock hardware within eight feet overall 
trailer width. Recessed locking mechanism 
is equipped for padiock or seal. Brown 


Trailers, Inc., Spokane, Wash. 
* * * 


Liquid Buffer Offered 
For Tire-Repair Use 


A liquid to replace wire-brushing 
in the repair ot tubes and tubeless 
tires has been announced by Gen- 
eral Liquids Corp., 4730 Reisters- 
town, Rd., Baltimore 15, Md. 

General says Liqui-Buff dupli- 
cates wire brushing but does it 
easier, faster and safer and 
requires no drying time. 

. * * 





HYDRAULIC HO!ISi — A hydraulic hoist 
for quick and effortless dumping of Mc- 
Cormick No. 52 tractor-trailers has been 
announced by International-Harvester Co., 
180 N. Michigan Ave., Chicago 1, Ill. 
Trailers with hinged rear brackets and 
front axle box supports, and carrying Mc- 
Cormick Nos. 10, 14, and 100 grain 
boxes, or other mokes of similar barge 
or flared-type boxes, can be equipped 
with the hoist attachment, it is claimed. 
Actual lifting is done by a 9,000-pound- 
capacity, 5-inch hydraulic cylinder oper- 
ated from the hydraulic system of the 
tractor. The hoist will work on any low- 
pressure tractor, it is claimed. 





SERVICE BODY — Utility Body Co., 1530 
low-cost service body, model UB, to its line of construction and service bodies. Among 
the features of model UB are 15-inch compartments with shelves and trays to hold 
tools, and a four-foot wide bed with a heavy-duty plate floor. Optional equipment in- 
cludes side or overhead ladder racks; telescopic steel cover with end-gate enclosure 
to close off bed; removable pipe vise bracket with front support; rear bumper with 
soafetyread step and pipe carrier with tension clamps. 


Wood Sf., Oakland, Calif., has added this 





|handle to give the mechanic an 
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ELECTRICAL PAN — An electrical pan 
which uses circuit breakers, instead of 
fuses, is being insialled as a standard 
feature on Brown aiuminum trailers. The 
pan, with plug inserted, is automatically 
locked in position by the outlet and can- 
not be accidentally pulled out and break 
the circuit, it is ctaimed. The electrical 
feature has a seven-circuit, color-coded 
wiring sysiem and automatic circuit 
breakers. Brown Troilers, Inc., Spokane, 
Wash. 


* * * 


Cc» 








BEAD EXPANDER — A pneumatic bead | 
expander for truck tires up to 12-24.5! 
has been marketed by Bishman Mfg. Co., 
Osseo, Minn. The expander consists of a 
high grade rubber tube, reinforced on} 
the outside by longitudinal cords to} 
provide maximum inward expansion, and | 
equipped with an extra strong nylon strap 
and airplane-type safety buckle, it is | 
claimed. A combination valve that opens 
and closes by a twist of the wrist is said 
to make inflating and deflating fast and | 
easy. Full circle compression is said to | 
be powerful enough to seat the beads 
of the stiffest tire. | 


* * * 


Computer Designed to Give | 


Freight Rates at a Glance 

A computer, which resembles a 
slide rule, has been developed to 
give the cost of shipping freight to 
a given destination. 

It consists of a holder with an 
insert card on which are printed 
freight rates between various cities 
and for various classifications. Dis- 
tributor is Speed-O-Rate Computer 
Sales Co., 914 Marquette Ave., Min- 
neapolis 2, Minn. 
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W PRODUCTS 


easy-to-use tool, it is claimed. The 
tool has a one-inch drive; and over- 
all length of 25% inches, including 
the six-inch extended driver; and 
operates with a free speed of 690 
r.p.m., delivering 1,330 impacts per 


minute, 
* * * 





DOCKBOARD CLAMP — The adjustable 
Span-Lock,” a device which helps lock 
Magcoa dockboards in position between 
dock and rail car or dock and truck, has 
been introduced by Magnesium Co. of 
America, East Chicago 19, Ill. The units 
can be positioned and repositioned to 


| meet varying dock-to-carrier span require- 


ments without need for tools, according to 
the manufacturer. The bottom of the clamp 
extends down into the span between 
dock and carrier, fits flush against the 
edge of the dock. 


HOIST AND DUMP BODY—A redistribu- | 
tion of weight, a simplified lifting mechan- 
ism and the elimination of conventional | 
trailer frames are said to give the Anthony 
tandem-axle Frameless dump trailer up to | 
2,000 pounds more legal payload than 
conventional semi-trailers. The body serves 
as its own frame, the axle as the hoist 
hingepoint. The Anthony, model RL-66 


| steel body is 21 feet long with a capacity 





RESCUE UNIT — A versatile body for 
rescue or squad truck use has been 
developed by Reading Body Works, Inc., 
Reading, Pa., to fit any conventional cab 
or chassis. General construction is 14 and 
16-gauge steel while the understructure is 
made of 12-gauge steel cross sills. The 
floor is safety tred-plate, and capable 
of withstanding extremely heavy loads, it 
is claimed. Adapted for any standard 
chassis, the units are available in sizes 
ranging from Y-ton to 1'%-ton, with 
body sizes from 6% to 11 feet long. 

oe 6-2 


Air-Powered Impactool 


For Truck, Bus Service 


An air-power tool, designed 
for truck and bus service, has been 
developed by Ingersoll-Rand Co., 11 
Broadway, N. Y., for maintenance 
applications requiring the removal 
and replacement of heavy nuts and 
bolts. 


Known as Size 334 Impactool, the 
unit is designed with a side spade 






of 17 yards. The model TA 83149 Tele- 


ramic hoist has a rated capacity of 25 
tons. 
Hl. 


Anthony Co., Dept. 2001, Streator, 
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ROCK BODY — A rock body, designed 
to withstand the severe impact shocks im. 
posed by power shovel, chute and con- 


veyor loading of ore, rock and other 
abrasive materials, has been announced 
by Galion Allsteel Body Co., Galion, 0, 
Offered in 6 to 15-cubic-yard capacities, 
the bodies feature '%-inch steel plate 
construction in sides, floor and head, it is 
said. A %-inch wear plate over a 2-inch 
hardwood cushion protects the body floor 
while a 4 by 4 by ‘'-inch reinforced 
roll minimizes shovel and loading dam- 
age to body sides, it is said. 
* * * 

Air-O-Matic Announces 


Power Steering System 

A low-cost power steering system 
has been developed by Air-O-Matic 
Power Steer Corp., 24 Noble Court, 
N. W., Cleveland, O. 

The Air-O-Matic 500 series sys- 
tem operates on compressed air 
designed to provide automatic 
steering control, under all condi- 
tions, without wheel fight or over 
steering tendencies. The operator 
experiences normal road feel, at all 
times, with a minimum of road 


shock. Wheel return is normal, the 
company said. 





COMPACTION MECHANISM — A high- 
speed compaction mechanism for Hydro 
E-Z Pack garbage and refuse collection 
bodies has been announced by Hydro 
E-Z Pack Co, Galion, O. Said to afford 
full cycle return of the packer platen on 
16-foot bodies in cnly eight seconds, the 
system incorporates new manifolding and 
a redesigned valve, both of larger flow 
capacity. Hydraulic pressure is supplied 
by a high-volume, engine-driven roller 
bearing pump. The packer is operated 
by a double-acting, multi-stage telescopic 
cylinder, and packer action is controlled 


by high-flow, four-woy spool valve. 
” * * 


d = 





SQUARE-BODY AMBULANCE—Said to be unique in design and an innovation in 
ambulance service, this two-tone gray ambulance was especially designed for metro- 
politan service hy hospital personnel together with engineers from Boyertown Body 
& Equipment Co., Boyertown, Pa. The square-body design is said to provide enough 
room to transport four patients on stretchers (double-decker style) or eight persons sif- 
ting up with maximum headroom of approximately six feet. An eight-inch layer 
foam rubber has been used for the crash pillow which rests at the head of the 
stretchers. The stretchers slide in and out, and permit loading and unloading without 


entering ambulance. 
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News to Note... 
Seah eiieaeenpentonn 


90 Million Trucks by 1970 


Predicted by Hansen 
PORTLAND, Ore, — There will 
be 20 million trucks on the nation’s 
highways by 1970, about double the 
pamber in use today, Z. E. R. Han- 
gn, president, Diamond T Motor 
Car Co., told a Portland group. 
He said the expanded Federal 
highway program will be an im- 
nt factor in increasing the 
gumber of trucks to be used for 
transporting freight. 
* 


ad x 


Berkinshaw Speaks 

OTTAWA. — R. C. Berkinshaw, 

ident, Goodyear Tire & Rubber 
Co, of Canada, Ltd., was one of 
the principal speakers at the annual 
meeting of the Canadian Chamber 
of Commerce in Quebec City, Oct. 
15-18. 


. * * 
Borg Starts Building 
For Calumet Division 


CHICAGO. — Construction of a 
new $200,000 office building has 
been started by Borg-Warner 
Corp.’s Calumet Steel division in 
Chicago Heights. 

The structure, scheduled for 
eccupancy March 1, will be 
largely of reinforced concrete and 
brick construction, It will be a 
single story unit designed to 
accommodate a second floor when 
expansion is needed, 

* = * 


Office Automation Parley 


Set for Nov. 26-27 in N. Y. 


NEW YORK, — A top-level man- 
agement conference on office auto- 
mation will be held Nov. 26-27 at 
the New Yorker Hotel in New York 
under the joint sponsorship of the 
International Automation Exposi- 
tion and the Fordham University 
School of Business, 

Participants in the conference, | 
which will be limited to 200 senior | 
officers, will attend eight confer- | 
ence sessions, receive transcriptions | 
of the discussions and papers and | 
attend six clinic sessions. There is 
acharge of $120. 

. * * 


Walters Breaks Ground 


BUCKHEAD, Ga.—Fred Walters 
Oldsmobile has broken ground for | 
its new $400,000 building. The facil- | 
ity, to be at 3232 Peachtree, is on 
a seven-acre site. 


All-State Welding Completes 


5th Expansion Since 1947 


WHITE PLAINS, N. Y. — All- 
State Welding Alloys Co., Inc., has 
completed the fifth expansion in| 
nine years of its facilities here for 
Tesearch, development and manu- 
facture of alloys and fluxes. Further 
expansion is planned, according to | 
T. D. Nast, president. 

The company also announced that 
John Strother, Concord, Tenn., has 
been named regional manager in| 
&@ seven-state area composed of | 
Georgia, North Carolina, South Car- 
Olina, Tennessee, Kentucky, Vir- 
ginia and West Virginia. 

x * > 


Trade Assn. Directory 


Published by the U. S. 


WASHINGTON. — A directory of 
over 2,000 national trade associa- 
tions and related organizations of 
businessmen had been published by | 
the trade association division of the 
Office of Technical Services, U. S. | 
Department of Commerce. 

The directory gives the mailing | 
address and the name and title | 
of the key executive in each organ- | 
ization. An index facilitates the 
location of associations in particu- 
lar product or service fields. It may 
be bought from the superintendent | 
of documents, U. S. Government | 
Printing Office, Washington 25, D. 
C,, price 40 cents. 

x ” + 


Compulsory Insurance 


Holds Line in Mass. 


BOSTON. — Compulsory 1957 au- 
tomobile insurance rates in Massa- 
chusetts will remain basically the 
Same as 1956, Joseph A. Humph- 
Teys, insurance commissioner, has 
announced. 

He said car owners would pay 50 
cents more in each classification 











Truck News in Brief 
















“because the ‘merit plan’ surcharge 
revenues, used to depress the 1956 
rates were no longer available for 
rate reduction purposes.” These 
were repealed by the legislature 
this year. 

* * * 


Willett Buys Chicago Site 


For $750,000 Truck Center 


CHICAGO. — Willett Co. has 
bought a 4.91 acre site on the South 
Side for a new $750,000 truck and 
bus maintenance center, 

The property was purchased for 
$250,000, according to Howard L. 
Willett jr., president. It contains 
a two-story office building and an 
18,000 square foot garage. Willett 
will build a third structure, a 40,000 
square foot garage and office build- 
ing. 

* + * 


Peters Is Elected 


WISCONSIN RAPIDS, Wis. — 
Election of Robert A, Peters, White 


Grow with the New 


Pontia 


Growth Program 
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Bear Lake, Minn. as a vice- 


| president of Central Wisconsin Mo- 
|tor Transport Co. here has been 


announced. Peters’ headquarters 
will be at the Minneapolis-St. Paul 
terminal of Central Wisconsin. 
* * * 
Southern Lines Merge 
LITTLE ROCK, — Arkansas Mo- 
tor Freight Lines has acquired Best 
Motor Freight, Inc. Interstate Com- 
merce Commission approval has 
been granted. General offices for 
Best will be moved to Fort Smith 
from Dallas, and operations consoli- 
dated. 
* x * 
Elmwood Sells 25 Diesels 
CHICAGO, — Elmwood Ford Mo- 
tors, Inc., has received what its 
president, John Parker, calls one 
of the largest diesel truck orders 
ever placed with a Chicago dealer. 
Rogers Cartage Co. ordered 25 T-800 
Ford trucks, Ford’s largest. 
* > a 


Reo Buys Mock Dealership 


For a Factory Branch 
EUGENE, Ore. Reo has 








(Reo) here and will operate it as 
a factory-owned branch, according 
to J. L. Adams, sales vice-president. 

This brings the total Reo 
branches in the U. S. and Canada 
to 33. Reo intends to expand the 
Mock operation, Adams said. 

* aa * 


Weill Distributing Damaged 
By Fire, Explosion 

ATLANTA. — An explosion and 
fire damaged Russell Weill Dis- 
tributing Co., Inc., local automobile 
parts distributor. 

The south portion of the build- 
ing used for shipping and storage 
was destroyed, and other sections 
of the building were heavily dam- 


aged by smoke and water, accord-| 


ing to H. R. Weill, owner. 


* +. = 
Jordan in New Home 
SANDERSVILLE, Ga. — Jordan 


| Chevrolet Co. has moved into its 
new building on the Sandersville-| 


Tennille highway. The 29-year-old 
firm is owned by N. M, Jordan. 

+r * * 
Truck Lines Buy Ground 


For Grand Rapids Terminal 
GRAND RAPIDS, Mich. - 


Three 


53 


Line, Norwalk, O., and Parker 
Motor Freight, Inc. Petoskey, 
Mich., have purchased the old 
Buchanan Ave, circus grounds here 
for $100,000. 

Their present terminals will be 
displaced by the new Grand Rapids 
Expressway. Three terminals will 
be built on the 15.6-acre tract along 
the east side of the Pennsylvania 
railroad yards. The companies have 
not as yet divided the land or com- 
pleted plans for new buildings. 
Moving time is indefinite, but it 
will probably be within two years. 

+ s + 


Trailmobile Announces 


New Office in Dallas 


DALLAS, — Service in mainte- 
|nance and credit clearance is now 
in effect for truck operators in 
Texas, Tennessee and Oklahoma 
through the new Trailmobile, Inc., 
southwest division office, 6310 Den- 
ton Drive, here. 

E. J. Clements is division mana- 
ger. A. E. Springer has been ap- 
| pointed division service manager 
| and W. P. McArdel has been ap- 
| pointed division credit manager. 





For the lowdown on dealer thinking, 


acquired the assets and physical | motor freight lines, Grand Rapids} read John O, Munn’s column each week 
property of E. A. Mock & Son Motor Express; Norwalk Truck! on Page 3. 
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To all Friends of Pontiac Chief: 


It has been heart-warming to receive the extended 
hand of friendship of a host of new friends in the 
mobile home industry; and the well-wishes of so 
many old friends in the other phases of the great 
automotive industry. 


Gratifying as is this vote of confidence to me and 
to my associates, we take it as a token of respect 
for the Quality earned by Pontiac Chief over the 


years. 


It is my deep conviction that the mobile home in- 
dustry stands at the threshold of a vast new era 
during which its opportunity to contribute to Amer- 
ican living and to our national economy shall 
bring to it major status among the nation’s indus- 
tries. Under this concept we have fashioned the 
new Pontiac Chief program. Briefly stated, our 
team is pledged to a new program embracing this 


business philosophy: 


1, To design and build every product bearing the 
name Pontiac Chief to the highest standards of 
quality in craftsmanship and materials. 


2. To conduct every aspect of our business in the 
highest ethical manner in order to bring the 
greatest benefits to the mobile home industry 
in the belief that our ability to grow and thrive 
will be determined by the growth of our industry. 









Exclusive 
Territories 


3. To market all of our products exclusively 
through outstanding independent local business 


men on a true partnership 


basis in the belief 


that only under this policy can we, and our 
dealers, attain the success that the industry’s 


future holds. 


To pledge to our users an outstanding and effi- 


cient national network of product-service sta- 
tions readily available to carry out our war- 
ranty policy and other service requirements 
during the full life of our products. 


These are the business fundamentals upon which 
we have based our new program for growth. Under 
it we are confident that Pontiac Chief will sustain 


the production volume to give 


us maximum effici- 


‘ encies, and give to our dealers the sales volumes 


that will assure competitive prices and fair profits. 


At the start of this new program we have available 
several exclusive Pontiac Chief dealership fran- 


chises in various te:ritories. I 
from ouistanding business men 


would like to get aboard now 1: 


new Pontiac Chief growth pr 


Sincerely, 


should tke to 


h 


sat .al 
who fee! that they 

he outset of this 
gram 


The PONTIAC COACH COMPANY 
BUILDERS OF FINE MOBILE HOMES 
BOX 158, DRAYTON PLAINS, MICHIGAN 











oo a run up New England 
way to see the first deep frost 
on the pumpkin — and the corn 
turned brown. So did a lot of other 
people. Roads were swirling car 
streams. I thought of mass move- 
ments of our new gas cavalry in 
war. ... only here they call it “leaf 
pilgrimage” and I had to drive till 
two in the morning to find a “va- 
eancy” to bivouac me. Then the 
automobile man in me came out 
and I thought of Boss Kettering. 
Boss Ket — Charles F. in the 
memory of board meetings — was 
chiefly responsible for today’s 
smooth, spectacular motor car. 
- +. & million of ’em passing me 
yesterday on their Autumn 
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beauty Leaf Pilgrimage, with 
more than a million kids, go- 
carts and cameras, 


But to me, Ket was more: He 
was the chief inspiration, his the 
principal advice, to which I owe 
whatever success I’ve had. And he 
recently made this remark: “In our 
60 million cars, trucks and so forth 
in the United States — with their 
300 million seats — we could carry 
our entire population of 160 million, 
and invite along the whole popula- 
tion of England, France, Italy, 
Spain and Portugal.” 

I’m pretty sure that’s what 
happened last weekend on my New 
England hegira. Anyhow, I passed 
a hundred thousand pumpkins, plus 
fall-touched’ corn prettier than the 
steaming ears on a Waldorf table 
— and, saw mighty close to that 
60 million cars. 

Then I checked in at Boston. 
George Alpert, president of the New 
Haven railroad was telling 600 busi- 
ness and transportation officials 
that “automobiles have just about 
replaced trains on short hauls and 
branch lines. Thirty-nine of our 


dropped because of automobile 


competition.” 
* * 


New Trains Run 
ND who says competition isn’t 
the mother of improvement? 
Alpert announced that the first of 
three low-slung, light-weight pas- 
senger trains were to start operat- 
ing on the New Haven’s New York- 
to-Boston run Oct. 28. It‘s a pio- 
neering experiment in railroading 
— a faster, lower-cost train that 
may make the run in three hours. 
Moreover, the New Haven will start 
using 80-foot flatcars—200 of them. 
They can carry two trailers and 
be unloaded in a minute and a half. 

Remember how Western movies 
show old cowpokes racing the 
new Iron Horses that first 
chugged and belched across the 

prairie? Then a horse and surrey- 
with-the-fring-on-top would race 
a new Chalmers-D etroit down 
Euclid Ave. Now streamlined 
trains and flatcars are trying to 
keep up with the motor age. 

Well, the automobile is going to 
be hard to keep up with. Besides 
enjoying Corot colors in the leaves 
last weekend, I learned that Massa- 


New Haven branch lines may be|chusetts is due to check $900 mil- 
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Ole Lee got his license plates 
with his name spelled upside 
down. 





lion dollars out of Uncle Sam’s cash 
register—as a Federal reimburse- 
ment for its highways under the 
Gore Act. John A. Volpe, the 
recently retired Massachusetts com- 
missioner of public works, will be 
the man to get the new Federal 
Highway program on the road. Bert 
Tallamay will take over next year 
when he winds up his job as chair- 
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POSITIVE LOW SPEED “HIGH 
VACUUM” OIL CONTROL 
Low speed oil creep around 
the side of the ring is pre- 
vented by using anaccurately 
machined separator which 
supports the cylinder con- 
tacting rails throughout their 
depth and circumference and 
prevents rocking. This pro- 
vides uniformly close clear- 
ance between the groove wall 
and the rail without reducing 
the free action of the ring 

in the groove. 















are not cam 








Ordinary steel rails 


by heat treatment, 
therefor do not pro- 
duce positive contact 
with the cylinder 
Cisenghout its cir- 
cumferen 


ROME 
ONTROL 


boarding”’ 


ORDINARY 
STEEL SPACER 


Ordinary Steel Spacer 
lacks broad support to 
prevent rocking in the 
groove. Sides of the spacer 
are not machined. Lack 
of machining prevents a 
uniformly close clearance 
between the groove wall 
and the rail, so oil passes 
around back of the ring. 









a cam shape. 







POSITIVE OIL CONTROL 

AT HIGH SPEEDS 
High speed “flutter” or “‘surf 
in controlled by 
special flexible reverse loop 
expander which provides a 
more uniform high unit pres- 
sure on the two cylinder con- 
tacting rails. The rails are 
chrome armored but are pre- 
lapped and heat shaped for 
rapid break in. 


WILL NOT GOUGE 
OR SCUFF CYLINDER WALL 


The spacer will not gouge or 
scuff the cylinder wall be- 
cause it is made of electric 
furnace iron. It is another oil 
ring in itself with built-in 
tension and two additional 
scraping edges. With the two 
chrome armored rails and 
the two oil scraping edges on 
the spacer, the 400 oil ring 
is really two rings in one. 


ar SHAPED CYLINDER CONTACTING RAILS 


Cam shaping by heat treatment 
produces the same “light tight”’ fit 
in cylinders that exist in piston 
rings that are individually cast to 
This cam_shaping, 
exclusive with McQuay-Norris, is 
very important where the bearing 
edges are chrome armored. When 
‘ ogee these chrome surfaces are pre- 

lapped, it produces 
tact with the emell Seoughost its circumference 
and assures efficient trouble free ring and cylinder life. 













other piston 
design or price. 
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RINGS HAVE CRACKED THE 


VeaKEBnor OIL MILEAGE 


... at open-throttle high speeds and 
at high-vacuum, low throttle speeds 


BARRIER 






































ne py of installations have proved be- 
ond a doubt that Chrome Control Leak- 
Proce Piston Ring sets will outperform 


set regardless of f kind, 


or quick seating, no wait- 


ing for break in, satisfied customers and 
more money in the till, start using them 
today. They’re guaranteed. 


PISTON 
RINGS 


McQUAY NORRIS MANUFACTURING CO. 


ST. LOUIS « « 


* TORONTO 


LARGEST PRODUCER OF SMALL RINGS IN THE AUTOMOTIVE INDUSTRY 





i 
man of the New York Thruway 
Authority. 

And you know, it takes good mep 
to get a project like this unde 
our wheels and out of the red. Ry, 
perts on the financing of highways 
say that this little business of ro. 
imbursing big states that already 
built part of the network with thei 
own money is, to put it mildly, 
delicate problem. I first thought jt 
seemed unfair to penalize progres. 
sive states by rewarding others 
with Federal aid highways. Then 
I realized that such states as Mags. 
achusetts and New York haye 
enjoyed—and profited by — their 
improved highways for a long time 
Good roads don’t cost — they pay, 
* 


= * 


One Big Figure 
O* COURSE, turning to the 
whole Federal network of roads, 
we get to thinking this way: The 
almost $15 billion increase in cap. 
users taxes over the next 16 years 
may stagger Joe Smith and the 
older John and Janie Doe. But let's 
be a little impish — and realistic 
—about it. I've seen a lot of history 
happen. And I know the engineers 
with their charts and slide rules are 
right when they never question the 
American public’s ability to afford 
the automobiles, the fuel, and the 
other necessary items for owning 
a motor car — even though they 
take nine or ten times as much ay 
the building and maintaining of the 
highways themselves. And yet 
somehow it’s highway building that 
frightens us because it comes at us 
in one big figure. 

But back to the heady Autumn 
air of New England. It’s just as 
good, I know, in Wisconsin where 
I started out, in Ohio, in Arizona 
and at point in between. But it 
was New England and the leaf 
pilgrimage that lifted me last 
weekend. The winey October air 
did just what it used to do in my 
youth. Only in my youth I was 
less aware of the chafracter, still 
present, that built the Massachu- 
setts colony on a hostile, barren 
shore. 

Still, last weeken, the pioneering 
spirit was apparent in the New 
Haven’s experiment to keep auto- 
mobiles in sight — apparent too in 
Massachusetts highway building 
and in the industries springing up 
to enliven the wide-streeted, 
blessedly unperturbed New England 
towns. They were towns that once 
bled a lot when Missouri began 
making shoes for much of the 
world, and when the South with 
its wage advantage took away 4 
good part of their main business— 
the textile industry. 

P.S. That reminds me of Boss 
Ket again. He used to say, “You 
can’t push on something that’s 
going faster than you are.” I guess 
I was late in finding it out, but last 
weekend, I discovered not only that 
leaves in 1 New England Fall are 
breathtaking, but that business in 
New England has speeded up. S 
let’s end with another line from 
Charlie Kettering that sticks in my 
mind: 

“Tomorrow’s accomplishments 
will come because they need to be 
done. The future will be greater 
than the most fantastic fiction you 
can write. We will always under- 
rate the future.” 


Mountain Rally 
Set for Nov. 21-25 
Over New Route 


NEW YORK. — Plans have been 
completed for the Fourth Annual 
Great American Mountain Rally 
Automobile Endurance Run, Nov. 
21-25, according to Robert S. Grier, 
rally general chairman. 

This year the rally will be run 
in one stage, beginning with the 
technical inspection of all cars Nov. 
21. A new route has been laid out 
through the northeastern states by 
a 1956 Pontiac equipped with 
special surveying equipment. 

The run, which carries the sane 
tion of the Federation Internation- 
ale de l’Automobile, will start from 
Manchester, N. H., St. Johnsbury, 
Vt., and Lake Placid, N. Y., om 
three successive mornings. 

Last year’s winners, Donald Krip- 
len and Charles Rickert, Indianap- 
olis, won a free trip to to Europes 
Alpine Rallye and placed third 
among the world’s top rally drivers. 
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month after month... 








=| 1512 million: men and women“live by the book” 


=| ...and the book is Better Homes and Gardens! 


4,250,000 COPIES EACH MONTH 
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The complete action-influencing value of BH&G only during the year... 
begins with its huge current-issue audience. Back-issue 
readership is tremendous, too. 9,400,000 readers recently 


referred to ads or articles in an issue of ‘the book’’ 4 to Ly, of America Tre ads 


12 months old. An average issue of BH&G is read by 
15,500,000 people. One-third of the 123,800,000 people 


in the U.S. 10 years of age or older read one or more of Bb tt H d G d 
every twelve issues. That’s 44,150,000 readers of Better © er omes an ar ens 


Homes and Gardens—and over 40% of them are men. 






Meredith Publishing Company, Des Moines 3, Iowa *A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 
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News to Note... 


the most beautiful 
things in sight 


NEW YORK. — New York’s 27th 
annual Safety Convention and Ex- 
position will be held for five days, 
beginning March 18. 

Convention dates and chairmen 
were announced by the Greater 
New York Safety Council. Regi- 
nald M. Cleveland, council presi- 
dent, said Carl F, Olander will be 
general chairman, with Lewis R. 
Morrison and Robert M. Edmiston 
as general vice-chairmen. Heads of 
the varicus committees will be 


appointed later. 
* 


* * 


Navy Buys from AC 
FLINT. — Navy contracts for 
$186,234 in aircraft spark plugs 
have been announced by AC 
Spark Plug. Delivery will begin in 
November and end in February, 
1957. 


* * 


Oxford Electric Purchases 


Lowell Rear-Seat Speakers 


CHICAGO, — Oxford Electric 
Corp. has expanded its rear-seat 
speaker line with the purchase of 
all tools, dies and inventory of this 
line from Lowell Mfg. Co., St. Louis, 
according to V. E. Wollang, Ox- 
ford distributor sales manager. 

> * 


The Nelmor Corporation of Detroit and Cleveland 
is the largest manufacturer of outside mirrors 
and the leading supplier of original equipment to 
the automotive industry. Each Nelmor mirror is 
outstanding in appearance, in features, in value. 


Waterbury Brass Division 


Announces Name Change 


WATERBURY, Conn.—Water- 
bury brass goods division of 
American Brass Company has 
changed its name to the fabri- 
cated metal goods division, 

This division manufactures 


NELMOR CORPORATION — 1410 Fisher Building, Detroit, Michigan 
in Canada — NELMOR CORPORATION LTD., 14th St., New Toronto, Ontario 
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... UTMOST IN EFFICIENCY AND DURABILITY 
... UTMOST IN VALUE AND ECONOMY 
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Built by body builders with more 
than 55 years’ experience, 
UTILITY forward control, package 
delivery bodies on Chevrolet, 
Dodge, Ford or G.M.C. chassis 
“deliver the goods" dependably, 
safely, regularly, and with maxi- 
mum “‘attention value’’. Their 
sleek, trim styling provides a 
quality impression wherever seen. 


er 


UTILITY’s ““SEEorama”’ front end 
with wrap-around windshield 
providing 13¥3-square foot visi- 
bility increases safety and comfort 
for your driver. Before buying 
any body of this type, compare 
features and prices of UTILITY. 
See your favorite Chevrolet, 
Dodge, Ford or G.M.C. dealer 
for complete details. 


. . . or write direct to 


Utility TRUCK, Inc. 


Subsidiary of 


UNION CITY BODY COMPANY, INC., Union City, Indiana 
Phone: 424 or 565 


Detroit Office: 18450 Livernois Phone: UNiversity 1-8800 
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specialties from flat or sheet 
metal, particularly products of 
small size and close tolerance. 
The announcement was made by 
John A. Wright, vice-president in 
charge of the division. 

* > + 


Burlington Mills Names 


National Distributor 


DANVILLE, Ill.—Mats Unlimited 
here, sales representatives for Bur- 
lington Mills, Burlington, Wis., have 
taken over national distribution of 
Burlington products. 

Mats Unlimited will move offices 
and plant to Burlington. Philip 
Smith, president, said there would 
be no change in management and 
policies of the company. 

+ + = 


Parking Gobbles Hotel 


MINNEAPOLIS. — A 60-year- 
old Minneapolis landmark, the 
Nordic Hotel, will be torn down 
for a 100-car parking lot for Loop 
Motor Co. (Packard). The hotel 
is across the street from the 
dealership at 315 8. Eighth St. A. 
J. Adlis and Ida L. Sanders, 
partners in the firm, have an 18- 
year-lease on the property. 

= * = 


Waterbury Police Get 


Driver Testing Devices 


WATERBURY, Conn. — The po- 
lice department here has received 
driver testing equipment from the 
local agents of the Allstate Insur- 
|}ance Co. 

It includes a brake reaction unit 
j}and driver evaluator which tests 
color vision, side vision distance 
judgment and visual acuity, police 
said. 

te a7 


* 
Buffalo Dealer Finds Way 
To Fight Theft of Discs 

BUFFALO. — M. P. Ballard 
Oldsmobile, Inc., has found a 
way to fight the wave of wheel- 
disc thefts that has plagued 
Buffalo car owners. 

Using an electric pencil, Bal- 
lard personnel etch the cus- 
tomer’s name and the car’s seria. 
number on the inside of each 
spinner-type disc before deliver- 
ing the vehicle. Previously the 
discs had been almost impossible 
to trace since they ordinarily 
bear no identification. 

© > * 


Willys Building New Home 


For Its Dallas Zone 


DALLAS, — Willys Motors, 
Inc., is constructing a new zone 
headquarters in the Brook Hol- 








low industrial district here, 
according to Jack Ashby, zone 
manager. 

The 20,000-square-foot will 
house the zone offices, a parts 
warehouse and a stock of vehi- 
cles. The Dallas zone includes 
parts of Oklahoma, Arkansas 
and Louisana and all of Texas 
except three far-western counties. 
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Hertz Offers 5% Discount 


To Rail Roundtrippers 


CHICAGO. — Agreements con- 
cluded between Hertz and Union 
Pacific, Burlington, and North 
Western railroads will give pur- 
chasers of round-trip tickets 5 per- 
cent discount on rental of a Hertz 
car. 

Joseph J. Stedem, Hertz execu- 
tive vice-president, said the agree- 
ments cover a total of 56 cities 
served by the three lines. 

a a = 


Sams Announces Book 


For Service Technicians 


INDIANAPOLIS. — Howard W. 
Sams & Co., Inc., here has an- 
nounced introduction of a new book 
titled “Servicing and Calibrating 
Test Equipment” by Milton S. 
Kiver. 

This book tells the service tech- 
| nician how to keep his test instru- 
iments in working order, Sams said. 
|It tells how to determine proper 
| operation, how to avoid erroneous 
| indications, explains typical calibra- 
| tion procedures, gives a method for 
| performance record-keeping. Also 
covered is the most :frequently- used 

equipment. 









COLORADO SPRINGS 
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Catch of the 
Season... 


Cree PICK-UP Coach 


Fits all standard pick-up bodies. 
Easy to mount or dismount. Living 
quarters for three adults. Plenty of 
storage space. 6° 2"’ headroom. 2 
large, 2 small screened windows. 
Gas—electric or ice refrigerator, 
stove, sink. Electric lights, wired 
for 6V, 12V & 110V. Insulated. 
Sturdy construction. No license 
needed. 

FREE By return mail we'll send 
complete literature and prices. 
Buy from any authorized truck 

dealer or write today. 


CREE COACHES, INC. 
MARCELLUS " MICHIGAN 


«in STEMAC 
PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


h STEMAC 32"! Cherokee 


Denver, Colorado 






The median income of the 


non-farm ¢/é Magazine 
households is $6,050. 
This is exceeded by only 
5 of the 54 magazines 
appearing in the latest 
Starch Consumer 
Magazine Report. 


1,176,014 Elks comprise a 

mass market with class incomes. 
The Starch 51st Consumer Magazine 
Report gives the complete picture. 
Just write or phone to see a copy. 


MAGAZINE. 


New York Chicago 
Detroit Los Angeles 


THE 














Curtain raising on a *1,000,000,000 production 


readers—AUTOMOTIVE NEWS can generate 
tremendous interest'in your automotive product. It 
can carry your selling story—along with the 
weekly news—directly to the desks of the manu- 
facturers and the dealers. 


What's behind it—this annual undercurrent of 
excitement that sweeps the automotive industry 
around new car announcement time? What's be- 
hind it? More than two years on the drawing 
board, many years before that, a dream in the 
minds of designers and engineers. Months of re- 
tooling and decisions . . . and now, “1957 on 
wheels” is ready for sale in the world’s largest 
marketplace. ; 


The press has previewed them, and applauded: 
the dealers have seen them and approved: finally, 
the curtain is going up for the public. 


The tremendous job of reporting these exciting, 
behind - the - scenes activities to the automotive 
world before, during and after new model intro- 
duction, falls to the fast moving, highly efficient 
editorial team of AUTOMOTIVE NEWS. 


Production goals, shipping schedules, special 
dealer promotions, swelling sales trends—all and 
more must be reported by the 14 experienced 
AUTOMOTIVE NEWS editors and 106 on-the- 
spot correspondents—instantly. For it is this im- 
mediate, vivid, concise interpreting of industry- 
wide news that has made AUTOMOTIVE NEWS 


“must” weekly reading for manufacturers and 
dealers alike. 


From automobile presidents to newest of new 
car salesmen, AUTOMOTIVE NEWS keeps its 
44,000 subscribers right up to the minute on the 
happenings in this most spectacular of industries. 
It brings them the fresh fact-data they must have 
to compete aggressively in this fast-changing mar- 
ket. 


Subscribers to this specialized newspaper are a 
unique group. Each year, some 86% of them send 
$8 promptly to renew their subscriptions. They are 
offered no premiums, no cut rates, no special in- 
ducements of any kind. Discover for yourself, 
how—through these thousands of news-hungry 


Keeps you in front of the fast-moving automotive market 


* * 
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To discuss the placement of your 1957 adver- 
tisements on pages that print the news, contact 
one of our representatives. 

NEW YORK: Edward Kruspak, Ray Billingham, Howard 
E. Bradley, Murray Hill 7-6871. 

CHICAGO: J. Goldstein, William H. Gallagher, State 
2-6273. 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495. 

LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 
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ANY MAKE...ANY MODEL...ANY YEAR 


ALL Harvey Adapters Fit Your Present Exhaust 
System ... Single or Dual Tailpipe 





Tailpipe Adapters f 
All 1957 Car Models 
Now Available. 


Use Harvey Tailpipe Adapters with any 2” or 214” hose —rubber 
or metal. With 2'/2” hose and Harvey universal lock-sleeve coupler, 
Harvey Adapters are easily and quickly interchangeable, without 


changing hose and fittings. All Harvey adapters and fittings are 
heavy gauge metal and electroplated for year-to-year use. 
















Harvey Dual-exhaust*Y” Harness 
adapts single-outlet per stall 
installations to dual exhaust. 


and HARVEY HEAVY-DUTY HOSE 


—non-crush, heat resistant, truly flexible— 
the best rubber exhaust hose in the industry... 
and reasonably priced. 


You can’t beat 


HARVEY 
EXHAUST EQUIPMENT 







VINYLITE PLASTIC 
LABEL HOLDERS 







eile 


HUNDREDS OF 





You can enjoy nect attractive 
labels anywhere in office, factory 


or home. 
on desk trays cabinet drawers 
library shelves storage shelves 
display units parts bins 


AVAILABLE IN 


x 6”"—PS-1 


Special Sizes on Request 


CONVENIENTLY PACKAGED 


In individual plastic packages, 
including both Holder and Label 


Cards. 


“will not warp, curl or crack” 
$0 EASY TO USE 


1 SMIP—You can cut to the desired size, 
easily and quickly. 


USES 


3 SIZES 


Ten 6” strips per package— 
PS-% YA" x 6°—PS-% %" 


3. STICK—Apply with finger pressure. it 
sticks permanently to metalt—wood—cork— 
glass—plastic—any clean surface. 







4. INSERT—Iinsert label or 
card. it’s open on three 
sides for your conveni- 
ence. 








Office Products Ine. 


9920 Freeland Ave 


ns 


Territories available for Dealers and Distributors 


Detroit 27, Michigan 
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BORDENTOWN, N. J.—John H. 
Swope, former Chrysler-Plymouth 
dealer in Derby, Pa., has been ap- 
pointed manager of National Auto 
Dealers Exchange, an auction firm 
here, 


From 1926 until this year Swope 
J 


managed J. Harry Swope, Inc., 
Derby, which was started by his 
father in 1909. Swope has retired 
from the company. 

* * * 


Dealers Join Okla. Drive 


For Change in Title Laws 


OKLAHOMA CITY. — Auto 
dealers, finance and banking repre- 
sentatives have met to discuss 
changes in Oklahoma’s automobile 
title laws. 

Object, they said, is to reduce 
the traffic in stolen vehicles in the 
state. A similar law to California or 
Texas was suggested to combat 
sale of cars on which there is a 
mortgage. . 

> . 


Finance Advisor Opens 


EVANSTON, Ill.—W. J. Schmitt- 
schmitt, formerly of Dampman- 
Schmitt Motors here, has formed 
an automobile finance advisory 
service. Using the Dampman- 
Schmitt name, the firm will aid 
clients and car owners on auto 
financing. It also will make money 
available for payment of auto insur- 
ance premiums. 

> * o 


Byer Opens New Lot 

SYRACUSE, N. Y. — Alan Byer 
has opened a used-car lot at 666 W. 
Genessee St. and is doing business 
as Alan Byer Auto Sales. He for- 
merly operated Boulevard Used 
Car Co. here. ‘ 

a * 


Gardner Expands 


BINGHAMTON, N. Y.—Gardner 
Motors, Inc., used-car dealership, 
has opened a new lot. 

* = P 


Thompson Opens Lot 


MARSHALL, Tex.—Dick Thomp- 
son has opened a used-car lot here 
at 1305 E. Grand Ave. 


3 New Models 
Introduced by 
British Makers 


LONDON. — Three new models 
have been announced by British 
auto manufacturers. They are the 
Austin Princess IV, the Austin 
Healey Hundred Six and the Singer 
Gazelle. 


The Princess IV, a six-passenger 
luxury model, has fluid drive and a 
fully automatic gearbox. Horse- 
power of the six-cylinder engine is 
150 and maximum speed is about 
100 miles an hour. A limousine 
version, with power-operated glass 
partition behind the front seat, also 
is available. 


Austin Healey’s Hundred Six is 
a production model of the car 
which reached speeds of more than 
200 miles an hour in tests at the 
Bonneville Salt Flats, Utah, last 
August. Horsepower is 102, and 
there are two small seats for chil- 
dren, parcels or luggage behind the 
front bucket seats. 


* The Gazelle is Singer’s first offer- 
ing since it became part of the 
Rootes Group earlier this year. It 
is available in both a convertible or 
a sedan, has an ignition-key starter 
and a four-cylinder 52.5-horsepower 
engine with a compression ratio of 
7.5 to 1. 


Trailer Firm Gets 


Fruehauf Service 


DRAYTON PLAINS, Mich. — A 
nationwide maintenance and prod- 
uct service affiliation for house 
trailers through 123 Fruehauf 
Trailer Co, stations, has been an- 
nounced by Ray Danto, president 
of Pontiac Coach Co. here. 

The plan, which has been under 
test during recent months, does not 
include sales nor dealer activities 
of either company. 

Danto said that his company ex- 
pected to profit from the competi- 
tive advantage that national service 
would bring its dealers. 











650 ViLLas 
Beat mas 7 


Vacation as 
“MRS. AMERICA” does 


Your choice of one, two or three bedroom 
Villas. All on the ground floor, completely fur- ¥ 
nished for vacation living. This, with complete 
recreation facilities, makes Ellinor Village Flori- 

da’s best vacation buy. Special rates for all units \ 
now until Dec. 31 only. Make reservation today. 
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138 and 
and $48 
Export Department of Automotive Manufacturer Ford ‘ 
requires Department Manager with technical ex- Skid 4 
perience. Position requires man with following ine 
qualifications: (1) 10 years practical engineering sests 
experience; (2) command of at least 5 languages creases 
in addition to English; (3) minimum of 15 years aes 
manufacturing experience with foreign automotive reporte: 
manufacturer or assembler with at least 3 years = $1 
managerial or administrative experience with au- areas 
tomotive manufacturer; (4) not over 50 years:of earlier. 
age. BI 
: ‘ 
Remuneration offers 5 figures. Detailed reply Black 
should contain sufficient information for us to son, M 
determine whether an interview would be mutually — 
advantageous. All replies will be held in strict electric 
confidence. Our personnel are aware of this ad. survey 
Send replies to Box No. AN-5, Automotive News, oo, 
Detroit 26. sident, 
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A lot of your customers will tow BOAT and UTILITY trailers this 
year. You can make this your business—at a profit! Custom built 
hitches for any make and model car can be shipped to you within 
24 hrs. of receipt of your order—keeps your inventory low! Draw- 
Tite Hitches are complete, ready to install—one-piece, sturdy con- 
struction — cadmium or chrome plated —“Only the Ball Shows”! 
S CLIP AND ATTACH TO YOUR LETTERHEAD 





Cam Tension COUPLER 


With Safety-Lock Pin! 
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On the Financial Front 





For the fifth time, the annual 
report of Goodyear Tire & Rubber 
Co, has been judged the best in its 
industry in a competition sponsored 

Financial World magazine. 

Goodyear will receive a bronze 

“Oscar of Industry” award. Some 

annual reports were entered 
in this year’s competition. About 
1,200 qualified for final screening 
and these were judged in 100 in- 
dustrial classifications for the tro- 


_ * * * 
General Contract Sees 


Peak Earnings in 1956 

General Contract Corp., St. Louis, 
is expected to earn more than $3.5 
million in 1956, the highest net 
earnings in its history, Arthur Blu- 
meyer, president, told the New 
York Society of Security Analysts. 

He added that inclusion of esti- 
mated increase in equity in un- 
earned premiums of subsidiary in- 
surance companies would raise the 
company’s 1956 earnings in excess 
of $4 million, another alltime peak, 

= * > 


Waukesha Motor 


Waukesha Motor Co., Waukesha, 
Wis., fiscal year (ending July 31, 
1956) report, 1956 vs. 1955: Net prof- 
its, $2,910,994 and $1,506,516; sales, 
$37,236,411 and $28,094,139. 

* * 


American Enka 


American Enka Corp. Enka, 
N. C., 36-week report (ended Sept. 
9), 1956 vs. 1955: Net profit, $2,046,- 
138 and $5,188,193; sales, $42,240,044 
and $48,856,919. 

* 


Ford of England’s Profits 


Skid 43.2 Pct. in Half 


Ford Motor Co., Ltd., of England 
blamed higher material and labor 
costs without corresponding in- 
creases in selling prices for a 43.2 
percent drop in half-year earnings. 

Net profit for the first half was 
reported at $9,576,000, compared 
with $16,356,000 in the 1955 period. 
Sales in the first half declined to 
$217,840,000 from $218,120,000 a year 
earlier. 

* : s 


Black & Decker Wins 


Black & Decker Mfg. Co., Tow- 
son, Md. has been judged the 
company with the best annual 
financial report in the portable 
electric tool industry in the annual 
survey of Financial World. The 
bronze “Oscar of Industry” will be 
presented to Robert D. Black, pre- 
sident, Oct. 29, 1956. 

¥ = * 
Resistoflex 


Resistoflex Corp., Roseland, N. J., 
annual report (ending June 30, 
1956), 1956 vs. 1955: Net profits, 
$279,101 and $122,972; net sales, $5,- 
687,465 and $3,523,535. 

* * 


* 
Fuller Mfg. 

Fuller Mfg. Co., nine months, 1956 
vs. 1955: Sales, $27,889,665 and $19,- 
772,583; net profit, $2,273,609 and 
$1,434,137. 

~” * * 
General Contract 


General Contract Corp., net earn- 

for nine months ended Sept. 

30, 1956 vs. 1954: $2,913,136 and 
$2,609,153. 


* + * 
Elastic Stop Nut 
Elastic Stop Nut Corp. of Amer- 
iea reported for the nine months 





Divco Expands 


é ” o 
Dividend Series’ 
DETROIT.—Divco has introduced 

two new forward-control delivery 

trucks of 16,500 GVW rating in the 

Dividend Series.” 

Model 41 has a 12-foot body on a 
130-inch wheelbase and Model 51 
has a 10-foot body on a 117%-inch 
wheelbase. The new trucks will be 
companions to the currently pro- 
duced Model 42 and Model 52. 

th new models are powered by 

Divco’s six-cylinder engine and 
ve a walk-in-type chassis. All 

structural members, the floor and 





members below floor level are con-| 


structed of high-tensile steel. Op- 
tional are such items as flat floor, 
insulated and _ refrigeration 
tems, bulkhead doors, curbside 
‘oors, wide-opening rear doors and 
other accessories. 


Sys-| 


ended Aug. 31 a profit of $1,220,551, | 

against $1,101,756 for the same 

1954-55 period. Net sales for the 

1956 period were $17,171,130, com- 

pared with $14,941,443 for the cor-| 

responding nine months of 1955. | 
* aa * 


Sales, Earnings Up 3 Pct. 


For Associated Spring 


Net sales for the first three quar-| 
ters of Associated Spring Corp. | 
amounted to $39,077,351, up 3.1 per-| 
cent from the 1955 figure of $38,- 
585,846. 

Net earnings in 1956 were $2,- 
341,599, a gain of 3 percent over! 
1955's figure of $2,264,884. 

+ +” * 


Sales Off, but Profits Rise 


At Federal-Mogul-Bower 


Net sales of Federal-Mogul-Bower 
Bearings, Inc. for the first nine 
months of 1956 were $74,404,165, as 
compared with $78,189,852 in the 
corresponding period of 1955. Net 
earnings in the first nine months 
of this year totalled $6,660,303. In 





the corresponding period of 19565, 
net earnings were $6,375,579. 
National Motor Bearing Co., Inc. 
of California was merged with 
Federal-Mogul-Bower on July 27. 

* * * 


Eaton Increases Sales, 


Suffers Profit Decline 


Sales of Eaton Mfg. Co. for the 
first nine months of 1956 amounted 
to $167,278,446, an increase of 5.3 


| percent over the total of $158,904,807 
|for the corresponding months of 


1955. 

Net income for the nine months 
totalled $9,026,026, as compared with 
$9,270,992 in the first nine months 
last year. 

* > + 


General Tire Sales Up, 


But Income Declines 


General Tire & Rubber Co. has 
been running ahead of last year in 
sales but trailing in earnings. 


Net sales of the company, ex- 


| clusive of RKO Teleradio Pictures, 


Inc., for the nine months ended 
Aug. 31, were $278,192,007, compared 
with $209,808,056 for the same 





-~ 


Dealer With A Special Hobby— 


Dave Garroway, left, of TV and radio, interviews Nicholas Pellegrino, president, 


period a year ago. Estimated in-| Nicholas Pellegrino Motors (DeSoto-Plymouth), Lynbrook, N. Y., whose hobby is memor- 


come for the nine months was $6,- 
059,025, compared with $6,874,268 for 
the same period a year ago. 





izing and calculating days, dates and complete calendars for the past, present and 
future. Known as the “Human Calendar,” Pellegrino can name the correct day of 
the week given any day of the month for a period of 300 years. 
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Are you partial to parents? 


Most advertisers are—because parents are multiple 
purchasers, for years on end. If you do business in New York, 
you'll be pleased to know that parents are partial to The News 
... which has some 2,370,000 readers in households with 
children under 15 years... far more than any other New York 
City newspaper. The News also has more families with more 
children, over-$10,000 incornes, college alumni, home owners, 


buyers of new cars, and everything else. 


If you’d like to know who’s who in the Customer Register 
...Save wondering, worry, time, advertising money and lost 


sales... by all means look over the Profile—the most 


Readers in households 
with children 


News........2,370,000 
. - « 980,000 
Journal American . . . 690,000 
PENS cc ce sca + 0 See 
World Telegram & Sun 470,000 
Dt d 6e0 ss ees o 0 


Herald Tribune .. . . 300,000 


Source: “‘Profile of the Millions’’ 
Copyright 1955 by News Syndicate Co., Inc. 


Mirror 


e622 6 6 8 


comprehensive and authoritative study of newspaper readers 


ever available. It’s based on 10,345 personal interviews in 


New York City and suburbs, made by W. R. Simmons & 
Associates Research, Inc. ... cost us more than $150,000, and 


may save as much for you. Ask your advertising agency, or any 


New York News office, to show you— 


“Profile of the Millions” 


THE i NEWS, New York’s Picture Newspaper... with more than 


twice the circulation, daily and Sunday, of any other newspaper in America... 
220 East 42nd St., New York City... Tribune Tower, Chicago... 
155 Montgomery St., San Francisco. ..3460 Wilshire Blvd., Los Angeles 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Denver 

New-car registrations in Denver 
plunged to 1,240 during September, 
compared with 2,635 in the same 
month of last year. 

New-truck registrations 
amounted to 146, compared with 
373 in the 1955 month. 

In the first nine months, regis- 
trations totalled 14,367 new cars 
and 1,902 new trucks, compared 
with 16,939 new cars and 2,244 new 
trucks in the 1955 period. 

New-car sales by make in Sep- 
tember were: Chevrolet, 352; 
Ford, 213; Oldsmobile, 118; 
Plymouth, 106; Buick, 81; Mer- 
cury, 72; Pontiac, 66; Dodge, 52; 
Chrysler, 30; Nash, 30; Cadillac, 
21; Hudson, 18; Lincoln, 18; De- 
Soto, 17; Checker, 17; Stude- 
baker, 10; Volkswagen, 6; Pack- 
ard, 4; Willys, 3; Porsche, 2; 









It’s new. . 





. it’s terrific... 
it's proven that sales jump 
when you get Kar-Rugs out 
from under the counter. . . 
roll them right to your best 
selling spot! Attractive color- 
ful boxes tell the story .. . 
sell themselves when ex- 
posed in a busy traffic spot. 
And ... the display can be 
yours WITHOUT CHARGE. 
Get this extra salesman 
working for you ... now! 


ASK YOUR 
JOBBER 


HURRY! 


THE WOOSTER RUBBER CO. 


Automotive Division, Wooster, Ohio 


Austin-Healey, 1; Lloyd, 1; MG, 
1, and Triumph, 1. 

Truck sales were: Chevrolet, 46; 
Ford, 37; GMC, 16; International, 
16; Willys, 8; Diamond T, 7; Mack, 
2; White, 2; Peterbilt, 1, and miscel- 
laneous, 9.—(Ira R. Alexander.) 

* * * 


Cincinnati 

Automotive sales in Hamilton 

County (Cincinnati), O., during the 
week ended Oct. 18 totalled 1,539 
units, 4 percent less than the sale 
of 1,628 vehicles in the previous 
week. In comparison with the like 
week of 1955, a decrease of 650 
units was noted. 

A total of 555 new cars and 65 
new trucks changed hands, com- 
pared with 668 new cars and 35 
new trucks in the previous week. 

A total of 879 used cars and 40 
used trucks were sold, compared 








with the sale of 886 used cars and 
39 used trucks a week earlier. 

Repossessions during the week 
totalled 55 units, or three less than 
the previous week.—(Frank Kap- 
pel.) 


* * * 


St. Louis 

Registrations of new cars in St. 
Louis and adjacent St. Louis 
County has improved somewhat 
from the low spot of midsummer. 

The first week in October showed 
approximately 1,500 registrations of 
new cars, compared with approxi- 
mately 1,100 for a corresponding 
week in July. However, totals are 
still considerably below the com- 
parative periods of last year. 

Dealers showing 1957 models 
report considerable interest on 
the part of new car buyers but 
little order taking. Buyers are 
inclined to delay actual pur- 
chases until the “Big Three” have 





Rubbermaid Kover-ALL_s for 





shown and priced their new 
models, 

Downpayments and terms seem 
to be under better control and no 
concern in this direction is ex- 
pressed. The average dealer seems 
to have a feeling that banks and 
finance agencies are perhaps more 
conservative than was the case a 
year ago. 

There is reported increased ac- 
tivity on the part of the Teamsters’ 
Union to organize automobile sales- 
men, though little, if any, progress 
is definite at this time. 

Shop business is reported fair 
with dealers suffering loss of vol- 
ume to “alley” shops. Metal and 
paint departments are affected 
more by this competition than the 
mechanical repair departments. In- 
dependent shop competition seems 
to be on the increase—(Sam X. 
Hurst.) 


* * * 


Providence 


New-car registrations in Provi- 


i, 

Oldsmobile, 89; Buick, 74; Plym. 
outh, 64; Pontiac, 33; Mercury, 
32; Dodge, 27; Cadillac, 21; Nash, 
16; DeSoto, 13; Chrysler, 19, 
Studebaker, 12; Hudson, 10; Lin. 
coln, 7; Packard, 5; Rambler, 1; 
Willys, 1, and miscellaneous, 1, 
Truck registrations were: Ford, 
46; International, 24; Chevrolet, 23. 
GMC, 12; Dodge, 4; Mack, 4; 
Diamond T, 3; Reo, 3; Willys, 2: 
Autocar, 1; Divco, 1; White, 1, ang 
miscellaneous, 3.—(Ruth M. Eddy.) 


* * * 


Pittsburgh 


New-car registrations showed 
larger - than-seasonal gain in the 
Pittsburgh area in the week endeg 
Oct. 20, according to the Bureau of 
Business Research of the Univer. 
sity of Pittsburgh. 

The bureau’s seasonally adjusteq 
index of general business activity 
stood at 199.8 percent of the 1935-39 


dence totalled 781 in September, a| #verage. It had been 202.3 a month 


decline of 19 percent from the 965 
counted a month earlier. 

New-truck registrations were 127, 
a drop of 6 percent from the 135 


| recorded in August. 


By make, new-car registrations 
were: Chevrolet, 181; Ford, 171; 





Stylemaster KAR -RUGS. 


are ‘‘hotter-than-ever’’... with this 


WOOSTER WHEELER 


on-the-spot display 


Stylemaster KAR-RUGS for front floors 





The hottest item in ac- 
cessories today! . . . 
Engineered tailored look 
with all the easy clean 
, features. Fits and stays 
in place in all cars. 9 
clear, rich colors in best 
quality rubber. 


SET No. 8465 Retail $6.95 


ia Now — matching beauty 


and utility for rear floors. 
Full protection, extends 
under front seat. Beauti- 
ful colors and quality to 
match front Stylemasters. 


SET No. 8461 Retail $6.95 


rear floors 





Highest quality contour 
mat for one-piece cover- 
age. Exclusive diamond 
design, rib border that 
may be trimmed to fit all 
cars. Engineered to hug 
floor and stay in place. 
6 colors. 


No. 1450 Retail $4.98 


earlier. 

Steel-mill operations continued at 
approximately 100 percent of cg. 
pacity.—(Leon M. Leffingwell.) 


* * * 


Baltimore 
A total of 1,828 new cars were 
registered in Baltimore during Sep. 
tember, a decline of 31 percent from 
the August total of 2,666. 

By makes, registrations were; 
Chevrolet, 498; Ford, 301; Plym- 
outh, 212; Buick, 188; Oldsmobile, 
169; Pontiac, 99; Dodge, 80; Mer- 
cury, 72; Chrysler, 60; Cadillac, 
47; DeSoto, 30; Studebaker, 22; 
Nash, 14; Packard, 14; Lincoln, 7; 
Hudson, 2, and miscellaneous, 13. 

September truck registrations 
amounted to 209, virtually un- 
changed from the previous month's 
count of 210. 


Truck registrations by makes 
were: Chevrolet, 65; Ford, 61; In- 
ternational, 36; Dodge, 22; GMC, 10; 
White, 4; Willys, 3; Mack, 2; Reo, 
2; Brockway, 1; Studebaker, 1, and 
miscellaneous, 2.-- (Kate Savage.) 

. > > 


Cleveland 


A sharp increase in automotive 
sales, reflecting the new-car push, 
was reported in the Cleveland area 
for the week ended Oct. 20. 


New-car sales amounted to 1- 
434, the biggest total for any week 
recorded in October. Used-car 
transactions amounted to 1,38 
for the best week in a month 
and a half. 


Sales of 100 new and 68 used 
trucks also reflected strength— 
(Sanford Markey.) 


= a * 


Dallas 


Franchised dealers in Dallas 
delivered 2,650 new cars and 419 
new trucks during September, with 
Chevrolet grabbing the lion’s share 
of both markets. 


In new cars, Chevrolet led Ford, 
926 to 556. In truck registrations 
the count was 173 for Chevrolet and 
113 for Ford. 


Other new-car registrations 
were: Buick, 227; Oldsmobile, 214; 
Pontiac, 154; Piymouth, 149; Cad- 
illac, 92; Mercury, 78; Dodge, 66; 
DeSoto, 41; Chrysler, 39; Nash, 
23; Studebaker, 20; Volkswagen, 
15; Lincoln, 12; Hudson, 7; Pack- 
ard, 7; MG, 6; Renault, 4; Alfa- 
Romeo, 2; Austin, 2; Jaguar, 2; 
Porsche, 2; Triumph, 2; Anglia, 
1; Mercedes, 1; Prefect, 1, and 
Willys, 1. 

Truck registrations, aside from 
the two leaders, were: International, 
59; White, 22; GMC, 18; Dodge, 13; 
Mack, 11; Studebaker, 2; Willys, 2: 
Autocar, 1; Diamond T, 1; Ker 
worth, 1, and miscellaneous, 3. — 
(Ruby Fenoglio.) 


* * * 


Canada 


Canadian dealers sold a record 
number of 34,088 new cars 
August, compared with 33,450 4 
year ago, an increase of 1.9 per 
cent, according to a Government 
source. 


New-car sales in the first eight 
months of 1956 totalled 305,205, 
compared with 288,485 in the 1955 
period. 

Sales of commercial vehicles 
dipped to 8,187 in August, com 
pared with 8,595 in the 1955 month. 
For the eight months, however, the 
1956 total is 63,689, compared 
54,173 in 1955.—(M. L. Schwartz.) 


















AGAIN THIS YEAR 
THE COUNT SHOWS: 





The Auto Industry 


ounts On The Post! 


PASSENGER-CAR ADVERTISING ° JAN.-SEPT., 1956 
(PUBLISHERS INFORMATION BUREAU - CLASSIFICATION T-110) 
RANKING MAGAZINE PAGES 


The Saturday Evening Post 234 | 
157 


[Newsweek | 124 
i eee 


The 9-month figures are in—and, as you can see, the Post is 
on top again! And of special significance is the fact that new- 
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car manufacturers are increasing their Post advertising in this 
year of peak competition! 

This overwhelming vote of confidence for the Post is no 
accident. Year after year, it reaches the best prospects for 
new cars. It exerts an influence on the American public’s 
living and buying habits that no other magazine can match. 
As a result, the industry counts on the Post to do the major 
job of urging America to visit the showroom. 


Phe Saturday Evening 


POST 





—gets to the heart of America 
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THE CHRONICLE 
LEADS IN: 


{ 
19 SF 24 Biincanon 
a 


19 SF 22 eitsSticanons 


ONE PAPER 


COMPLETELY 
DOMINATES IN 


| Presiden 


J ah vertising © 0 al ZIBBONS Gerere 





FOR DIESEL 
AND GASOLINE 


ENGINES 





KIM Hotstart keeps engines warm at night. 
Ic is a lightweight pre-heater that is plugged 
into the electric circuit. KIM draws off cold 
water from the engine, heats and circulates 
it through the engine. KIM’s use ends 
cold starts, and cuts winter repair bills. 
Thousands in use. 
4 MODELS 
EASY TO 
INSTALL 


KIM HOTSTART MANUFACTURING COMPANY 
West 917 Broadway, Spokane 1, Washington 


SEE YOUR AUTOMOTIVE SUPPLIER OR 
WRITE FOR LITERATURE. 


Your Name is Imp ontant 


DISPLAY IT WELL WITH: DOUGLAS EMBLEMS 


The Douglas Company 


New Body and Frame for ’ 


Buick H. P. Hits 300; 
Hardtop Wagons Bow 


What's New: 

Hardtop station wagons .. . 
new body and frame .. . larger 
engine ... 300 horsepower... 
ball-joint suspension ... up to 3.4 
inches lower ... larger wind- 
shields .. three-piece rear win- 
dow ... center-fill gas tank .. . 


OB? oo. 





models, and a padded upper roll is 
standard on Centurys and Supers. 


+ + * 


_— glove compartment has been 

enlarged to a width of 18 inches, 
and the radio speaker grille now is 
located in the top center of the 
panel. For the first time, the Dyna- 
flow quadrant has been placed on 


» OA, alll 


TOOL) ae: 





redesigned instrument panel . . . | the instrument panel. 
“Safety Minder” on speedometer. A novel option is a “Safety 
. 6 .¢ Minder” which is attached to the 
7 speedometer. It may be set at any 
oe station wagons, larger) a ocired speed, and it buzzes when 
and more powerful engines and| that speed is reached. The buzzing 


a new body and frame are high-| continues until speed is reduced. 


lights of the 1957 Buick which Gen- * ¢ 
eral Manager Edward T. Ragsdale 
says has “more styling and engi- 
neering improvements than any 
Buick in history.” 

Dealers will display the new 

models Friday (Nov. 9). 

The new wagons are called Cabal- 
leros and are offered in the Special 
and Century series. They are four- 
door models and the only mid-car 
pillar is a sloping column which 
fades out of the roof molding to 
meet the body at the rear door 


handle. 
= & o 


UICK’S 17 models include only 
aes standard sedans, both in Roof Moldings Featured— 


the lowest-priced series. The Spe- 






Inside the "57 Buick— 


Buick’s new instrument panel features 
twin horizontal rolls at top and bottom, 
Both are padded on Roadmaster models, 
and a padded upper roll is standard on 
Supers and Centurys. The glove compar. 
ment has been enlarged, and the Dyna. 
flow quadrant is on the instrument panel 
for the first time. 


Buick’s new Century Caballero station wagon has been enhanced by chrome roof 


cial also offers a standard station moldings which extend from the back window to approximately three-quarters the 


wagon, and there are two-door and length of the roof. 


four-door hardtops and a converti- 
ble in each line—Special, Century, 
Super and Roadmaster. 


On Roadmaster hardtops, addi- 
tional trim molding on the rear 
windows and the roof is optional. 

A new frame has enabled 
Buick to lower its cars up to 3.4 
inches. Side rails were spread and 
the body nestles between them. 
Balli-joint suspension is used for 
the first time, and brake dip has 
been reduced by means of an 
“antidive” device. 


Grilles have been restyled, bump- 
ers are more massive and all mod- 
els have larger windshields and 
new side molding treatment, Rear 
pillars of Roadmasters and Supers 
are wider and slope forward. Hood- 


Caballero Comes Calling— 





Buick offers three station wagons this year, and two of them are new hardiop 


lines were lowered and fender lines| “Caballeros.” The center post has been removed and the only mid-car roof support is 
a sloping pillar that fades out of the roof molding. The Caballero is available in the 
Century and Special series, and the Special also lists a conventional wagon. 


were raised. 
. > = 

Gras and Centurys feature 

three-piece back windows on 
which twin chrome moldings ex- 
tend from the trunk over the roof 
to the windshield. This items is 
optional at no extra cost on the 
Roadmaster. 


All four series have 364-cubic- 
inch engines. Horsepower in the 
three top lines is 300 and compres- 
sion ratio is 10 to 1. Special horse- 
power is 250 and compression is 
9.5 to 1. 

The Special developed 220 
horsepower last year, while the 
other lines were rated at 255. 

Displacement has been advanced 
from 322 cubic inches in 1956. Buick 
said this was done in part by 
lengthening the stroke from 3.2 to 
3.4 inches and increasing the bore 
from four to 4.125 inches. 

Automatic transmission is stand- 
ard on Roadmaster, Super and Cen- 
tury models, and power steering is| vertical 


Bumper Bombs— 


Supers. 
> &° © are set into the bumper. 
[= gasoline filler cap on all). 
models is located in the center 
of the car and is reached through 
an opening in the top of the rear 
bumper. 

Buick has developed 11 new col- 
ors in shades of green, blue, red, 
white and gray. Fifteen exterior 
colors are offered, and all are avail- 
able in solid or two-tone combina- 
tions. 

Interiors are of cordaveen and 
nylon, and a broadcloth and nylon 
combination is offered in the 
Roadmaster. This series features 
deep-pile carpeting with foam- 
rubber backing. 


6 E ; M ie 


Buick's new grille is made up of slim 
bors centered with a winged 
standard on Roadmasters and| medallion designating the model year. 5 
Flanking the grille are “bombs” which Chrome moldings grace the trunk 





3-Piece Rear Window— 


Three-piece rear windows are among 
Buick’s new styling features for 1957. 
lid and 


continue over the roof to the windshield. 





The redesigned instrument panel] » 
has twin horizontal rolls at top and| 27 Roadmaster Convertible— 


bottom. The upper panel may. be 
rolis are padded on Roadmaster] nestle between the side rails. 


The Roadmaster convertible accentuates Buick's long, low lines for 1957. The lower 
removed for easier service. Both| silhovette was made possible by changing the frame design to permit the body 10 
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Education Placed High on List... 
‘Salesmen Need These Qualities’ 


SAN ANTONIO. — (UTPS) — A 
essful salesman should be edu- 
cated, well-read, curious, observant, 
energetic, friendly, helpful and 
jdealistic, according to C, E. Huff- 
n, general manager of O. R. 
Mitchell Motors. 

“The first requirement of an 
automobile or truck salesman to- 
day is that he must have a good 
education,” Huffington said. 

“It is not merely that he must 
meet all sorts of people and talk 
to them at their level — not neces- 
sarily his own — but that he must 
know enough about their business 
to talk with them intelligently and 
make profitable suggestions.” 

He said that a high school educa- 
tion is a must and that a college 
education would not be wasted, con- 
sidering the type of executives who 
buy cars and truck fleets for their 
firms. 

“An automobile salesman must 
read,” Huffington continued. “It 
isn’t enough that he reads the 
sales literature sent down by the 
factory and views an educational 
film or two. These tell him only 
about his own business. 

“To this end, he should be a man 
who subscribes to and reads such 
magazines as Newsweek, Nation’s 
Business, Life and other magazines 
of business and general interest. 
The more he knows about the other 
fellow’s business, the better able he 
will be to sell him.” 

He said that a salesman should be 
curious because the man who suc- 
ceeds is the man who wants to 
know why, especially if he adds to 
his knowledge by finding out some 
of the answers. 

Huffington asserted, “The sales- 
man should be a keen observer. 
It is the man who notes how a 
customer’s business could be im- 
proved and tells him who wins 
the man’s confidence and makes 
the next sale. 

“It is the man who notes that 
a truck has come into the shop 
for the fourth time in as many 
weeks who sells a replacement. The 
man who observes nothing sells 
nothing.” 

Commenting that a salesman 
should be energetic, he noted that 
salesmen are again ringing door- 
bells in some parts of the country. 

He elaborated, “I do not mean 


Calendar 


(Continued from Page 12) 


General 


Nov. 8-9—National Fuels and Lubricants 
anne Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 9-i1—Automotive Warehouse Dis- 
tributors Assn., Inc., Membership Meet- 
ing and Conference, Palmer House, 
Chicago. 

Dec. 1i—i7th Anniversary Dinner, Auto- 
mobile Old Timers, Waldorf-Astoria 
Hotel, New York. 

dan. 7-11 — 36th Annual Meeting, Chair- 
man and Executive Committee, High- 
way Research Board, Sheraton-Park 
Hotel, Washington, D. C. 

dan. 14-18—Annual Meeting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan. 19-23—Sixteenth Annual Convention, 
Truck-Trailer Manufacturers Assn., Hotel 
Del Coronado, Coronado, Calif. 

dan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 

March 6-8—Annual Spring Technical Meet- 


ing, Pressed Metal Institute, Hotel 
Carter, Cleveland. 

March 11-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers' Assn., Windsor Hotel, 


Montreal. 

March 13-14—National Automotive Serv- 
ice Show, Show Mart Bldg., Montreal. 

May 9-12 — Midwest Automotive Trade 
Show, Kiel Auditorium, St. Louis. 

As. 4-7—Southwest Automotive Show, 
allas. 


Letterbox 


(Continued from Page 12) 
Looking back, I rather congratu- 
late myself on not doing something 
Much more serious than that. 

I will wind up on a somewhat 
humorous note. As my lawyer and I 
were talking over the case, he said 
to me: “Freddy, on reading through 
Harry Ferguson's letters to you, he 
Seemed to be of the opinion that 
80 long as Jesus was in Heaven 
and you were on earth, he was 
O0.K.” 

I hope this will help to straighten 
your record.—_F. W. Dixon, Ardver- 
ness, Wray Common Road, Reigate, 
Surrey, England. 


energy must necessarily be carried 
that far — although it may come 
to that. But I do mean the sales- 
man who spends his outside time 
in a coffee shop and then dozing 
te desk will never be success- 
ful.” 


Huffington said the sixth 
quality a salesman should have 
is friendliness — he must like 
people. 

“Back in the old days,” he said, 
“before we knew anything about 
introversion or extroversion, 
we sought the man with what we 
called a ‘selling personality. Now 
we take what we can get and try 
to develop them into extroverts. 

“Fortunately, most people are 
ambiverts — neither one nor the 
other and can be trained to 
develop their extrovert tendencies. 
And we know that even pro- 
nounced introverts — if they will 
take the trouble to join small com- 
munity organizations and work in 
them — can learn to like people 








and, in turn, be liked by others.” 

He said the salesman should 
want to please and be helpful. He 
said this doesn’t mean that the 
salesman should be eager to cut 
prices or give away part of his 
commission to make the sale, 

“But he should realize,” Huffing- 
ton continued, “he really has 
nothing to sell but the services his 
new car or truck can give. 

“Only when he has pleased his 
customer in this manner has he ful- 
filled his function as a salesman.” 

Finally, Huffington said, the 
salesman must believe in people 
and things, because selling is no 
job for a skeptic. 

“I find that most people try 
hard to live up to your good 
opinion. If you think all of your 
customers are scoundrels and out 
to get the best of you — well, 
you are going to have a hard 
time selling them. 

“But if you believe they are 
honest — and you are really trying 
to do them an honest service — 


you will be surprised at how much 
more cooperative they will be and 
how much better off you will be 
at the end of the deal. Have con- 
fidence in people, and they in turn 
will have confidence in you.” 

Huffington said that he seldom 
finds all these qualities in one man, 
but that if he finds six of the eight 
attributes in a man, he'll take a 
chance on instilling the others. 

“Give me a man who is well 
educated and who is a reading 
man and, if he is any sort of a 
mixer at all, his intelligence will 
lead him to cultivate the other 
attributes that are essential to his 

success as a salesman. 

“Selling is no longer based upon 
personality, but upon knowledge — 
knowledge of your business and 
that of the customers’.” 

“The old attention-interest-desire- 
closing formula that has served the 
salesman so well in the past now 
requires re-examination. The 
formula has been expanded and 
developed to meet modern needs.” 

Huffington concluded by saying 
that the modern formula consists 
of these elements: 

1. Discover the need. 

2. Review the need. 

3. Meet the need. 


Rum Go! 


British Design Expert 
Sneers at Cars 


MONTREAL. — The trouble with 
today’s new cars is that they are 
designed to look as if they were 
going 90 miles an hour when they’re 
really bogged down and doing only 
10, a British expert on industrial 
designing said here. 

According to Sir Gordon Russell, 
director of the Council of Indus- 
trial Design in Great Britain, to- 
day’s automobiles function eff- 
ciently enough, but the weli-«e- 
signed car is still something oi i::2 
future. Sir Gordon did not elab- 
orate on what tomorrow’s car 
should look like. 

About today’s cars, however, he 
had this to say: The tendency in 
North America, he said, is to change 
the design too often. But Sir Gor- 
don, a tall man, had his peeves 
about having to bend almost in 
half to get in the small models 
popular in his country. 

He described good design as a 
combination of sound engineering 
and esthetic qualities. 





























1708 LAFAYETTE AVENUE 
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(G.V.W. 40,000 Ibs.) 


Model 19-51 EXB—mounts on 
1Y%-2Y2 Ton chassis. Capacity: 
Up to 19,500 Ibs. G.V.W. Exten- 


Ashton. 


aamerice’s fimest 
power wrecker 
equipment 


Ashton Wreckers represent more than 
40 years of specialized wrecker 
engineering, design and manufacture. 


All Ashton Wreckers, (both 
conventional and extension boom 
models) combine high working 
efficiency with remarkable safety 
and ease of operation. Specially- 
trained operators not necessary. 


Ashton Wreckers (7 models) are 
mounted on your choice of any truck 
chassis. Capacities from %-1 Ton 
(G.V.W. 6,900-9,500 Ibs.) to 5 Tons 


Write, wire, or phone for distributor nearest you 


National Sales Representatives 


COLLINS & ASSOCIATES 
Phone: Grandview 1-9999 
Box 22—4902 Heuwerth Ave.—Cincinnati 38, O. 






sion boom height—14 ft. 
ASHTON POWER WRECKER EQUIPMENT CO., INC. 


3-1996 @ 


OETROIT 16, 


MICHIGAN 
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FOR DECEMBER 3 





The big issue which spotlights the National 
Automobile Show. 


A 24-page special editorial section in full 
color, featuring all 1957 automobiles, 


Over 50 advertisers have already reserved 
space, many of them in full color. 


CLOSES 
NOV. 20 


CALL US 
FOR 
DETAILS 





Penobscot Bidg., 
Detroit 26, Mich. 








"Attention Chevrolet Dealers" 


“HOOK ON” 


The only license plate holder that fits front 
and rear bumper of 1957 Chevrolet 


ONE SECOND 
ONE HAND 


Fits all Ford, Plymouth and Chevrolet bumpers 
including 1957 models. 


Mail orders promptly filled. 
$1.50 per Pair of License Plate Holders 
NICHOLS & SON, 2695 State St., Hamden, Conn. 
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Supercharger on Sports Line... 





Studebaker Hawks 
Set to Begin Display 


What's New: 
Supercharger on Golden Hawk 
. . . two Silver Hawks debut... 
nonslip differential . . . canted 
tail fins . . . improved steering 
. safety rear-view mirror... 


- 


recessed steering wheel ... di- 
rectional signals standard. 
+ * * 
TUDEBAKER’S Hawks, the 


company’s popular five-passen- 
ger sports cars, will appear in 
showrooms across the nation Thurs- 
day (Nov. 8). 

Three models are offered in the 
1957 line—the sleek Golden Hawk 
hardtop and two new Silver Hawk 
coupes. 

Studebaker introduced its Hawk 
series in 1956 and was well 
pleased with the success of the 
new line. Demand exceeded the 
company’s predictions, and Hawk 
production has been scheduled 
initially for 25 percent of 1957 
output. 

The company also has been grati- 
fied by the Hawk’s acceptance as a 
family car. Harold E. Churchill, 
Studebaker-Packard president, 
noted that a survey of Hawk buy- 
ers disclosed that the average 
owner is 39 years old, married, has 
two children and owns just one car. 

. > = 

TUDEBAKER’S 1957 Golden 

Hawk will be the only Ameri- 
can production car with a super- 
charger. Called the Jet Stream su- 
percharger, it is not much longer 
than an automobile generator and 
weighs 24 pounds. 

The company says it gives the 
Golden Hawk the power of a 40 
percent larger engine—in any 
gear and at any speed. 

The supercharged Golden Hawk 
engine develops 275 horsepower. 
Piston displacement is 289 cubic 
inches and compression ratio is 7.8 
to 1. 

It is said to provide greater ac- 
celeration for safer passing. In 
tests at Studebaker’s proving 


Chevrolet Plans 


20th Soap Box 
Derby in August 
DETROIT.—Chevrolet announced 
last week that the 1957 All- 
American Soap Box Derby will be 
held Sunday, Aug. 18, at Akron. It 


will be the 20th anniversary for the 
event. 


Plans for a national promotional 
campaign based on the 20th anni- 
versary theme were outlined by W. 
G. Power, executive director of the 
Derby, and Bruce Overbey, gen- 
eral manager. Power is advertising 
manager and Overbey assistant ad- 
vertising manager of Chevrolet. 


The Derby rules committee, made 
up of the National Newspaper Con- 
trol Committee and the National 
Contest Board, placed special em- 
phasis on wheel requirements for 
Derby cars. 


Use of solutions, refrigerants and 
any type of heating agents are for- 
bidden, the committee ruled. Use 
of any such materials will disqual- 
ify the wheel and a new one will 
be installed. Carbon tetrachloride 
and lubricating oil may be used on 
bearings but not on the rest of the 
wheel or tire. 


In other action, the committee 
approved the following rule 
changes: 


The Derby will be open only to 
boys who will be 11 to 15 (inclusive) 
years of age as of Aug. 1, 1957. 
Proof of age may be required. 

Official wheels from which bear- 
ings have been removed for any 
purpose will be disqualified. Hinges 
in the brake mechanism must be 
attached with bolts and not with 
wood screws. Any car disqualified 
from an authorized Soap Box Der- 
by may not be entered in another 
authorized Soap Box Derby. Un- 
breakable goggles or unbreakable 
safety visors may be worn by 
drivers but all other types are 
barred. 


| ground, a Golden Hawk equipped 
with automatic transmission accel- 
erated from 30 to 60 miles an hour 
in five seconds and from a stand- 
ing start to 60 in nine seconds. 
* * ca 

_ supercharger looks and 

works much like an ordinary 
fan, except that it is driven by a 
V-belt rather than an electric mo- 
tor. Its heart is an enclosed fan, 


called the impeller, which drives 
the combustible mixture into the 
engine. 


The speed of the impeller is con- 
trolled by a _ self-shifting mecha- 
nism, During average driving, the 
supercharger automatically shifts 
into idling speed and takes over 
again when quick acceleration is 
required. 

The Silver Hawk coupes consist 
of a V-8 which is rated at 210 
horsepower (225 with power kit) 
and a six-cylinder model which de- 
velops 101 horsepower. 

The Hawks’ radiator-type grille 
is an integral part of the hood, and 
parking and directional signal 
lights are mounted atop the head- 





bee 


Silver Hawk for 1957— 


The Silver Hawk V-8 is 71 inches wide 


57 Shadicbeber Line Sows 


— 


lights. Directional signals arp 
standard on all models. 
* * * 

oo side moldings have been re. 

styled to allow new two-tone 
paint combinations, and all models 
have outward-slanting tail fing, 
The secondary color in two-tone 
Golden Hawks is used only on the 
fins. The side molding on Silver 
Hawks divides the colors. 

Golden Hawk buyers may 
choose from 38 solid and two. 
tone combinations with matching 
interiors in vinyls and cloth. An. 
other Golden Hawk styling fea. 
ture is a fiber glass overlay which 
extends the length of the hood to 
allow for the supercharger. 

All models have recessed steering 
wheels and new double-socket rear. 
view mirrors which are hinged to 
swing out of the line of force when 
struck. 

Overdrive transmission is stand. 
ard on the Golden Hawk and 
Flightomatic is optional. These two 
transmissions are optional on Sjl. 
ver Hawks. 

+ + * 

TEERING has been improved, 

and response is said to be 2 
percent faster. Another new feature 
is the nonslip differential which 
will be available on the two V-8 
models. On muddy or slippery sur- 
faces, it transmits the major driv- 
ing power to the rear wheel having 
the most traction. 

The Hawks are built on a 1205- 
inch wheelbase. They are 204 inches 
long, 565 inches high and 713 
inches wide. 


and less than 57 inches high. Horsepower 


is 210 and may be raised to 225 with four-barrel carburetion. An optional feature 
on this model and on the Golden Hawk is a nonslip differential which transmits the 
major driving force to the rear wheel with the most traction in mud or on slippery 
surfaces. 





Fins for "57— 

Outward-slanting tail fins are features 
of Studebaker’s 1957 Hawks. The new 
rear fenders are larger and have identi- 
cally fashioned tail lights and backup 


lights mounted vertically. 
es + 





Hawk Supercharger— 


The Golden Hawk supercharger is a 
five-pound boost, full-pressure system 
which is said to deliver 30 percent more 
fuel and air mixture into the combustion 
chamber. It is driven through a variable- 
rate pulley which produces maximum 
power during acceleration while permitting 
normal fuel economy at cruising speeds. 


eo _ 


\Canada Ponders 
‘Curb on Terms 


Of Auto Credit 


| OTTAWA. — Anti-inflationary 
|moves, under discussion here, 
would not—officials feel—cut the 
volume of new and used-car sales 
in view of Canada’s present pros- 
perous conditions. 

This seems to be the general view 
despite rumors which followed 8 
closed meeting between government 
officials and representatives of sales 
finance firms. 

“If dealers could get larger down- 
payments and arrange shorter 
terms of credit, there would be no 
interference with the sales trend,” 
said one observer. 

“Dealers could expand their sales, 
but not their credit,” said another. 

Competition between dealers and 
sales finance companies has caused 
lower downpayments and longer 
terms which the Government views 





as causing unhealthy credit condi- 
tions. It is thought that some anti- 
inflationary measures may be tri 
on a “voluntary” basis. 


New Credit Law 
Predicted in N. Y. 


BUFFALO. — A prediction that 
the 1957 Legislature will enact 
further legislation to protect credit 
buyers has been made here by 
attorney Alfred A. Buerger, a com- 
missioner on uniform state laws. 

Buerger said realistic legislation 
was needed to “prevent abuses 
without stifling production 
Buerger said time sales of con- 
sumer goods have become an in- 
tegral part of the economy. 

He noted that legislation now 
effective sets up regulations 
protecting buyers of autos costing 
up to $3,000. 
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we Igix New Franchises Awarded .. . 


14 Dealers Close in Chicago 
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. Ford, Hudson, Lincoln-Mercury, | 





CHICAGO. — There were eight| 
fewer new-car dealerships in Chi- 
cago and Cook County on Oct. 1) 
than there were July 1, according) 
to the Chicago Automobile Trade) 


Assn. 

During the third quarter, there 
were 14 cancellations or resigna- 
tions of new-car dealers, while 
six dealers were newly appointed. 
Of the 14 dealers that went out | 
of business, 11 were in Chicago 
and three were in the suburbs. The 
new appointments were evenly split 
_three in the city and three in| 
the environs. 
The new total, as of Oct. 1, was| 
436 dealerships, consisting of 273] 
in Chicago and 163 in the suburbs. | 

Three months earlier, there had} 
peen 444 dealerships. 

These dealerships provided a total | 

of 539 outlets on Oct. 1 (counting 
dual franchises), with 339 in the 
city and 200 in the suburbs, On 
July 1, outlets had totalled 548. 

Thus, with eight fewer dealer- 
ships, there were nine fewer out-| 
lets. 

The nine outlets wiped out dur- 
ing the quarter included three for 
Nash and one each for Chrysler, | 


| 





Pontiac and Studebaker. 


Total number of outlets Oct. 1| 
were divided as follows: Plymouth, 


Dearborn Motors 


Is Acquired by | 


Commercial Credit 


BIRMINGHAM, Mich. Dear- 
born Motors Credit Corp. here has 
been acquired by Commercial 
Credit Co. for a reported $65 mil-| 
lion, 

Dearborn Motors Credit is a} 
subsidiary of Aurora Corp., a firm| 
owned by top-level executives of| 
Ford Motor Co. 

At the time when Dearborn) 


94, with 63 in city and 31 in sub- 
urbs; Ford, 61, with 36 in city and 
25 in suburbs; Chevrolet, 51, with 
29 in city and 22 in suburbs; 
Lincoln-Mercury, 37, with 21 in city 
and 16 in suburbs; Buick, 35, with 
22 in city and 13 in suburbs, and 
Oldsmobile, 34, with 21 in city and 
13 in suburbs. 


DeSoto, 33, with 21 in city and 


12 in suburbs; Pontiac, 32, with 21 
in city and 11 in suburbs; Chrysler, 


31, with 21 in city and 10 in sub- 
urbs; Dodge, 29, with 20 in city 
and nine in suburbs; Studebaker, 
23, with 16 in city and seven in 
suburbs; Nash, 22, with 12 in city 
and 10 in suburbs; Packard, 18, 


with 12 in city and six in suburbs;| ; 


Hudson, 16, with 11 in city and 
five in suburbs; Cadillac, 14, with 
eight in city and six in suburbs, 
and Willys, 9, with five in city and 
four in suburbs. 





°56 Brand-Name Contest 


Auto Dealers Invited to Submit Qualifications 
For Retailer-of-Year Award 


NEW YORK. — Automobile; 
dealers who have done a notable 
year-round promotion of manufac- 
turers brands during 1956 are again 
invited to submit qualifications for | 


|the Brand Name retailer-of-t h e- 


year award, it has been announced 
by Henry E. Abt, president, Brand | 


| Names Foundation, 437 Fifth Ave., 
| New York. 


Abt said primary consideration 
was accomplishment of the firm, 
not money spent, Large and small 
retail firms have an equal oppor- 
tunity to win an award, he said. 

Oscar H. Braeger, president, King 
Braeger Chevrolet Co., Milwaukee, 
1955 first-place winner, will serve 
as a 1956 judge. A panel of 24 
judges, composed of 1955 winners, 


will select winners of the 1956 com-| - — : 
‘Hertz Wins Oregon Case 


petition. 

Abt said that, as in the past, five 
firms will be among the award) 
winners to be honored at the Brand 
Names Day 1957 Dinner, to be held | 
here May 3, 1957. In addition to 
the first place award, four certifi- 


| cates of distinction will be awarded 


in each of the competition's 24 
retailing categories, 

To qualify for awards, dealers 
briefly outline their brand promo- 
tional activities thus far in 1956, 


Motors Credit’s receivables are| together with a plan for the balance 
transferred to Commercial Credit,| of the year, on the standard entry 
the Birmingham firm’s name will| form supplied on request from the 
be changed momentarily to Trac-| foundation. There is no entry fee, | 


tor Finance, Inc. 

As soon as the transaction is 
completed, it will revert to the old 
name Dearborn Motors Credit 
Corp. and will function as subsidi-| 
ary of Commercial Credit, It will) 
continue to specialize in retail and 
wholesale financing of tractors and| 
farm equipment. | 

Dearborn Motors Credit was or-| 
ganized in 1950 as a subsidiary of 
Dearborn Motors Corp., which dis- 
tributed Ford tractors and which 
was owned by Ford executives. 

In 1953, Ford Motor Co. acquired 
all assets of Dearborn Motors, ex- 
cept for cash and Dearborn Motors 
Credit, ownership of which was 
maintained by the Ford executives 
through Aurora Corp. 

As of last March, approximately 
70 percent of Aurora Corp., parent 
firm of Dearborn Motors Credit, 
was owned by Ernest R. Breech, 
John S. Bugas, L. D. Crusoe, John 
R. Davis, William T. Gossett and| 
D. S. Harder. 


Truckers Top Off 


Testimony in 


Antitrust Suit 


PHILADELPHIA. Attorneys | 
for the plaintiffs in the largest civil 
Suit in the history of transporta- 
tion—a $370,000,000 treble damage 
action charging violations of the 
Sherman Antitrust Act—went into| 
U. S. District Court here last week | 
determined to wind up their pres-| 
entation by Nov. 9. 

Involved is a $250,000,000 suit | 
filed by the Pennsylvania Motor 
Truck Assn. and 30 individual 
trucking firms against the Eastern| 

uilroad Presidents Conference, 37 
railroads, their presidents and Car! | 
Byoir & Associates, New York pub- 
lic relations firm. 

The truckers charge that the| 
rails and Byoir conspired in a cam- 
Paign which included bribery of | 


and the dealer is not initially 
required to submit samples of these 
activities. 
Entries must be received by the 
foundation by Jan. 14, 1957. At 


BBB Probes Use 
Of Ford Warranty 
By U. C. Dealer 


CHICAGO.—The Better Business 
Bureau here has opened an inves- 
tigation of a nonfranchised auto 
dealer who allegedly gave a cus- 
tomer an “authorized Ford dealer's 
policy” with purchase of a 1956 
Ford. 

BBB, in a report, said Wonder 
Car City “is not a factory-author- 
ized Ford dealership, hence is not 
entitled to sell new Fords or to 
offer such a service policy.” 

The firm also was asked to prove 
it actually has sold 1955 and 1956 
Mercurys at $1,395, 1955 and ’56 
Plymouths for $955 and 1955 and 
56 Chevrolets at $1,095 as adver- 





| tised. 


Another complaint to BBB by a 
customer told of arranging terms 
of $97.90 per month for 30 months 
and finding, when the papers were 
sent, that the installments would 
be $103.33. 


‘Mack Earnings, 


Sales Surpass 55 


NEW YORK, — Third-quarter 
sales and earnings of Mack Trucks, 
Inc., bettered last year’s levels by 
substantial margins, according to 
P. O. Peterson, president. 

In the three months ended Sept. 
30, sales totalled $63,811,179, a gain 
of 24 percent over the correspond- 
ing 1956 period. Nine-month sales 
were $190,420,720, up 40 percent 
from a year ago. 

Third-quarter earnings were $2,- 





Public officials and use of “front” 


823,096—up 40 percent, and nine- 


organizations to drive them out of| month earnings reached $8,577,127, 
usiness. |}an increase of 62 percent over the 
The rails, in turn, are counter-| comparable 1955 period. Company 
Suing for $120,000,000 on the same| directors announced a stock split of 
grounds, ‘four shares for three. 


that time, entries from all cate- 
gories are reviewed by the screen- 
ing committee, and finalists are 
named in each category, 

Finalists are invited to stbmit 
detailed presentations demonstrat- 
ing their brand promotional activi- 
ties during 1956. Detailed sugges- 
tion are sent to the finalists for 
preparation of this presentation, 
which includes samples such as 
tear sheets of advertisements, radio 
scripts, photographs of merchandise 
displays, etc, 

From these presentations, the 
panel of 24 judges select retail firms 
to receive the Brand Name retailer- 
of-the-year plaques and certificates 
of distinction at next May’s Brand 
Names Dinner. 


On Permit to Operate 
SALEM, Ore.—Hertz System is 
not subject to regulation by the 
Oregon State Public Utilities Com- 
mission, under the present law, 
Circuit Judge Val Sloper has ruled. 
Judge Sloper overruled a demur- 


|rer filed by attorneys for the utili- 


ties commission, The utilities com- 
mission sought to require Hertz to 
obtain a permit to operate in Ore- 
gon. The company appealed. 
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|$7 Million AMC Day— 

A. J. Bruen, right, American Motors 
| assistant treasurer, delivers drafts in the 
amount of $7 million to Tom Lea, treas- 
| ury representative, for transmittal to Chi- 
| cago banks. This is said to be the big- 
| gest single day's business in AMC history 
and resulted from the 3,500-car dealer 
| driveaway from Kenosha, Wis. 


| 





New Orleans Gets 
Plymouth ‘Solo’ 


NEW ORLEANS. — The first ex- 
| clusive Plymouth dealer in Louisi- 
|ana was established here with the 
formation of Mel Parnell Plymouth, 
Inc., 1820 St. Charles Ave, 

| The dealership is headed by 
Schuyler Porche, president; Wil- 
l\liam Staiger, vice-president and 
|Mel Parnell, secretary-treasurer. 

| Parnell is a pitcher for the Bos- 
ton Red Sox. Staiger was formerly 
a district manager for Dodge and 
Porche is the former Packard-Nash 
dealer here. 
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Factory-Jobber 
Conferences Set 


At AWDA Parley 


KANSAS CITY. — The Automo- 
tive Warehouse Distributors Assn. 
has finalized plans for the annual 
convention Dec. 8-11 at the Palmer 
House in Chicago. 

“The convention this year,” said 
A. P. Walter, AWDA president, 
“will give all members the oppor- 
tunity to participate in preplanned 
distributor-manufacturer confer- 
ences, 

“These sessions will be held Dec. 
10 and 11, following a board meet- 
ing on Dec. 8 and a general mem- 
bership meeting and luncheon Dec, 
9. They will consist both of group 
conferences where each affiliate 
manufacturer can present his 1957 
product and merchandising pro- 
gram to all his AWDA distributors, 
and individual conference periods 
scheduled on a nonconflicting 
basis.” 

It was also announced that De- 
cember has been designated 
“AWDA Month,” and that such an 
observance will become an annual 
affair in the future. 

The following firms have been 
newly approved for AWDA affiliate 
membership: Automatic Transmis- 
sion Parts, Inc., Chicago; Detroit 
Aluminum & Brass Corp., Detroit; 
Everhot Products Co. Chicago; 
Merit Muffler division of Goerlich’s, 
Inc., Toledo; Minit-Spray Corp., 
Chicago, and Radiator Specialty 
Co., Charlotte, N. C. 

Distributors elected to AWDA 
membership were: Atlanta Automo- 
tive Distributors, Inc. Atlanta; 
Jobbers Service & Supply, Inc., 
Oklahoma City; National Packing 
& Gasket, Houston, and Southern 
Sales Agency, Durham, N. C. 











British Ranco Expands 


COLUMBUS, O. — A. M. Hoover, 
president, Ranco Inc., here has an- 
nounced an increase of more than 
200 percent in production capacity 
of the company’s wholly-owned 
British subsidiary, Ranco, Ltd. The 
subsidiary was organized in 1950. 








How to 


GET BIG BUSINESS Quickly 


get a changeable copy board — 
WATCH THE CARS MOVE like magic 


Bey 


Your Ged Cr 


hella 


There's absolutely nothing 


like the powerful Wagner 
Board for moving used cars 
off your lot profitably—for 
selling new cars or trucks 
at a terrific pace—or for 
attracting tremendous serv- 
ice volume! No other form 
of advertising gets such out- 


standing results. 


UNPARALLELED SALES PER HOUR 


at unsurpassed low cost. 


Startling, proved effectiveness day and night. New messages can be 


arranged in a surprisingly few minutes. 


Send coupon today for 
free literature on this, 
the most remarkable 


sales device. 


WAGNER SIGN SERVICE, 


421 S. Hoyne Avenue 


INC. 


Chicago 12, Illinois 


Please send free literature on ‘Wagner Boards. 
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General Names Mallory 


i R. H. Mallory has been named and Rubber Co. of Canada Ltd. 
f general manager of General Tire succeding the late Vincent P. Reid. 


BUMPA-TEL FOR '57 








Sp nana ee 


ATTRACT ATTENTION TO YOUR '57 MODELS WITH 
BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS 


Absolutely no damage to car: May be mounted or dismounted in 
seconds without tools (after original installation which requires about 
30 minutes) 

Now shipping for ‘57 Ford and Dodge: Shipments for other makes ‘57 


models to start on or before public announcement date: Place your order 
now: Shipments made in same rotation as orders received: 


UNLETTERED $14.00 
LETTERED (Max. 80 Letters) 18.00 
LETTERED & REFLECTORIZED 21.50 
LETTERED ON FULL SCOTCHLITE 26.50 
Add each for turned edge panel 2.00 


All prices F.0.B. Mounds, Ill. 2% off for cash with order: 


Please state make, model and series when ordering. 


Due to the low lines on '57 cars we recommend use of the petite 
(40" x 12") sign and unless otherwise instructed will furnish this size. 


We will accept collect calls for orders of 5 or more signs. 


BUMPA - TEL SIGN DIV. 
WARREN HASTINGS MOTOR COMPANY, INC. 


(Canadian & U. S. Pats Pending! 


Phone SH. 5-9415 Mounds, Illinois 
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Chicago Assn. Strikes 
At Unethical Ads 


CHICAGO. — As part of an all- 
out effort to correct mistakes of 
the past and plan a better, more 
profitable new model year, the Chi- 
cago Automobile Trade Assn.’s 
board of directors have taken their 
first step toward eliminating bad 
advertising practices. 

Calling for the cooperation of all 
CATA members, the board adopted 
a resolution calling for an end to 
unethical advertising. The resolu- 
tion states: 

WHEREAS, the public is under- 
standably confused by exaggerated 
claims of fantastic savings, give- 
aways and other forms of mislead- 
ing and unethical advertising which 
is prevalent on the part of a small 
but vocal minority of new-car deal- 
ers; and 

WHEREAS, this type of ad- 
vertising does not reflect favor- 

ably upon the operation of a 

quality dealership, nor to the 


product advertised, but does re-| 


sult in bad publicity and unfavor- 
able public relations for automo- 
bile dealers; and 

WHEREAS, a special National 
Automobile Dealers Assn. Commit- 
tee on Advertising Ethics, under 
the able chairmanship of Frank H. 
Yarnall, in cooperation with repre- 
sentative of many of the Automo- 
bile Manufacturers, has _ consist- 
ently applied its efforts throughout 
the past year toward the improve- 
ment of dealer sponsored advertis- 
ing which would not in any manner 
be misleading and unethical; and 

WHEREAS, the Automobile Man- 
ufacturers have evidenced their 
desire to have their franchised 
dealers follow sound and ethical 
advertising practices; and 

WHEREAS, we realize that even 
with partial improvement, there 
are still unsound and misleading 
advertising practices being used by 
some dealers which causes public 
reflections on the integrity of auto- 
mobile dealers as a whole; 


NOW THEREFORE BE IT RE- 
SOLVED, that the Chicago Auto- 
mobile Trade Assn. at a meeting 
of its Board of Directors held in 
Chicago this 23rd day of October, 
1956, call upon all the members 
of the CATA to cooperate to the 


fullest degree with their manu- | 
facturers and the NADA Com- | 


mittee on Advertising Ethics, and 
to follow sound advertising prac- 
tices which would be accurate 
and which would not be unfair, 
misleading or deceiving to the 
public in any manner; and 


BE IT FURTHER RESOLVED, | 


that the Automobile Manufacturers 
be called upon to continue their 
efforts to have their franchised 
dealers follow sound and ethical ad- 
vertising practices; and 

BE IT FURTHER RESOLVED, 
that in commending the NADA 
Committee on Advertising Ethics 
on its progress to date, we urge 
this Committee to accentuate its 
efforts toward the end that the 
National Automobile Dealers Assn. 
impress on its members, and the 
Automobile Manufacturers impress 
upon their franchised dealers, the 
bad public relations created for the 
automobile retailing industry by 
exaggerated claims of fantastic 
savings and all other forms of mis- 
leading and unethical advertising; 
and 

BE IT FURTHER RESOLVED, 
that all advertising media be re- 
quested to cooperate and do all 
in their power to the end that 
any advertising of automobiles, 
whether published or on the air, 
shall not in any manner be mis- 
leading or deceptive, but shall be 
in keeping with the ethics advo- 
cated by the Chicago Automobile 
Trade Assn. and the National Au- 
tomobile Dealers Assn.; and 

BE IT FURTHER RESOLVED, 
that a copy of this resolution be 
forwarded to the members of the 
Chicago Automobile Trade Assn., 
Automobile Manufacturers and the 
Vice-Presidents in charge of dealer 


relations; 
and Zone Managers; 
Committee on Advertising Ethics; 
Chicago Newspapers, 


ments; 


Business Bureau. 
* 


112 Auto Ads Sifted 
By BBB in Chicago 


“bait” investigations. 


fused, seven ambiguous guarantees, | 
six for “packing” 


ing.” 


rections published or telecast. 





operating at maximum efficiency 
at all times, 


with improved visibility, he said. 


ance procedures will 
ment, he said, 


ments in the truck 


| Monaghan said. 


Europe Confident, 
Colbert Reports 
After 20-Day Tour 


DETROIT, 





f 


the continent. 


larly impressive, Colbert said. 


mobiles than ever before. 
London and Rome. 


Ltd., 


Corp. dealers. 


Connecticut Slates 
Jacobson, Sims 


Assn. convention here. 





prove their dealer relations. 


“Your Profits and Mine” will be 
the topic of Elson G. Sims, Vin- 
Sims 
will outline a formula for ascertain- 


cennes (Ind.) Ford dealer. 


ing the true cost of doing business. 


and Chicago Regional 
the NADA 


Radio and 
Television Advertising Depart- 
and the Chicago Better 


CHICAGO. — A Better Business| 
Bureau report discloses 7,800 auto-| 
motive advertisements were checked | 
during September, with 85 shopping 
investigations being made and 27 


|Mechanical Conscience— 

There were 69 complaints, includ- 
ing 19 for “bushing,” 12 for credit 
“questionable”—deposit refund re-| 


or padding 
finance charges and five for “bait- 


There were 12 confusing adver- 
tising claims revised and two cor- 


‘Air Ride’ Spread Seen 


GMC to Offer System to Trailer Makers; 
Increase in Truck Market Forecast 


(Continued from Page 2) 


New cab designs will provide even 
greater driver comfort and safety 


Easier access for mechanical 
maintenance and easier mainten- 
be an 
important area for future develop- 


“Currently, engineering develop- 
industry are 
moving at such a pace that we will 
be announcing them during the 
year rather than once a year as we 
do now at new model time,” 


| Woodhouse pointed out that, 
| while new-car registrations were 


Business leaders 
throughout Western Europe share 
a strong confidence in the economic | 
|}outlook for the coming year, ac- 
cording to L. L, Colbert, president 
| of Chrysler Corp., who has returned 
| from an extensive business tour of 


The optimism of the European 
*| automobile industry was particu- 


From interviews with scores of 
European businessmen and from 
observations at the fall auto shows 
abroad, Colbert said, he received 
the impression that Europeans are 
showing a greater interest in auto- 


Colbert began his tour with a visit 
to the Paris automobile show, fol- 
lowed by visits to auto shows at 


During his 20-day trip, Colbert 
visited the plants of Chrysler 
Motors, Ltd., and Dodge Brothers, 
in England, the Chrysler plant 
in Antwerp, and had a number of 
meetings with European Chrysler 


HARTFORD. — Factory-dealer 
relations and dealer profits will 
share the spotlight Nov. 13 at the 
Connecticut Automotive Trades 


Charles L, Jacobson, dealer rela- 
tions vice-president of Chrysler 
Corp., will tell the dealers what 
manufacturers plan to do to im- 





[mn | 


AC Spark Plug division of Gener 
Motors has announced that the 1957 
Buicks will feature its new automobile 
“Safety Minder,” a buzzing alarm thet 
sounds from the instrument panel when 
the motorist exceeds a preset speed limit, 
The speed setting is visible through o 
window on the speedometer face (circled 
above). Holding a 1957 Buick speedome. 
ter is Clara Vallaire, an AC employe, 


|down 13 percent for the first eight 
months of 1956, new-truck registra. 
tions were up .4 of one percent. 

Woodhouse noted a strong shift 
in the truck market this year to 
heavy-duty sales, registrations 
showing an increase of 35 percent 
in the 2%-ton and up brackets for 
the first eight months. 


He pointed out that GMC regis- 
trations had increased 15.1 per 
cent the first eight months this 
year over last year, “an increase 
more than twice that attained by 
any other member of the Big 
Five.” 


“Because of the growing backlog 
of parts and service volume repre 
sented by our rising vehicle popula 
tion, GMC dealers are achieving 
approximately 90 percent absorp- 
tion of overhead expenses, com- 
pared with 54 or 55 percent shown 
by dealers reporting to NADA,” he 
declared. 

“GMC dealers are enjoying one 
of the best profit years in the peace 
time history of the division, report- 
ing an operating profit of 37 
percent on total sales volume 
through August, compared with 1 
percent reported by NADA dealers 
through June. 

“In fact, many of our dealers, 
through June, exceeded their profit 
record for the entire year of 194, 
and currently they are running 
about 40 percent ahead of 1955,’ 
Woodhouse said. 

He revealed that GMC dealers 
will have on hand about 6,500 of 
the 1956 models when the 19! 
trucks are announced—‘“about two 
trucks per dealer.” 





Fruehauf Reports 
9-Month Increase; 


Slaps Tight Credit 


DETROIT. — Despite a thiré 
quarter dip, Fruehauf Trailer ©. 
last week reported that sales 
earnings for the first nine months 
of 1956 exceeded those of the cor 
responding 1955 period. 

In his report, President Roy 
Fruehauf slapped the tight money 
situation in the trucking industry. 

Fruehauf’s nine-month sales were 
$212,946,859, a gain of 24 pe 
over the same period in 1955. Ear 
ings were $6,298,455 against $5- 
838,169. 

The steel strike and a two-week 
strike at Fruehauf’s Avon Lake 
(O.) plant were blamed for a third- 
quarter decline. Sales fell from 
$62, 078,332 to $59,381,000 and earn 
ings slipped from $2,107,023 to $1- 
032,777. 
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(Continued from Page 1) 
es of 9.4 and 11.2 percent, 


tively. 
“fomputations involving these 
include Federal excise taxes 
and suggested dealer preparation 
gd conditioning charges. In addi- 
1 I ton, Buick announced suggested 
factory retail prices averaging 6.6 
nt above last year’s. Excise 
and D&H figures for Buick were 
got available at press time Thurs- 


day. * * & 


YMOUTH made its greatest 
Tins in the lower-priced Plaza 
and Savoy series. A year ago, 
Plymouth was $50 to $70 above 
Chevrolet’s One-Fifty and Two-Ten 
models. For 1957, Plymouth is only 
% to $23 over Chevrolet. 

In 1956, Plaza models were $31 
to $37 higher than what is now 
Ford’s Custom series. The 1957 
differential has been cut to $20 
to $28, 

The Savoy-Custom 300 compari- 
son shows that Plymouth was $37 
to $43 higher last year. Plymouth 
now is $45 to $47 over Ford. 

Here is a comparison of four-door 
sedan prices (six-cylinder models): 
CO eae $2,004.18 
Chev, One-Fifty 2,020.00 
MEMOS: cossrcesscssscccnccssszeve . 2,024.75 


Ford Custom 300 
Chev, Two-Ten 
Ply, Savoy 
Although Ford has slipped below 
Chevrolet in the price table, it still 
cannot offer the lowest-priced four- 
door sedan, This distinction belongs 
to Rambler with a six-cylinder 
model listed at $1,925. 
* * * 


ht 


N THE Belvedere-Bel Air com- 

parison, Plymouth gained on 
Chevrolet in the sedan field, but 
fel farther back in the hardtop 
category. 

Belvedere sedans now are $17 
te $23 over Bel Airs, compared 
with $41 to $59 a year ago. Hard- 
tops are $47 to $53 higher, com- 
pared wth $37 to $49 in 1956. 
Belvedere models were $16 to $33 
more than Ford Fairlanes last year. 
Now they are $31 to $68 higher. 
Sedans are $10 to $16 less than 
comparable Fairlane 500 models, 
but hardtops are $17 to $22 more. 
Here is how some of the higher- 


priced models compare: 
4-dr. sedan 4-dr. hardtop 


wimadal $2,248.66 $2,319.74 
. 2,262.00 2,336.00 
cocece Bye aede 2,388.25 
2,294.98 2,366.06 

Plymouth said its new models 
include as standard equipment cer- 
tain items which ranged from $24 
on Plazas to $72 on Belvederes. 
Among the added features on Bel- 
vederes are clocks and wheel disks, 
both of which also are standard on 
Bel Airs and Fairlanes. 

7 = * 

- VIEWING Chevrolet prices, it 

should be borne in mind that 
the suggested dealer delivery and 
handling charge for this make is 
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mouth Closes Gap on Chevrolet. . . 


Car Prices Up Average 7.3% 


not list station wagon prices, Fig- 
ures on these models are not ex- 
pected before the end of this month. 

Dodge reserved its smallest 
price increases for hardtops in its 
Coronet V-8 series. The four-door 
model climbed $73 to $2,624 and 
the two-door went up $101.50 to 
$2,539. 

Other Dodge boosts ranged from 
$123 to $202.25. 

While DeSoto’s Firedome and 
Fireflite prices are 93 percent 
higher than in 1956, the company 
pointed out that it now offers less 
expensive hardtops than before. 
Firesweep hardtop prices are $72 
and $95 less than 1956 Firedome 
models. 

* * a 

UGGESTED DeSoto D & H fig- 

ures are $45 on the Firesweep, 
$50 on the Firedome and $55 on the 
Fireflite. This is an increase of $5 
on each of the two higher-priced 
series. Torque-Flite automatic 
transmission is standard equipment 
on Fireflite models. 

Pontiac prices, including excise 
and D & H, rose from $124 to $317. 
Oldsmobile’s range was $213 to $427, 
and Cadillac’s was $408 to $758, the 
latter figure being on the Impcrial 
limousine. 

Pontiac, Oldsmobile and Cadillac 
also hiked their dealer preparation 
figures. Pontiac’s went up $15 and | 
now is $50 on all models. 

Oldsmobile has figures of $55-$65- | 


Obituaries 








Fred W. Nichols, 83; 


Retired Buick Dealer 


BOSTON. — Fred W. Nichols, 83, | 
retired vice-president of Noyes 
Buick Co. here, died Oct. 26 in 
Springfield, Mass. 

Mr. Nichols has been an execu-| 
tive for 35 years with Noyes Buick, | 
retiring in 1950. He was a former} 
president, treasurer and director of | 
the Boston Automobile Dealers| 
Assn. and a member of the Auto-| 
mobile Old Timers’ Assn. He also 
was president of Noyes Buick Sales 
Co., and Hartford Buick Co., Hart- 
ford, Conn. ‘ 

* . 


Howard Ellis 
LONE PINE, Calif. — Howard Ellis, Ford 
dealer in Lone Pine for more than 25 years, 
is dead. 


| 


* * * 
Robert McCay Green 
PHILADELPHIA.—Robert McCay Green, 
53, who was preparing a $250 million 
antitrust suit against Eastern railroads 
for the Pennsylvania Motor Truck Assn. 
and 30 individual truck firms, died here| 
Oct. 22. 
* * 


7 
Richard Fernald Long 


BOSTON.—Richard Fernald Long, 64,| 
vice-president and assistant treasurer of | 
R. H. Long Motor Sales Co., Framingham, | 
and Wellesley, Mass., (Cadillac-Pontiac) | 
died Oct. 27 at Massachusetts General) 
Hospital, Boston, after being stricken while 
watching the Harvard-Dartmouth football 
game. 

* * * 
Earl Luster 

TAYLORVILLE, Ill. — Earl Luster, 59, 
Ford dealer here for 25 years, died Oct. 25, 
after suffering an apparent heart attack. 
He also owned the Ford dealership in De- 
catur, Ill., from 1938 to 1949. 








Plymouth Delivers First '57 Taxicabs— 


) Yellow Cab Co., Rochester, Minn., became the first customer for the 1957 Plymouth 
taxicab at the opening of business on Oct. 30, the day the ‘57 Plymouth went on 
sale. The firm ordered 15 new taxicabs through Adamson Motors, Rochester, and 
took delivery at the factory in Detroit. From left are Glen E. Brugman, Plymouth fleet 
sales director; Joseph Adamson; W. Heartsill Wilson, assistant to Plymouth’s sales 





vice-president, and Harrell Eggers of Yellow Cab. 
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$75 on its three series, compared 

with $40-$45-$50 last year. Cad- 

illac suggests $90 on Series 62 

models, $115 on the Sixty Special 
and $150 on the Series 75 limou- 

sines. Last year’s range was $55- 
$70-$35. 

Oldsmobile noted that optional 
features had been made standard 
in all series in announcing its new 
prices, Four-barrel carburetors and 
oil filters now appear on all models, 

In addition, the Super 88 has a 
padded instrument panel and dual 
exhausts, and the 98 has dual ex- 
hausts and power brakes. Auto- 
matic transmission and power 
steering also are standard on the 
latter line. 

* a + 

wine is a comparison of 

1957 and 1956 prices for Plym- 
outh, Dodge, DeSoto, Pontiac, Olds- 
mobile and Cadillac: 
Plymouth—(P rices are for six- 
cylinder models. For V-8s, add 
$100.) Plaza—four-door sedan, $2,- 
024.75 (up $98.50); two-door sedan, 
$1,978.25 (up $95); business coupe, 
$1,868.75 (up $84.50). 

Savoy — four-door sedan, $2,- 
163.50 (up $138.25); two-door 
sedan, $2,117.25 (up $135); two- 
door hardtop, $2,199 (up $69.50). 
Belvedere — four-door sedan, $2,- 
279.75 (up $170.50); two-door sedan, 
$2,233.25 (up $167); four-door hard- 
top, $2,388.25 (up $107); two-door 
hardtop, $2,318.25 (up $104.75); con- 
vertible (V-8 standard), $2,607.75 
(up $130.25). 

= * © 

ODGE — Coronet Six — four- 

door sedan, $2,410 (up $142.75); 
two-door sedan, $2,329.25 (up $135). 
Coronet V-8 — four-door sedan, $2,- 
517.50 (up $142.25); two-door sedan, 
$2,437 (up $135); four-door hardtop, 
$2,624 (up $73); two-door hardtop, 
$2,539 (up $101.50); convertible, $2,- 
800.50 (up $123). 

Royal V-8 — four-door sedan, 
$2,656.50 (up $143.75); four-door 
hardtop, $2,763 (up $166.25); two- 
door hardtop, $2,713.50 (up 
$130.75). 

Custom Royal V-8 four-door 
sedan, $2,826 (up $202.25); four-door 
hardtop, $2,935 (up $127.75); two- 
door hardtop, $2,865 (up $172); con- 
vertible, $3,091 (up $178.50). 


> * * 


ESOTO — Firesweep—four-door | 


sedan, $2,723.50; four-door hard- 


| top, $2,858; two-door hardtop, $2,782 


(all new models). 

Firedome — four-door sedan, 
$2,897.50 (up $219.75); four-door 
hardtop, $3,081.50 (up $128.25); 
two-door hardtop, $3,024.50 (up 
$170.25); convertible, $3,301 (up 
$219.75). 

Fireflite — four-door sedan, $3,- 
426.50 (up $307.50); four-door hard- 
top, $3,610.50 (up $179.50); two-door 
hardtop, $3,553.50 (up $207.50); con- 
vertible, $3,830 (up $286). Torque- 
Flite automatic transmission is 
standard on Fireflite models. 

* * ” 


ONTIAC — Chieftain—four-door 

sedan, $2,492 (up $194); two-door 
sedan, $2,428 (up $188); four-door 
hardtop, $2,579 (up $136); two-door 
hardtop, $2,494 (up $124); two-door, 
two-seat station wagon, $2,806 (up 
$237); four-door, three-seat station 
wagon, $2,563 (up $210). 

Super Chief — four-door sedan, 
$2,629 (up $216); four-door hard- 


Durham (N. C.) Dealers 
Organize; Elect Massey 


DURHAM, N. C. — Franchised 
dealers here have organized the 
Durham Automobile Dealers Assn. 
and elected Norman W. Massey as 
president. Other officers are. John 
Emory (Studebaker-Packard), vice- 
president, and Stewart Alexander 
(Ford), secretary-treasurer. 

The new organization is holding 
weekly meetings, working out a 
code of ethics. Membership is open 
to dealers in Chapel Hill, Hillsboro 
and Creedmoor and hope to be 
joined by dealers from Oxford. 


2 Sales Cue 


ROCHESTER, N. Y. — Irving 
Crane, five times world champion 
billiard player, has been appointed 
to the Pontiac sales staff of Valley 
Cadillac-Pontiac Corp, Crane was 
the first man ever to run more than 
300 billiard balls without a miss. 





4-dr. 
2-dr, 


4-dr. 
2-dr. 


dealer delivery and handling charges.) 


top, $2,758 (up $224); two-door 
hardtop, $2,700 (up $220); four- 
door, two-seat station wagon, $2,- 
986 (up $237). 

Star Chief — four-door deluxe 
sedan, $2,804 (up $277); four-door 
custom sedan, $2,861 (new model); 
four-door hardtop, $2,940 (up $205) ; 
two-door hardtop, $2,866 (up $201); 
convertible, $3,070 (up $213); two- 
door, two-seat Safari station wagon, 
$3,446 (up $317). 

* * * 
LDSMOBILE — “88” Series — 
four-door sedan, $2,756 (up 

$269); two-door sedan, $2,691 (up 
$269); four-door hardtop, $2,890 (up 
$219); two-door hardtop, $2,812 (up 
$213); convertible $3,140; four-door, 
two-seat station wagon, $3,160; 
four-door, two-seat hardtop station 
wagon, $3,271 (all new models). 

Super “88” — four-door sedan, 

$2,988 (up $348); two-door sedan, 
$2,926 (up $352); four-door hard- 
top, $3,215 (up $334); two-door 
hardtop, $3,138 (up $330); conver- 
tible, $3,405 (up $374); four-door, 
two-seat hardtop station wagon, 
$3,499 (new model). 

“98” Series — four-door sedan, 
$3,691 (up $393); four-door hardtop, 
$3,963 (up $412); two-door hardtop, 
$3,887 (up $407); convertible, $4,167 
(up $427). Automatic transmission, 
power steering and power brakes 
are standard on “98” models. 

* * + 

ADILLAC — Series 62 — fovyr- 

door sedan, $4,713 (up $417); 
two-door hardtop, $4,609 (up $408); 
|four-door Sedan deVille hardtop, 
| $5,188 (up $435); two-door Coupe 
deVille hardtop, $5,048 (up $424); 
convertible, $5,225 (up $459); Eldo- 
rado Seville two-door hardtop, $7,- 
218 (up $662); Eldorado Biarritz 
convertible, $7,218 (up $662). 

Sixty Special — four-door hard- 
top, $5,539 (up $492). Series 75 — 
|eight-passenger sedan, $7,348 (up 
$735); Imperial limousine, $7,586 
(up $758). Automatic transmission, 
power steering and power brakes 
are standard on all models. 

* * * 


Dodge Truck Prices 


Are Increased 6 Pct. 


DETROIT. — Suggested factory 
retail prices of the 1957 Dodge 
trucks will be approximately 6 per- 
cent higher than prices of compar- 
able 1956 models, according to M. C. 
Patterson, Dodge president. 

White Motor also announced 
plans to raise prices, effective Nov. 
15. No amounts of increase were 
given. 

In announcing the price hikes, 
Patterson said improvements in the 
1957 “K” series are the “greatest 
of any new model in the 40 years 
Dodge has been building trucks.” 
He mentioned higher horsepower 
and increases in GVW ratings. 


Voluntary Curbs 
On Credit Show 


Success in Canada 


OTTAWA.—Canadian car dealers 
apparently face no immediate com- 
pulsory credit control over the sale 
of vehicles, since Federal authori- 
ties seem to believe that voluntary 
control is showing satisfactory 
results. 

James Coyne, governor of the 
Bank of Canada, had held several 
closed-door meetings with repre- 
sentatives of banks and lending in- 
stitutions. He said he is confident 
that the “voluntary controls” will 
succeed. 

He has already noted, he added, 
that some consumer credit condi- 
tions have tightened, with no- 
downpayment offers gradually dis- 
appearing. 

Continuance of voluntary credit 
restraint would cause no noticeable 
change in car buying, most dealers 
believe, except that downpayments 
might be larger and repayment 
terms shortened. 














Price Comparison 


(Lowest-Priced Sixes) 
Chevrolet 


Ford 
$2,004 
1,953 
2,319 
2,255 
2,467 
1,840 
99.98 


Plymouth 

$2,024 

1,978 

2,388 
2,199 we 

2,607 (V-8) 
1,868 
100 


* Rambler models listed in this table are not available with V-8 engines. 
(All prices include suggested factory retail price, Federal excise tax and suggested 


67 Florida Outlets 
Lend 98 Cars 
To High Schools 


CLEARWATER, Fla.—The num- 
ber of Florida automobile dealers 
lending cars for high school driver 
education jumped from 53 in 1955- 
56 to 67 for 1956-57, according to 
the Florida Automobile Dealers 
Assn. 


The number of cars loaned in- 
creased from 72 to 98 with Ferman 
Chevrolet Co., Tampa, leading the 
list with six cars. 


Those who have loaned cars in- 
clude: 


Arcadia Motor Co., Inc., Arcadia; 
Wells Motor Co. Avon Park; 
Etheredge Chevrolet Co., Bartow; 
Bob Davis Buick, Inc., Belle Glade; 
Bradenton Motor Co., Bradenton; 
Larry Dimmitt, Inc., Clearwater; 
Kennedy & Strickland Co., Clear- 
water, and Thayer Motor Co., Clear- 
water. 

Indian River Chevrolet Co., Co- 
coa; Adams Chevrolet Co., Delray 
Beach; Earl Wallace Ford, Inc., 
Delray Beach; King Motor Co., Ft. 
Lauderdale; Davis-Shirley Ford 
Co., Ft. Myers; Hough Chevrolet 
Co., Ft. Myers; Sunrise Motor Co., 
Ft. Pierce; Gulfview Motor Co., 
Inc., Ft. Walton Beach, and Maxcy’s 
Garage, Inc., Frostproof. 

University Chevrolet Co., Gaines- 
ville; Jones Motor Co., Graceville; 
Van Ness Buick, Inc., Green Cove 
Springs; Holbrook Buick, Inc., 
Hollywood; Bird Chevrolet Co., 
Homestead, and Burwell Motor Co., 
Jacksonville. 

Riverside Chevrolet Co., Jackson- 
ville; Gordon Thompson Chevrolet, 
Inc., Jacksonville; George William- 


son, Inc.. Lake Wales; Whitfield 
Motors, Inc., Lake Wales; Butler 
Chevrolet Co., Leesburg; Griffin 


Motor Co., MacClenny, and Harri- 
son Chevrolet Co.. Marianna. 

J. J. McCaskill Motor Co., Mari- 
anna; Fordyce Chevrolet Co., Mel- 
bourne; Don Allen Chevrolet, Mi- 
ami; J. D. Ball Ford, Inc., Miami; 
Cecil Holland’s All Miami Ford, 
Miami; Laramore-Neese, Inc., Mi- 
ami; Luby Chevrolet Co., Miami, 
and Cooper Chevrolet Co., Monti- 
cello. 

Watkins Ford, Inc.,. New Smyrna 
Beach; Turnipseed Motor Co., Inc., 
Ocala; Heintzelman’s, Inc., Or- 
lando; Holler Chevrolet Co., Or- 
lando; Stanley Chevrolet, Inc., Pa- 
hokee; St. John’s Chevrolet Co., 
Palatka; Nelson Buick Co., Pan- 
ama City; Tillman Chevrolet Co., 
Panama City, and Pensacola Buggy 
Works, Pensacola. 

Perry Ford Co., Inc., Perry; Miles 
Motor Co., Plant City; Powell’s 
Garage, Plant City; Mayes Chev- 
rolet, Inc., Plant City; St. Joe Mo- 
tor Co., Port St. Joe, and St. Cloud 
Motor Co., St. Cloud. 

Adcock Motor Co., St. Peters- 
burg; Grant Motor Co., St. Peters- 
burg; Ruebel & Smith Motor Co., 
St. Petersburg; Ross Chevrolet, Inc., 
St. Petersburg; Holler Motor Sales, 
Sanford; Altman Chevrolet Co., 
Inc., Sarasota; Hardy Brothers Mo- 
tor Co., Starke, and Proctor & 
Proctor, Inc., Tallahassee. 

Dempsey Chevrolet, Inc., Tampa; 
Ferman Chevrolet Co., Tampa; 
Tarpon Chevrolet, Inc., Tarpon 
Springs; Roland Miller Chevrolet 
Co., Inc., Vero Beach; Hardee Mo- 
tor Co., Inc., Wauchula; Blank & 
Smith, Inc. West Palm Beach; 
Stewart Pontiac Co., West Palm 
Beach; Bruce W. Strong, Inc., West 
Palm Beach; Childs-Daniels Co., 
Winter Haven, and Pate Chevrolet 
Co., Inc., Winter Haven, 


Famco to Expand 


LOUISVILLE. — American Air 
Filter Co. has announced plans for 
adding 60,000 square feet to the 
plant of its subsidiary, Famco, Inc., 
here, It will nearly double the 
plant’s size, it was said. 
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But Session Is Stormy... 
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S-P Holders Approve Curtiss Deal 


(Continued from Page 6) 
lion in defense contracts had been 
transferred to Curtiss-Wright, 
whereas the figure actually was 
$71 million. S-P later notified 
shareholders of this mistake. 

Continually arguing with 

Churchill, Dann at one time 

refused to accept Churchill’s per- 
mission to speak because “some 

fellow wants to speak in the back 
of the room,” 

Dann received his strongest sup- 
port from the stockholders on a 
motion that Paul M, Clark, secre- 
tary, provide a noon meal for the 
stockholders “because this meeting 
may go on for days.” 

“Everybody else is plundering 
this company, do you think it’s too 
much to ask that the stockholders 
at least get one free meal?” he 
asked. 

Also fighting the program was 
John Neville, New York, who called 
it “the worst deal ever offered by 
one American company to another.” 

Declaring that never in Ameri- 
ca had a company been so unrep- 
resented, Neville said, “I object 
to Hurley’s right of noncommitt- 
ment. There is absolutely no 
mutuality in the deal.” 

He also declared that Secretary 
of Defense Wilson had put the 
company out of business by refus- 
ing to grant any defense contracts 
until the Curtiss-Wright agreement 
was made. 

He charged that S-P manage- 
ment was guilty of misfeasance, 
malfeasance and nonfeasance and 
said that there should be a con- 
gressional investigation of the 
transaction. 

Frank Mack, a Chicago holder 
of 2,000 shares, said Nance had 


NADA Schedules 
Tax Seminar 
For Nov. 14-15 


WASHINGTON, — A workshop 
seminar on dealer taxes will be 
sponsored here Nov. 14-15 by 
NADA in its headquarters. 

Detailed discussion by experts 
will touch on the tax structure as 
it affects dealers. 

One subject will be “Organizing 
for Tax Savings.” This will cover 
such questions as to what form 
a dealership should take—corpora- 
tion, partnership or sole proprietor- 
ship. 

Accounting methods that are best 
for tax purposes also will be dis- 
cussed, along with dealer questions 
on particular tax problems. 

Registration cost for the two-day 
seminar will be $75. Registrations 
are limited to 50. 


Export Sales 


Show Decline 


DETROIT. — The automotive in- 
dustry sold 16,180 motor vehicles 
in the export market in Septem- 
ber, the Automobile Manufacturers 
Assn. reported last week. 

The August export total was 23,- 
906. 

The sales raised the nine-month 
export total to 301,546 units, com- 
pared with a year-ago total of 334,- 
205 units. A year ago, September 
foreign sales totalled 23,840. 


AMC Product School 
Opens Today in Milwaukee 


MILWAUKEE. American 
Motor Corp.’s 1957 product school 
for parts and service personnel 
opens here today (Nov. 5). The 
school will be held in two one- 
week sessions at the company’s 
Automotive Technical Center. The 
second class will begin Nov. 12. 

The school will be conducted by 
Fred Brodek, automotive technical 
manager, and his staff. It will cover 
all aspects of service and parts on 
the 1957 Rambler, Nash and Hud- 
son. 

The first week’s class is for zone 
parts and service managers and 
some zone parts and service 
travelers. The second class will be 
for assistant zone parts and service 
managers and the rest of the zone 
travelers as well as parts and serv- 
ice personnel from Canada, Switzer- 
land and Mexico. 


| done a good job of “sheep herd- 
ing this company down the drain” 
and called Hurley a “two-bit 
operator” and a “butcher who 
was ready for the kilL” 


UAW Vice-President Norman 
Matthews, accompanied by a group 
of UAW members, said that he had 
34 years of seniority at Packard 
and that he had come to talk of 
“human values.” 


Matthews asked, “What provi- 
sions have been made for the em- 
ployes who have given their lives 
to the company? We all know that 
James J. Nance received $268,000 
for his relatively few years with 
the company.” 

Although periodically flushing at 
the hard-hitting questions and 
remarks directed to him, Churchill 
remained fairly unruffled and en- 
deavored to reply to each question 
and to conduct the meeting with 
the utmost fairness. 

To Matthews’ question, he 
replied that the company was 
able to continue to employ the 
most S-P workers by the agree- 
ment with Curtiss-Wright and by 
confining the bulk of the work 
to South Bend. 

One stockholder who identified 
himself as “Solomon, a used-car 
dealer” for 15 years, said that he 
had noted that Citizen’s Packard 
and Grand River Packard in De- 
troit and many other Packard 
dealers across the country had gone 
out of business. 

“How can this company sell the 
150,000 cars it needs to sell with 
these dealers quitting?” he asked. 
“I’ve tried to tell Nance that we're 
in the wrong league. How are you 
going to compete? It’s just a ques- 
tion of time before we're going 
down the drain. If you don’t believe 
me, go to the auctions and see what 
used Packards are bringing.” 

H. O, Stamp, a Milwaukee bus- 
inessman and owner of 5,000 
shares, was the first stockholder 
to defend management and said 
the opposition had put forth the 
“silliest line of oratory I have 
ever heard.” 

In answer to one _ stockholder, 
Churchill reported that Nance now 
owns 200 shares of S-P stock and 
that Hoffman owns 205 shares. 

Answering another stockholder, 
Churchill said, “No, I would not 
want to be a Ford vice-president.” 

Joseph J. Schemanske, owner of 
200 shares, said, “I can’t see why 
Curtiss-Wright came in and took 
this company over—the way this 
meeting is being run.” 

The strongest case for man- 
agement was made by Maurice 
T. Moore, an S-P director, an 
owner of 2,250 shares and a mem- 
ber of the law firm that served 
Studebaker-Packard. 

He said that management had 
looked into about every possible 
solution to its problems, but that 
the Curtiss-Wright offer was the 
best available. 

“We concluded that we would 
suffer greatly in a liquidation,” he 
explained. “We tried to get an in- 
dustry loan (reportedly from Gen- 


eral Motors). We tried to borrow! 


from the Federal Reserve Banks. 
We tried to sell a merger in and 
out of the industry. Liquidation 
would have been disastrous. We 
considered bankruptcy and later re- 
organizing. Then we concluded the 
Curtiss-Wright offer was the best 
remaining alternative.” 

Declaring that he can’t guaran- 
tee that this solution will work, 
Moore said the C-W program pro- 
vided these advantages: 

1. Permits continuation of busi- 
ness at South Bend. 

2. Brings in cash ($35 million). 

3. Provides new management. 

4. Was acceptable to the banks! 
and insurance companies to whom| 
S-P owed money. | 

One stockholder asked why the 
company set up a Packard de- 
fense plant at a cost of $17 mil- 
lion and then spent another $21 
million tearing out the installations. 
Churchill said the Utica deal was| 
based on a “speculative volume! 
that didn’t materialize.” 

Churchill was asked whether the 
company was going to build a 
Packard car or a_ Studebaker- 
Packard car and he said it wasn’t 
industry practice to disclose speci- 
fications at a stockholders’ meet- 
ing. 

He said that the specifications 
of the 1957 Packard were given at 
a conference of Packard dealers 
and that the dealers were en- 
thusiastic about the car. 

When asked if the dealers were 
enthusiastic after being told the 
car’s price, Churchill said prices 
were not announced but the dealers 
were told the prices would be “com- 
petitive.” 


A political note entered the 
meeting when Matthews said, “If 
this wasn’t an election year, this 
company would have been liqui- 
dated long ago. The administration 
can’t let a company go down the 
drain this year.” 


Krafve to Speak 
At Parley Geared 
To °57 Auto Credit 


NEW YORK. — Richard E.| 
Krafve, general manager of Ford 
Motor Co.’s special products divi- 
sion, will be a featured speaker at 
the annual convention of the 
American Finance Conference here 
Nov, 7-9. 

The outlook for auto financing in 
1957—in a tight-money market— 
will be one of the major topics dis- 
cussed. More than 850 members of 
the national association of inde- 
pendent sales finance companies 
will attend the convention. 

Carl E. Fribley, president of 
NADA, also will address the group. 

Seven forum-type clinics on in- 
dustry problems will be a part of 
the convention “work-session” pro- 
gram. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 





























Raising Market Sights for 1957— 


At a meeting of Willys field sales personnel in Toledo, Stephen A. Girard, gener) 


manager, said the firm hopes to expand its share of the specialized commercial ma. 


ket. 
introduction of a new series. 


Willys, he said, would take its first step in this direction with the December 





Willys Guns for Bigger Cut 
Of Specialized Market 


TOLEDO.—Merchandising plans 
of Willys for 1957 were discussed 
here at a meeting of factory sales 
executives and field sales personnel. 

Also examined were corporate 
objectives, planning and progress. 

Sales gains during the period in 
which Willys has concentrated ex- 
clusively on commercial vehicles 


| were detailed by Stephen A. Girard, 


general manager. 

“Since undertaking the commer- 
cial program,” Girard said, “Willys 
has consistently reflected profitable 
operations while gross profit reten- 
tion on the part of the dealers has 
also been substantially in excess of 
the industry's average. 

“The base which we have estab- 
lished for this profitable business 
through the introduction and sound 
merchandising of an expanded line 
of specialty vehicles gives us every 
reason to anticipate an even greater 
expansion,” he said. 

Girard added, “We will take the 
first step in this direction when 
we introduce our new series in 
December.” 

Willys’ three divisional sales man- 
agers and 13 zone and assistant 
zone managers then heard Charles 
A. Watson, general sales manager, 





Bay District Dealers 
Re-Elect Albertson 

LOS ANGELES. — Wilson H. Al- 
bertson, Oldsmobile dealer in Cul- 
ver City, has been installed for the 
second term as president of the 
Bay District Motor Car Dealers 
Assn. 

Other officers are Kennard G. 
Parr, vice-president; Jim Aiken, 
secretary, and FE. L. Kirkpatrick, 
treasurer. Directors are Ed Chaffee, 
Bob Estes, Tom King, John Hessell, 
Paul Loranger, Lee Kendall, Floyd 
Osborn and Roy Pierce. 

lowdown on dealer thinking, 


For the 


read John O. Munn’s column each week 
on Page 3. 





UMS Executives Meet with Field Staff— 


Seventy-eight United Motors Service zone, regional and operations managers spent three days in Detroit attending their 
annual Management Conference, where 1957 merchandising and marketing plans were discussed. Members of the UMS field 
staff are shown with central office personnel. At the podium is Roland S. Withers, UMS general manager. Seated at the 
table, from left, are Vern Dupy, executive assistant to Withers; William M. Walker jr., operations director; Edward L. Lape, 
| general sales manager; and J. S. Burrows, UMS sales training manager. 


| and Cruse W. Moss, assistant gen- 
eral sales manager, outline the com. 
| pany’s increased advertising pro. 
gram and “pin-pointed” merchan- 
dising goals. 

Moss said both mass media and 
selective trade media would be used 
in the 1957 advertising program, 


Liquid Springs 
Called Future 
Step for Autos 


BUFFALO. Paul H. Taylor, 
engineer-inventor of North Tona- 
|wanda, N. Y., says a combination 
|liquid spring and shock absorbers 
“will unquestionably be used” by 
the auto industry in the future. 

Taylor is one of the earliest de 
velopers of the liquid spring-shock 
absorber and is president of Taylor 
Devices Inc., North Tonawanda, 
which manufactures them. 

The liquid spring, he says, uti 
lizes the compressability of liquids 
and refutes the textbook theory 
that liquids cannot be compressed 
for all practical purposes. 

Taylor says there’s a contract in 
the works for his company, cover 
ing the design of a liquid suspen 
sion system for an airborne, 2*4-ton 
Army truck. The system, he says, 
would have to stand the shock of 
the truck being parachuted to 
earth. 

Taylor claims that his liquid 
spring-shock absorber is capable of 
suspending a passenger car right 
now. But so far it’s a limited-pro- 
duction item of high cost. 

For passenger cars, Taylor maia- 
tains, the device would be a space 
and weight saver and “assure 8 
better ride.” 


Safety Catch 


Indiana Dealer Invents 


Door Lock 


BREMEN, Ind. — A. J. Mutti,s 
Dodge-Plymouth dealer here for 2 
years, has invented a safety door 
lock for automobiles. 

The patented lock, in the form of 
a bolt, has withstood pressure 
39,000 pounds per square inch, 
Mutti said. It is located below the 
window channel and takes. care 
the front and rear doors in_ome 
operation by either manual & 
electric control. 

Several safety groups havé 
reported favorably on the lock. 


Ford Wagons Adopted 7 


To Ambulance Use 


BIRMINGHAM, Mich. — The 
Amblewagon ambulance, a conver 
sion of the Ford or Mercury station 
wagon, has been adapted to 1 
models, according to Automotive 
Conversion Corp. here. 

The lower bodies of the ‘3% 
meant an entirely new rear 
modification, ACC said. In the 
modification, the rear opening 
enlarged to give more head room 
and a side-opening.ambulance 400 
facilitates loading. The exterior 
appearance of the wagon is Um 
changed. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 














Week Week dan. 1 Jan, 1 
Ended Same Ended Total To To 
Nov. 3, Week, Oct. 27, Output, Nov. 5, Nov. 3, 
a 1956 1955* 1956* October 1955** 1956 
RICAN MOTORS 2,610 2,373 2,644 11,729 136,849 88,886 
IIS -dctctcclesihvsiakstecbels 200 344 158 917 21,783 6,496 
Jindisetbicnnceernvenicinis 560 1,391 628 2,627 42,446 15,235 
sesbdeseresivoneoseusees 1,850 638 1,858 8,185 712,620 67,155 
@RYSLER CORP. .... 19,500 30,382 13,879 57,821 1,130,550 670,722 
a 1,750 3,658 906 3,825 146,909 84,036 
DD cocssessosssscesscosecsveers 2,450 3,084 1,261 6,113 108,530 718,343 
BIO seveccecescesssovecesesseees 5,150 6,946 3,183 16,240 262,525 157,392 
Plymouth. .................... 10,150 16,694 8,529 31,643 612,586 350,951 
FORD MOTOR. ............... 39,230 50,627 34,755 149,199 1,882,880 1,314,752 
Continental .................. 20 46 18 33 667 =: 1,228 
BIE  wocescesecessvecenscoencecoseoss 35,000 39,527 31,258 135,491 1,480,904 1,075,645 
SL - .bvevivsusentssocsersssorte 710 894 713 3,734 31,884 39,542 
I cesiasibiiassiacabbiinn 3,500 10,160 2,766 9,941 369,425 198,342 
GENERAL MOTORS... 52,695 81,538 50,497 160,620 3,349,093 2,520,649 
SII Gsesesnssovbsusseeussapnecsois 5,700 10,276 4,764 10,370 660,184 439,963 
SNEED essccssccsssvaesivbibeouse 1,000 3,133 806 1,406 125,890 116,799 
BUNONOD  sescesvesecessnosesces 34,000 43,444 35,948 125,568 1,526,627 1,333,597 
Oldsmobile. .................... 6,295 12,500 4,107 9,978 540,601 356,535 
SEED xenssecsosevessesceseosste 5,700 12,185 4,872 13,298 495,791 273,755 
EMEPEDIEE 6 cScscseccsceccsceseoes 2,696 2,384 2,494 9,920 150,785 718,722 
RIDER csciuuetstciscoiemieed cencksouen a er een 59,134 13,289 
Studebaker .................. 2,696 1,081 2,494 9,920 91,651 65,433 
Total Cars, U. S........... 116,731 167,304 104,269 389,289 6,656,837 4,673,731 
*Revised. 
Totals for 1955 include Kaiser-Willys production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 dan. 1 
Ended Same Ended Total To To 
Nov. 3, Week, Oct. 27, Output, Nov. 5, Nov. 3, 
1956 1955* 1956* October 1955* 1956 
STEGMEMEEIE, — cccsovescesssves 7,000 8,740 6,994 30,639 339,033 297,671 
DIAMOND T .................. 110 81 101 498 4,557 4,454 
SLY \isisinpsisitineninihensabinvecs —‘atiminct.  -sebeabiiiba 56 236 3,145 3,093 
EE AicKbidtbinabicinasccdasinads 2,250 1,487 2,173 9,447 85,350 76,370 | © 
EM sstiiiiaisiaietnisdectasnssestanieie 5,000 8,457 5,194 24,812 312,765 257,479 | 
I acisktiisisibiddbeiatemseniineas 1,900 2,095 1,880 7,079 85,822 77,788 
INTERNATIONAL ...... 2,745 2,545 2,679 12,198 105,756 116,765 
SE tie iekielivendlaibionapnitilecnsstiek 210 221 416 1,598 12,677 16,008 
SE icacdineiiuesiibihivesssivinvoens 85 93 79 361 4,620 3,342 
STUDEBAKER. .............. 450 398 349 1,090 14,990 12,190 
I colsduiicccabiticinakneedsoniies 340 409 328 1,559 13,808 14,946 
eb sland naianinasingies 1,400 1,660 1,340 6,593 64,623 53,175 
MISCELLANEOUS*** 48 55 48 124 2,972 2,052 
Total Trucks, U. S..... 21,538 26,241 21,637 96,234 1,050,118 935,333 
Total Cars, Trucks, 
I aia chaslideanscteasthiie 138,269 193,545 125,906 485,523 7,706,955 5,609,064 
Total Cars, Trucks, 
ID. siicsncussimurnssaniine 8,535 3,367 7,163 30,579 398,911 391,823 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....146,804 196,912 133,069 











516,102 8,105,866 6,000,887 


*Revised. Miscellaneous includes Corbitt, Marmon-Herrington; Brockway, Four Wheel 


Drive, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 
**Autocar, Freightliner and Sterling are included in White totals. 





Trend Revealed at Show 


British Cut Auto Prices 


(Continued from Page 4) 
year than in any show since the; wheeltrims, twin fog lamps and 


war. 

Hitherto, only a few of the 
more exclusive British autos — 
Rolls-Royce, Bentley, Jaguar and 
Armstrong Siddeley—offered fully 
automatic transmissions, 


Now BMC has adopted it for 
Austin A-105 and A-95, Morris Isis 
and Wolseley 6/90. Ford offers it 
on Zephyr and Zodiac and Rootes 
on Humber Super Snipes. Even 
Daimler, wedded 20 years to fluid 
flywheel, has bowed to change and 
offers automatic transmission as an 
option. 

, Rover 105 was considered an 
€ve-of-the-show” surprise. It is 
available in two models, “S” and 
“R.” “S” will have normal trans- 
mission with an overdrive with au- 
atic operation. 
en the overdrive is engaged, 
& temporary return to normal drive 
for purposes of rapid acceleration 
from low speeds is obtained by fully 
®pressing the accelerator. On 
Teleasing, the overdrive automati- 
re-engages. 

With the “R” model, the same 

Performance is fully automatic. 
al equipment of both models 
includes individual front seats, 


cigar lighter, 

Rover also “stcle the show” with 
its prototype gas turbine auto, the 
T-3. A second prototype in 1955 
had a rear gas turbine engine in a 
conventional Rover sedan, but the 
T-3 is Rover’s first design for a 
practical gas turbine car. 

There was another gas turbine 
car at the show, Renault “Shooting 
Star.” This is an experimental 
model which was tried out at Bon- 
neville (Utah) Salt Flats. 

However, unlike Rover, which 
probably will put its turbine car 
into production by 1958, there is 
no indication that Renault is plan- 
ning to produce its car. 

All told, there were nearly 550 
exhibitors at the show and 59 are 
auto makers. France had six; 
Italy, three; Sweden and Czecho- 
slovakia, one, and Germany, six. 
The Volkswagen from the latter 

country attracted much attehtion. 
There was a new VW sports car, 
lower and longer with a body styled 
by Ghia of Italy, and the little Gog- 
gomobil, a four-seater, which 
Britons like because of .good per- 
formance and easy parking offered 
by its 114-inch length. 
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Car Output Heading 
Toward ’56 Peak 


(Continued from Page 1) 


assembly plants and the Mack Ave. | Buick, Oldsmobile and Pontiac 


body plant were down four days 
due to a wildcat strike at the corpo- 
ration’s press plant outside Detroit. 
* * + 
_saouse the Chrysler comeback 
was Plymouth, which turned 
out 10,150 cars last week, compared 
with 8,529 the previous week. It 
also marks the first time since 
April that Plymouth production 
surpassed the 10,000 level. 


Dodge turned out 5,150 cars 
last week, compared with 3,183 a 
‘week earlier; DeSoto was up from 
1,261 to 2,450, and Chrysler, work- 
ing its Detroit plant Saturday, 
climbed from 906 units a week 
earlier to 1,750 last week. 

General Motors climbed from 50,- 
497 units a week earlier to 52,695 
cars last week mostly on the 
strength of sizable gains at its 


Desmond Given 
Broader Sales 


Duties at Dodge 


DETROIT.—Lee F. Desmond has 
been named sales vice-president for 
Dodge cars and trucks, with super- 
vision of vehicle 
distribution, sales 
administration, 
advertising and 
sales promotion, 
dealer relations 
and service ac- 
tivities. 

Four new re- 
gional sales man- 
agers also were 
appointed. They 
are Lynn P. Jones 
in Pittsburgh, 
John E. Friday in New York, Victor 
E. VanAudenhove in Chicago and 
R. E. Lewis in Syracuse. 

Prior to his new appointment, 
Desmond served as assistant to 





L, F. Desmond 









¥ i 5 
# o> “es 2 ” 

Vv. E. VanAudenhove L. P. Jones 
President M. C. Patterson, He 
joined Dodge in 1945 as a district 
manager and transferred to Detroit 
as a sales supervisor in 1949. He 
subsequently served as director of 
advertising and merchandising, car 
sales manager and general sales 
manager. He has been a vice-presi- 
dent since September, 1955. 

Jones, who joined Dodge in 1940, 
moves to the Pittsburgh post from 
his position as Atlanta regional 





J. E. Friday 


R, E, Lewis 


manager. His region includes parts 
of Pennsylvania, Ohio and West 
Virginia. 

Friday has been Syracuse re- 
gional manager. He joined Dodge in 
1953. The New York region includes 
areas of Connecticut, New York, 
New Jersey and Pennsylvania. 

VanAudenhove, who joined Dodge 
in 1949, most recently had been 
Pittsburgh regional manager. His 
new region covers portions of Illi- 
nois, Iowa, Wisconsin, Michigan 
and Indiana. 

Lewis, a former dealer, joined 
Dodge in 1953 as district manager 
in Minneapolis. His most recent 
post was assistant regional sales 
manager in Chicago. 





divisions. 
+ * * 

a was up from 4,764 units 

the previous week to 5,700 last 
week; Oldsmobile jumped from 4,- 
107 to 6,295, and Pontiac increased 
its assemblies from 4,872 a week 
earlier to 5,700 last week. 

Cadillac, still not back to pre- 
changeover levels, jumped from 
806 units a week earlier to 1,000 
last week, while Chevrolet slipped 
from 35,948 cars the previous 
week to 34,000 last week, 

Ford Motor Co. showed the sec- 
ond biggest gain among the makers 

as it hiked its output from 34,755 
units a week earlier to 39,230 last 
week. 
+. = - 

ORD division, with 13 of its 15 

car-assembly plants working 
Saturday, turned out 35,000 cars 
last week to mark the first time 
since last December that car output 
at that division hit that level. The 
previous week saw the division turn 
out 31,258 cars. 

Mercury built 3,500 units last 
week to show a sizable gain over 
the previous week’s 2,766 cars, 
but was still well below its pre- 
changeover level. Lincoln, lik e- 


69 


wise slow in returning to full- 
scale output, turned out 710 cars 
last week, compared with 713 the 
previous five days. Continental 
upped its output from 18 units a 
week earlier to 20 last week. 
Studebaker boosted its schedules 
from 2,494 units a week earlier to 
2,696 last week, while American Mo- 
tors’ three assembly units slipped 
from 2,644 cars the previous week 


to 2,610 last week. 
* + 

A BREAKDOWN of AMC opera- 

tions showed Rambler with 1,- 
850 assemblies last week, compared 
with 1,858 the previous week; Nash 
down from 628 to 560 units, and 
Hudson up from 158 to 200 cars. 

Truck output, with Divco closed 
for the week and White down 
more than 50 percent in assem- 
blies, totalled 21,538 units last 
week, compared with 21,637 a 
week earlier. 

Canadian car-truck operations 
produced 8,535 units last week, com- 
pared with 7,163 vehicles a week 
eariler. International Harvester 


was closed last week. 
+ o = 


Chevrolet’s Norwood Plant 
Builds 3-Millionth Vehicle 


NORWOOD, O. — Chevrolet’s as- 
sembly plant here built its three- 
millionth vehicle Oct. 29. The plant 
was opened in 1923. 

The year the plant was opened 
the Norwood unit produced 17,585 
cars and trucks. Last year the plant 
turned out 194,379 vehicles. 

The milestone vehicle was a 1957 
model Bel Air four-door sport se- 
dan, Thomas M. Schooley, plant 
manager, said. 


* 


Baltimore Dealers Defeat 
Union Bid for Salesmen 


(Continued from Page 2) 


board permitted with withdrawal 
“with prejudice,” meaning that the 
union cannot ask for another elec- 
tion at the dealerships for at least 
six months. 


The Automobile Trade Assn. of 
Maryland reported to its members, 
“It is obvious that the reason the 
union threw in the towel was to 
avoid taking a bad beating. 

“After months of attempted 
organizing and despite boastful 
statements of alleged employe sup- 
port, the union has been unable to 
make a dent in the ranks of Balti- 
more salesmen, and when the chips 
were down was forced to either 
back out or add its name to the 
long list of previous union defeats.” 

> o > 


Eight Other Failures 


HAWE, who has been the dealers 

labor counsel for the last six 
or seven years, reported that the 
union does not have bargaining 
rights in any Baltimore dealership 
now, and that the Teamsters and 
the Machinists have failed to win 
eight previous elections since 1949. 
The unions withdrew in three of 
these. 

The ATAM< also reported that 
this development is a real tribute 
to both the good sense of the em- 
ployes and “the soundness of the 
Association’s decision to insist 
upon an appropriate NLRB pro- 
ceeding that would afford those 
employes a proper opportunity to 
evaluate all the facts.” 

Shaw was quoted as saying that 
it would be wishful thinking to 
assume that the action signifies the 
end of the union’s current organiz- 
ing campaign in Baltimore. 

“It is important,” said Shaw, 
“that the members of the Associa- 
tion take advantage of the situa- 
tion to advise their employes of 
the union's defeat and the reasons 
for it. Our experience has proven 
that Baltimore employes have 
rejected union propaganda 
promises, whereever they have had 
an opportunity to hear both sides 
of the story.” 

” 


* * 


Clerks Lose in Wichita 


r WICHITA, the Retail Clerks 
Union also suffered a defeat in 
an election among the new and 
used-car salesmen at Spencer Auto 
Service Co. (Dodge-Plymouth), The 
vote was 9-6. 

In Alexandria, Va. the NLRB 
has dismissed a management 
petition for an election at Aero 
Auto Co, (Chevrolet), on the 





grounds that Local 1486 of the 
Machinists and Local 992 of the 
Teamsters have indicated they no 
longer are interested. 

The first dealer-union contract in 
Billings, Mont., was recently signed 
by Lew Williams of Lew Chevrolet 
Co. and Local 662 of the Machinists 
and Local 190 of the Teamsters. 


The agreement followed an NLRB 
election last August in which the 
unions won bargaining rights for 
the 57 employes and a two-month 
strike. 

The union agreements with the 
two unions provide for an open 
shop, although new employes will 
become union members unless they 
signify they do not wish to join 
within 30 days. 


B-O-P Deliveries Cut 


By Strike in Atlanta 


ATLANTA. — About 2,900 hourly 
workers at the GM’s B-O-P plant 
at Doraville, Ga. went on strike 
last week, seriously curtailing ship- 
ments of Buicks, Oldsmobiles and 
Pontiacs in the Southeast. 


A GM spokesman said the strike 
started after the union cancelled 
previous agreements on seniority 
and shift preferences. The union 
reportedly is demanding that 
workers be given shift preference 
according to seniority and revision 
of lay-off and hiring procedures. 





Ohio Convention 
To Hear Fribley 
And Benson Ford 


CLEVELAND. — Benson Ford, 
chairman, Ford Motor Co. dealer 
policy board, and Carl E. Fribley, 
NADA president, will head the 
roster of speakers at the Ohio Au- 
tomobile Dealers Assn.’s conven- 
tion here Dec, 2-4. 

Others include C. William O'Neill, 
Ohio attorney general and a can- 
didate for governor; James Berry, 
Cleveland, president, National Au- 
tomobile Dealers Consultants; Cur- 
tis A. Goodwin, Philadelphia, a re- 
tired Pontiac dealer, and William 
H, Alexander, a Christian minister 
from Oklahoma City. 

Among events scheduled are line 
group meetings, an old timers 
breakfast and a young executives 
breakfast. Special programs for 
dealers wives are planned, too. 














CHICAGO. — Safety features in 
automobiles—to accomplish their 
purpose—must be accepted by the 
public. 

That was the 
gist of a message 
brought to the 
National Lubri- 
cating Grease In- 
stitute by James 
Cc. Zeder, engi- 
neering vice-pres- 
ident, Chrysler 
Corp. 

If safety devices 
are too expensive, 
said Zeder, the 





J. C. Zeder 
public won’t buy them. If they are 


clumsy, uncomfortable or detract 
from the car’s appearance, the pub- 
lic won’t buy them. 

“And even when safety features 
are reasonably priced and ap- 
pealing in other respects, the 
battle is not entirely won,” Zeder 
said. 

“One auto manufacturer last 
year spearheaded its sales cam- 
paign with advertising and promo- 
tion of safety devices,” Zeder said. 
“Officials of that company found 
the effect disappointing to say the 

least. It seems the buying public 





Aluminum Users 
Shown Methods of 


Impact Extrusion 


PITTSBURGH, — An industrial 
“road show,” produced and directed 
by Aluminum Co. of America, is 
sparking fresh ideas for manufac- 
turing short-cuts. 

“Metal in Motion,” the story of 
the aluminum impact extrusion 
process, has been presented to thou- 
sands of the nation’s top industrial 
designers and engineers. Its pur- 
pose is to increase the scope of 
products already credited to this 
fabricating method. 

The impact extrusion process is 
used to produce rigid-walled, seam- 
less aluminum containers of all 
types in one quick operation. Mas- 
sive, high-speed presses turn the 
trick, by speeding the light metal) 
through controlled openings be- 
tween a punch and a die. The prod- 
ucts, fabricated in a split second, 
range from flashlight cases and 
door-check cylinders to parts for 
guided missiles. 

Automotive engineers have 
learned that impacts do the job in 
brake pistons, torque reaction 
shafts for automatic transmissions, 
components for power brakes, 
power steering, power window lifts, 
shock absorbers and speedometers. 
Many more impact applications are 
on automotive drawing boards. 

The “Metal in Motion” show orig- 
inated several years ago. It was 
tailored for presentation to poten- 
tial customers who knew little 
about the impact process. As revo- 
lutionary short-cuts of the tech- 
nique were made known to industry, 
requests for additional information 
increased sharply, and the show is 
still on the road. 





Industrial Road Show— 


Safety: Driver vs. Auto 


Zeder Says Popular Acceptance Is Key 
To Whether Features Will Sell 
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was more interested in stock car 
records.” 


However, Zeder added, that com- 
pany will continue its efforts to 
educate the motoring public to 
safety features. 


“Just as we will continue our 
efforts in that direction at Chrysler 


9 of 10 Dealers 
Sign Ad Pledge 
In Pittsburgh 


PITTSBURGH, — G. H. Denni- 
son, general manager of the Better 
Business Bureau here, has com- 
mended “90 percent of the local 
franchised dealers” for signing 
pledges to maintain truthful adver- 
tising and honest sales practices. 

“This means,” said Dennison, 
“that there are 224 automobile 
show rooms in this area where 
the auto buyer can purchase a 
car with confidence.” 


Dennison spoke at a meeting 
sponsored by the Pittsburgh Auto- 
mobile Dealers Assn. which opened 
what was called “allout war’ 
against false advertising. 


“This meeting is convincing evi- 
dence that decent auto dealers 
believe it is time to call a halt to 
the advertising and selling prac- 
tices of a minority group of busi- 
ness fakers,” said Dennison. 

Basically, the theme of the cam- 
paign was said to be “tell the truth 
about what is offered.” It is aimed 
at dealers—franchised and unfran- 
chised—in new and used cars in 
Allegheny County. 

The BBB has set up a fulltime 
automobile division which is 
headed by Ralph C. Whitehead, 
former manager of the trade 
practices division of BBB. 

Among BBB responsibilities were 

listed: Make investigations of sus- 
pected violations; examine all auto 
advertising daily; confer with per- 
sistent violators, and — when co- 
operative efforts fail—prepare cases 
for prosecution. 


Corp., but it is going to take time, 
a long time,” he said. 

“There certainly is no safety 
in a safety belt lying limply on a 
car seat,” said Zeder. “After all, 
the best apparatus for accident 
prevention is located above the 
ears of each and every driver.” 
Zeder discussed the growing sug- 
gestion that governors be placed on 
cars to limit speed. He suggested 
“governors on drivers” instead. 
Zeder admitted that, at first 
hearing, the governor idea might 
seem sound, “Until you examine 
the facts in the matter as we did, 
and—I might add—we did this long 
before governors became a_ sub- 
ject of public discussion,” he said. 
Zeder noted that there were sev- 

eral types of governors for engines. 
“The use of some types would be 
sheer suicide. Let’s consider the 
very best kind—one that permits 
full use of the car’s power for ac- 
celerating from a stop and in lower 
speed ranges, but cuts it off at a 
predetermined speed,” he said. 

“To gain an appreciation of what 
this means, imagine the sinking 
sensation you would get if you 
were passing a truck on the high- 

way and just as you got abreast 
of it your car suddenly lost its 
power—almost as if you had run 
out of gas. 

“It’s a frightening thing, believe 
me. I have driven cars with ex- 

perimental governors on them,” 
Zeder said. 

Simply, Zeder told his listeners, 
a governor deprives the driver of 
power and control of his vehicle— 
often at the time he needs it most. 

He said all auto manufacturers 
intend the power of modern cars 
to be used wisely and responsibly. 

“Having reserve acceleration 
available to avoid a_ potentially 
dangerous situation is an important 
safety factor. We conducted dem- 
onstrations of this at the Chrysler 
proving grounds when the House 
subcommittee on traffic safety paid 
us a visit last August,” said Zeder. 

“The congressmen recognized 
the built-in safety of a lively car 
and the definite hazards of gov- 
ernors, according to Zeder. 

Zeder said that he is personally 
convinced that the traffic saftey 
problem will be conquered and 
pledged that Chrysler would do 
everything possible to “design 


safer vehicles and to support... 
_ attack on this national prob- 
em.” 





Defended at Florida Banquet... 
Big Business Blessed 


CLEARWATER, Fila. — Big bus- 
iness is a blessing, not a curse, Dr. 
Kenneth McFarland, educational 
consultant appearing through the 
courtesy of General Motors, told 





More ’57s Are Sold 


At Wholesale Auctions 


DETROIT, — Wholesale auto 
auctions last week handled ’57 
models in increasing numbers. 

Following were top prices paid 
for various makes: Chevrolet, $2,- 
785; Dodge, $2,750; Ford, $2,650; 
Lincoln, $4,450; Mercury, $3,000, 
and Rambler, $2,000. 











Aluminum fabrication by the impact extrusion process is depicted graphically in 
“Metal in Motion,” a traveling industrial design show sponsored by Aluminum Co. of 
America. in charge of the show are Austin Caverly, left, assistant product manager, 


and Norman Olsen, product manager. 


the Florida Automobile Dealers 
Assn. at its annual banquet. 

Hitting at those who feel big 
business is a threat, McFarland 
said that the average family’s 
income of more than $5,000 a year 
has come about through the free- 
enterprise system. 

“We are living this way because) 
things have been produced by big} 
business en masse, allowing the 
little man to enjoy benefits as never 
before,” he said. 

“It is asinine to have congres-| 
sional hearings to determine why) 
one company is bigger than others,” 
he said. 

“If I wanted to find out why a | 
company has succeeded, I would 
go to the company and find out 
how it is run, not to a bunch of 
congressmen who don’t know 
anything about the business,” he 


McFarland also criticized em- 
ployes who divide their loyalty 
between their employer and a 
union. 

No matter how big a man be- 
comes in a union, he said, it is still 
the employer who hands out the 
promotions and pays the salaries. 


U.S. Rubber Nets 
$23,453,685 in °56 


DETROIT.—Net profit for U. S. 
Rubber Co. was $23,453,685 for the 
first nine months of 1956, according 
to H. E. Humphreys jr., chairman. 
Net profit for the same period last 
year was $22,290,861. 

Net sales for the 1956 period 
were $675,147,901 compared with 
$688,775,620 for the 1955 period. Net 
sales for the third quarter of 1956 
were $211,052,544 compared with 
$231,736,559 for that period in 1955. 
Net profit for the 1956 quarter was 
$4,794,579 compared to $3,285,398 for 
the third quarter of 1955. 


Heading for Pay Dirt— 

The Plymouth Dealer Assn. of Northern 
California, represented by ball handler 
| Vic Martin, has signed as co-sponsor of 
National Professiona! Football League 
games over television station KPIX, San 
Francisco. Lou Simon, left, and Bob Mig- 
gins, KPIX, “cleared the way” for the as- 
sociation participation. N. W. Ayer & Son, 
Inc., is the advertising agency. 
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WANT AD DEPT 


HELP WANTED 

WANTED—NEW AND USED car sales 
manager by a large dealer well financed 
and logated in a thriving city in the 
south. This Ford dealer has been in 
business for 25 years and has an excel- 
lent reputation in his town. A man who 
can produce volume and profits is limited 
in his earnings only by his own ability. 
This is an opportunity of a lifetime. 
Box 6593, c/o Automotive News, Detroit 
26. 

SECRETARY - TREASURER wanted for 
General Motors-Motors Holding Division, 
metropolitan dealership located in Cin- 
cinnati, Ohio. Must be thoroughly fa- 
miliar with all phases of General Motors 
standard dealer accounting. Highest sal- 
ary plus benefits offered for the right 

| person, Address replies to Box 6590, c/o 

Automotive News, Detroit 26. 


Wanted to Employ! 


Good, experienced car and truck daily rental 
and car and truck leasing personnel. This is 
an excellent opportunity for the right men. 
| We operate in nine Texas cities and would 
| operate in more if we had the personnel. 

| The opportunities are great, the training con- 
cise and concentrated. 

If you want to get into a fast growing busi- 
ness, give us your complete educational back- 
ground, business background, personal ref- 
erences and a current photograph. 


EARL HAYES RENTS CARS 


AND TRUCKS 
A Corporation 
709 E. Jefferson Ave. 








Dallas 8, Texas 





400 CAR FORD DEALERSHIP, established 
in 1914, needs two young, aggressive 
salesmen to fill vacancies caused by re- 
tirement. Small Alabama town located in 
center of best industrial trade area, ex- 
cellent financial structure and 100% 
service absorption all combined to give 
best possible trading position. Schools, 
churches, recreational facilities are 
among the finest. We are interested only 
in permanent applicants who can sell 
without gimmicks or misrepresentation. 
Your compensation will be excellent and 
working conditions tops. Box 6563, c/o 
Automotive News, Detroit 26. 


SALES MANAGER 
AUTOMOTIVE REPLACEMENT 
PARTS 
‘A leading producer of automotive parts 
is seeking a mature, well rounded indi- 


vidual for an executive staff position as 
sales manager. 


Previous positions should have included a 
background of high level policy making, 
sales promotion and merchandising and 
the efficient organization and adminis- 





tration of a successful sales program, 
preferably in the automotive replacement 
parts field. 


The man we are seeking must be a leader 
who has the ability to develop and co- 
ordinate a strong sales organization and 
one who possesses those harmonious per- 
sonal qualities that will give impetus to 
@ strong sales team. 


Please send resume including age, educa- 
tion, previous experience and salary re- 
quirements to Box 6558, c/o Automotive 
News, Detroit 26. 






TWENTY-TWO CENTS (22c) PER WORD FOR EACH 


INSERTION REQUIRED. Ads may be signed with full name and address at regulor 


Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per 
TEN DAYS IN ADVANCE OF PUBLICATION DATE 
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GM to Expand 
Floor Space at 


Training Centers 


DETROIT, — An addition of ap. 
proximately 180,000 square feet o 
classroom floor space to its exigstj 
network of 30 training centers hay 
been announced by Genera! M 

The expansion will give the traip. 
ing centers a total of about on 
million square feet, said William F 
Hufstader, GM distribution vice 
president. 

“Our original plan in building the 
centers was to use them as schools 
for the instruction of mechanics 
with GM car and truck dealer. 
ships,” Hufstader said. 

“Now, however, due to increased 
manufacturing activities on the 
part of some of our nonautomotive 
divisions, we find that we shall have 
to add classrooms to all of our cep. 
ters 

“In addition, at three centers, we 
are adding classrooms to be jointly 
used by Allison, Euclid and Detroit 
Diesel Engine divisions.” 
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HELP WANTED 


WE ARE EXPANDING established cr 
and truck leasing company and have 
need for experienced leasing representa- 
tive. We are large southern Ford dealer 
and have considerable capital available 
for expansion. Box 6544, c/o Automotive 
News, Detroit 26. 








SERVICE MANAGER. Top caliber man 
only. Must be capable of managing large 
shop. Mechanical and supervisory experi- 
ence most necessary. Must have working 
knowledge of flat rate plan. Large south- 
west Chicago GM dealer. New and mod- 
ern facilities. Promising future and 
security for right man, Salary plus in- 
centive. Box 6581, c/o Automotive News, 
Detroit 26. 





TRUCK SALES MANAGER. Wholesale & 
Retail. Age 47, 20 years’ experience al 
phases of truck selling. Heavy duty truck 
specialist both gas and diesel. Sold diesd 
exclusively for four years. M. G. Der 
mody, 561 Techwood Dr., Apt. 21, At 
lanta, Ga. TR. 5-6937. 


OFFICE MANAGER. Degree in busines 
administration. Excellent accountant 
knowledge all phases of operation, daily 
operating controls. Prefer metropolitan 
New York or northern Jersey. Box 
c/o Automotive News, Detroit 26. 

SERVICE MANAGER, with 20 years’ & 
perience with two dealers handling 1,00 
plus cars per year, desires position 
Lincoln-Mercury or Ford dealership, UP 
to date on all company policies. Pree 
ently employed by Lincoln-Mercury dealer. 
Best of references by former employe’ 
and factory personnel furnished to some 
one desiring top notch ability, perform 
ance, customer relations and shop ma 
agement. Location no object if proposition 
good. Box 6583, c/o Automotive News 
Detroit 26. 

SAN DIEGO AREA preferred. Family mat, 
37, extensive background since 1939 @ 
business management, sales promotiol, 
supervision, insurance, financing, leasing, 
etc. Presently in midwest, Size of deal 
immaterial. Highly recommended. Avaik 
able January 1st. Box 6584, c/o Autome 
tive News, Detroit 26. 


GENERAL MANAGER - Sales manage. 
Successful, aggressive manager 
plenty of know how and excellent 
for building volume and profits in today’s 
competitive market. Total experience 20 
years. More than 10 years as managel. 
Ford and General Motors volume dealers. 
Character and ability will bear rigid i 
vestigation. Interested in Florida com 
nection only. Box 6585, c/o Autom 
News, Detroit 26. 

an eee eee Sa 

GENERAL MANAGER or sales managef 
Twenty-three consecutive years’ eX! 
ence. Age 47, married. Want positio® 
with reliable, well established New Ens- 
land GM or Ford dealer. Ability to build 
volume operation. Box 6586, c/o Autome 
tive News, Detroit 26. 


LUCAD 


(Leading Used Cur Auction Directory) 
.+-is the key to a dealer's whoa 
looking for a place fo buy or sell co* 
-+-For rates, contact Automotive News 
2666 Penobscot Bidg., Detroit 26. 
RD 
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POSITION WANTED 


, MANAGER or assistant man- 
owner. Thirty years’ successful 


DEALERSHIPS AVAILABLE 


YOU WANT A DEALERSHIP? Well why 
spend your own time and money hunting 








aperience. Twenty years last employer.| and investigating numerous deals when 
qwelve years executive vice-president- we will do so for you without charge or 
general manager for absentee owner. obligation? We will screen out deals that 
92,000,000 per year business. Working you would not want. We conceal your 
experience in service, parts and sales. identity until the right deal is available, 
Best of references, Can prove business| and then only with your consent, We'll 
gecomplishments, know how and ability; even arrange sources of financing, or a 
to do tomorrow’s thinking today. Buy-in| uyy-in deal whereby you pay out of your 
pot necessary. Box 6587, c/o en share of profits. Write in for form with 
News, Detroit 26. | which to get on file with us. Automotive 
LEE dus dake, Enterprises, 10600 Puritan Ave., Detroit 
RAL MANAGER, Aggressive execu-| 32 Mich. 
tive with 19 years’ experience in all} ; 
gs of a dealership. Will take com- DEALERSHIP WANTED 
charge and assume full responsi- | —————— —— - —_—__— 
pility for a profitable operation even in| EXPERIENCED AUTO MAN with substan- 
today’s market. I am not a wheel and tial capital desires acquiring big 3 dealer- 


geal artist, but a qualified executive that 
will operate your agency for a profit as} 
jt should be and promote goodwill at the} 
game time. My qualifications—manage- 
ment ability and character will stand the 
most rigid investigation, Box 6588, c/o| 
Automotive News, Detroit 26. 


ship within 50 miles of New York. Reply 
in strict confidence. Box 6592, c/o Auto- 
motive News. Detroit 26. 





GM OR FORD DEALERSHIP—Pa., N. J., 
N. Y., Mass;, We have substantial cash. 
Ready to go. Reply with confidence. Box 
6552, c/o Automotive News, Detroit 26. 


EXPERIENCED DEALER in large market 





GENERAL MANAGER or sales manager. 


32, married, one child. Ten years wishes to acquire Chrysler-Plymouth or 
experience in all departments including| Nodge-Plymouth franchise in city of 100 
gies management, hiring and training to 200 thousand population, Prefer south | 
gies force. Graduated General Motors) 6, west location, All replies strictly con- 
cee. Available now! Freter Calltor- fidential. No agents. Box 6557, c/o Auto- 
nia or Pacific Coast states including motive News, Detroit 26 , 

Arizona, Write Box 6589, c/o Automo-| 2 , ~ 





tive News, Detroit 26, | DEALER SERVICES 


COLORFUL RAISED letter business cards. 


Free literature. James Scull’s Printing, 
Wildwood, N. J. 








{ALES OR SERVICE management. Excel- 
jent experience—dealer and factory levels, 
Want permanent position. Willing to re- 


jocate. Preference states of Fla., Mich., 
Wis, Will send detailed resume on re- 
quest. Jay E. Diltz, 1700 Goodman Ave., 


North College Hill 24, Ohio. 

@ERVICE SUPERVISOR. Thoroughly ex- 
perience: all modern service procedures, 
gustomer relations, follow-up systems. De- 
@ires association with large volume dealer 
@ distributor. Equipped to train and 
@rect a smooth satisfactory operation 
and produce high rate service absorption. 
References on request. Box 6591, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


NEW CAR 
DEALERS! 


Are You 
in the Red? 








FOR SALE 


id established dealership handling Ford. 
Central Wyoming area. 
Serving area approximately 6,000 people. 
Will sell or lease building. 
Terms can be arranged. 
Doing good yearly business. 


Regardless of your make of car, we can 
put you in the black within 30 days 
with a tested-and-proven management 
program. We are successful, long- 
established dealers handling one of 









for 6560, </o Automotive News, Detroit 26. | 

: the big two cars. We have the proven 
SANDLING GM—200-250 CAR DEAL.| experience and know-how to make 
Thriving " midwest. city of 80,000 “on profit for you. You will deal only with 
growing. No obsolescence to buy—all principles and your reply will be held 
quick turnover parts. Minimum but | jn the strictest confidence. Let's set 
adequate shop equipment. Lowest in- cat f di . 
vestment for the largest return. You'll up an appointment for discussion. 
have to see it to believe it, Box 6568, Write or call, Mr. P. W. DeFoe or Mr. 
c/o Automotive News, Detroit 26. 


Robert Cummings, Colonial Manage- 


NEW CAR AGENCY handling Nash prod-|| ment Co., Inc., (Factory approved), 4662 


wuts. Located 150 miles from Detroit in . . 
choice community, Severe illness forces|| Belair Road, Baltimore 6, Md. Phone, 
sale. Call Vermont 5-1566 or Webster Hamilton 6-0525. 


3-3887, Detroit. 





DEALER SERVICES 


IS RESEARCH FOR BIG 
BUSINESS ONLY? 


Is it beyond the reach of the automobile dealer? Certainly not. Even the 
smallest dealer, through the results of our questionnaires sent to other dealers 
all over the nation, now enjoys all the advantages—just os his factory—of 
actual research in finding better sales methods, better business controls, reduced 


overhead, and of course more profits. In addition, there comes that feeling of 
security in business which is only possible when you know your business is 
being soundly managed. The cost? You can enjoy all the above for less than 
30c a day. Write today for free booklet and samples of the service. 


AUTOMOTIVE ENTERPRISES 


Research Management Department 
10600 Puritan Avenue Detroit 38, Michigan 


_CARS WANTED __ 
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DEALER SERVICES 








Inventory Service 
Buying or Selling a Dealership 


@ Buy Right © Sell Right 


Parts—Accessories—Equipment 
© @ A disinterested certified physical 
Inventory will save you money @ @ 
DON’T GUESS—BE SURE 
Call or write for service details. 
Automotive Inventory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
DU 9-5095 








BUSINESS OPPORTUNITIES 
BUY GOVERNMENT SURPLUS. Jeeps; 
trucks; boats; aircrafts; LST’s; tractors; 
trailers; automotive supplies; shop equip- 
ment. Direct from U. 8S. Government 
depots, List and procedure—$1, Brody, 
Box 8 AU, Sunnyside 4, N. Y. 
FLORIDA—WELL established 
repair and supply business handling 
Standard Oil products, Corner location 
on three streets just % of a mile from 
center of town, 132’ of road frontage on 





automotive 


A1A, close to motor courts, attractions 
and new developments. Excellent loca- 
tion for an agency. Large building 8,000 


square feet with beautiful three-bedroom 


home for owner. 6,000 square feet used 
for repairing, balance rented for $180 
per month. Excellent gross business. 
Price $50,000 with $25,000 cash down. 
Balance to be arranged, R.E, taxes $211 
per year on the property, For further 
particulars write Ted Cyr, Cyr Motor 
Co., A1A and White St., St. Augustine, 


Fila. 





PARTS FOR SALE 





BUICK PARTS 
All Other GM Parts Also 
UP TO 50% DISCOUNT | 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service | 
Art Hansen Buick, || 




































Get The Top Price 
On Your 1956 Models 


Any Make—Any Model 


Contact R. S. Henry 









New Brighton, Pa. 
Phone 5077 











Inc. 
(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


BUICK PARTS 


UP TO 50% DISCOUNT 
Fast C.0O.D. Shipments 


Rea Keech Buick | 


3333 Frederick Ave. 
Baltimore 29, Md. | 
Phone EDmondson 6-4400 








PARTS WANTED | 
WANTED — GREYHOUND radiator orna- 
ment for 1936 Lincoln. Francis Lincoln- | 
Mercury, 1505 S. W. 6th Ave., Portland 
__1, Ore. ee 
WILLYS AND JEEP parts wanted. Cash/| 
up to 25% of cost. Mail stock list to} 
Box 6553, c/o Automotive News, Detroit 
26. 





ENGINES WANTED FOR SOUTH AFRICA 

| Ford V-6—Mercury, 1949 upwards and Dodge 

Plymouth, 1942-53, 6-cylinder used short block 

assemblies. For further information reply: 
Mike Appel 

P. O. Box 3648 


Ltd. 
Johannesburg, S. A. 


Motor Co., 


CAR RECOVERY 








REWARD 


abouts of man calling himself 
Carl Harkrider 


Automobile salesman, about 40 years old, 
5°10"'. stocky, reddish hair. Last seen driving a 





1956 DeSoto Firedome 4door sedan, yellow 
with white top and colorsweep, seria! No. 
55260296, bearing 1956 Kentucky, Jefferson 
County License No. 409-699. Phone or wire 


immediately. 
G. D. Riggs 
Duncan Motor Company 


DeSoto-Plymouth 
126 Breckinridge Lane St. Matthews, Ky. 
Phone Louisville, Ky., Be 2421, Louisville 7, Ky. 





TRUCKS FOR SALE 
1953 FORD F500 heavy duty wrecker (Hub- 








bard). R&H, 100 Amp generator, twin 
spots—-Beacon Ray. 2501’ cable pusher 
plate and $250 worth of other extras. 


Looks and runs like new—$2,500. Lew’s, 
4025 Salem Ave., Dayton, Ohio. OR 5339. 


Dodge 





canopy 





For information as to the where-| 





TRUCKS WANTED MISCELLANEOUS 


FORD TRUCKS WANTED— 


CASH PAID 
1953 or later F800 - F900 Tractors 
Also dump trucks and trailers 
Must be clean 
Buy one or entire fleet 


W. E. McCARTHY, INC. 


Truck Dealers 
Mystic Ave. Medford, Mass. 


Tel. Mystic 6-3500 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


241 





BUSES FOR SALE 


MACK BUSES formerly used by St, Louis 


public service. Inside dimension 7 feet 

high, Ideal for schools, churches and or- 

ganizations, Easily converted to field MEETS ALL 1.C.C. 
offices, restaurant and club house, Will 

sell with or without chassis. In good REQUIREMENTS 
running order, Truck Center Inc., Cairo, 

Illinois, White and Autocar Distributor. 


Phone 2600. 


@ Only one chain lock bolt at- 
taches coupling head. 


@ Four clamps to fit 98% of all 
cars, plus 2 large adaptor 
clamps are included with each 
unit. 


@ Tubular Steel V Arms Adjust up 


SHOP EQUIPMENT WANTED 





WANTED—PAINT SPRAY booth, used, 
Contact by phone or letter stating price. 
Beach Auto Service, 1410 Legare St., 
Telephone 3-0946, Columbia, 8. C, 


ANTIQUE CARS FOR SALE 
1928 ROLLS ROYCE model P.I, Mint con- 


dition can be driven anywhere—S$1,600. oe 
Call or write, Rednor and Rainear, 2635 to 44" spread. 
South Broad St., Trenton, N. J, Phone 


EXport 3-4355. @ Padded Coupling Heads to 
Protect Bumpers. 


ANTIQUE CARS WANTED | 
oo ei DEALERS’ SPECIAL (F.O.B. Factory Net) 


WANTED—PACKARD six—1920 to 1925— 
$52.35 Fed. Tax Included 


for parts. Robert Huxtable, Box 1107, 
Lansing, Mich. 

WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 








MISCELLANEOUS 
TRUCK AND CAR SIGNS made easy 





with plastic letters. Metal, wood and . 
masonite letters also, Brass_ stencils. Less Guide Cables 
Signs for every purpose. Jim Ramsey, 


* * 
GUIDE CABLES 


DEALERS' SPECIAL (F.O.B. Factory Net) 
$9.90 Fed. Tax Included 


@ 
THE FAMOUS 
MOTO-MATIC 


TOW «+ GUIDE 


WITH UNIVERSAL 
(WRIST) ACTION. 
Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.O.8, Factory Net) 
$44.85 Fed. Tax Included 
Meets 1.C.C. Strength Requirements 
+. « 
Liberal Quantity Discounts 
To Distributors 
& = 
Write for lilustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


Inc., 175 Jefferson, Lexington, Ky. 


Automatic BrakinG 
COMPLETE with $61" 


Guide Cables and 
BRAKE HOOK-UP.......... 
MEETS ALL I.C.C. 
REQUIREMENTS 
With Brake Hook-Up $ 45 
Less Guide Sitios. 51 


TOW-KING 


Hecb-p mn AO 


Meets 1.C.C. Strength Requirements 
QUICK-TOW Bumper- 
to-Bumper Tow Bar $19.50 


TRI-KING 3-Point Hook- 
Up intra-State Tow Bar 





*x** 


DISTRIBUTORS 
QUANTITY 


LIBERAL 
DISCOUNTS 


—SPECIAL— 
Adjustable Draw Beam for Rear 


Split Bumpers—'55-'56 $45 


Pontiacs, '57 Fords etc. 


‘Leaders in the Industry 


Tow Bar Sales Co. Goss Se, 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 NITES: DO 3-8373 


Canadian Factory Distributors 
FIVE WHEELS LIMITED 
599 Yonge St. 


We pay charges TORONTO 10, ONTARIO 


Call Collect Ws pry, hss 
40 So. Clinton St., Chicago 6, Ill. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


One Year $8 [] or Two Years $14 [J 
All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Truck Dealer [] 
Insurance [] Financial [) 


Car Dealer [) 
Jobber [] 


Mite, BEE vccabidd shades esd Cn ivinndesateaee 


Manufacturer () 
Supplier CT) 


On we weseseceescesrees 


11-5-56 





FOR SALE—1923  },-ton 
truck. Needs some repairs. Good adver- 
tising item—$150. Serro Motor Sales, 
| Irwin, Pa, Phone UN. 3-3407. 
| ss ss PRUCKS = WANTED 
| WANTED—JEEPS. Years ‘43 to °52, 4- 
| wheel drive. Salmonsen's Garage, S57 
| Hannibal St., Fulton, N, Y, Phone 2-6913. 























| ‘“Uhe truck dealer 
who enjoyed 
selling trucks 


So why is he unhappy? Because as a truck man, he knows his 
line of trucks is too short. He loses sales because he doesn’t 
have enough truck models. 


The International Dealer is a real truck man, too. He knows 
trucks. But unlike our friend above, he has al/ models of trucks 
to sell. 


He enjoys his work because every truck operator is his pros- 
pect. That’s because International has the world’s most complete 
line, with exactly the right trucks to keep costs at rock bottom. 

Would you like to enjoy your work, too? A few International 
Truck franchises are still available. Write and ask us about them. 

Just write: Manager of Sales, Motor Truck Division, 
International Harvester Company, Py 
180 N. Michigan Avenue, Chicago 1. 


INTERNATIONAL TRUCKS 





